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N. Y. Agents Back 
Drive To Continue 
NAIA Ad Program 


Pledge Support to Action of NAIA 
Directors; Urge Members to Use 
Tie-in Advertising Now 


SUPPORT COMMISSION STUDY 


Pres, Thorn Sees Trend Toward In- 
dividual Treatment of Agents’ 
Payments, Based on Merit 





By Epwin N. Eacer 


Syracuse, N. Y., May 6—The New 
York State Association of Insurance 
Agents voted today, at the close of its 
76th annual convention, at the Hotel 
Syracuse, to give full support for the 
ensuing drive for continuance of the 
National Association's national adver- 
tising campaign for another year, 
through 1959. New York State has been 
one of the leading contributors, in dol- 


lars and percentage of members con- 
tributing, to the campaign now under 
way. 


To aid the local agent in deriving the 
most benefit from the NAIA campaign 
the New York Association also resolved 
today that member agents and _ local 
boards take advantage of the various 
advertising media now being offered by 
the National Association to tie in with 
the national program in their local areas. 

Jack Lescoulie of NBC-TV’s “Today” 
show told the agents the NAIA program 
is important and hits an audience in the 
early morning which is both alert and 
intelligent. He stated the TV part of 
the ad campaign program is reaching 
large numbers of people. 


Commission Study 


The convention approved action of the 
NAIA board of state directors at Miami 
last week in establishing a committee to 
study the entire problem relating to 
commissions, The state association said 
present unprofitable nature of the auto- 
mobile underwriting situation has 
created a problem commission-wise for 
me aye! agents. 

‘oing further with the matter of pub- 
lic relations and aiming to improve them 
the convention adopted the following 
two resolutions: 

First: “Whereas, the American Agen- 
cy System through its country-wide net- 
work of professional independent agents 
is presently and will continue to be the 
superior medium of distribution to the 
insurance buying public just so long as 
We provide useful service; 

“Whereas, the American Agency Sys- 


(Continued on Page 30) 
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Colonial Life 


announces... 


NEW Term Rates 


There are certain situations where Term 
Insurance may be necessary. 


In circumstances like these, you should 
consider Colonial’s new low annual rate, 
convertible Term plans: 


Age 5 Year 10 Year 
35 $ 6.78 $ 7.50 
40 8.29 9.52 
45 10.95 12.93 


"Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 











Canadian Companies 
Earned 4.51% Net On 
Investments In 1957 
Increase From 4.31% in 1956 Was 


Tenth Consecutive Year of 
Higher Interest Earnings 


WAS 27% OF TOTAL INCOME 





Even Small Increase in Earnings 
Rate Important in Life Insur- 
ance Calculations 





Toronto—The rate of interest earned 
in 1957 on the global investments of 
Canadian life insurance companies was 
4.51%, according to the compilations of 
the Canadian Life Insurance Officers 
Association. This compared with 4.31% 
the year before and was the tenth con- 
secutive year of rise in the earning rate 
These figures are based on investment 


earnings less all investment expenses. 
Even a small percentage increase in 
the basis rate of interest earrings on life 
insurance company investments is of 
great importance in life insurance cal- 
culations. Investment earnings are as- 
sumed in premium calculations and help 
reduce the cost of insurance to policy- 
holders. The interest received on invest- 
ments made by Canadian companies on 
behalf of their policyholders totaled 
$300,000,000 in 1957—27% of the compa- 


nies’ total income. 
How Rate Has Fluctuated 


At the beginning of the century, the 
companies’ rate of interest earned was 
about 4.5%. In line with the general 
level of interest rates, the figure rose to 
more than 6% in the 1920’s and then fell 
gradually to its all-time low of about 
3.2% in 1947 and 1948. 

The earning rate increases since 1947 
have been the result of both shifts in the 
distribution of investments and the rise 
in the general level of interest rates, 
according to the Association. There has 
been some improvement in interest rates, 
especially during 1956 and early 1957, 
although in recent months the rates have 
fallen from their mid-1957 peak. How- 
ever, it takes several years for a change 
in interest rates to be fully effective on 
investments, as many old investments 
remain on the books at the old rates 
and only new investments earn interest 
at the recently prevailing rates. 


Investment Changes 


Since 1947, the life insurance compa- 
nies have increased their holdings of 
securities of business and industry from 
22% of total assets to 35% and their 
mortgage loans and income-producing 
real estate have risen from 11% to 36% 
of assets. At the same time, their hold- 
ings of Government of Canada securities 
have dropped from 31% of assets to 4%. 
Such shifts account for the greater part 
of the gain in the investment earning 
rate. 

The interest-earning assets of Cana- 
dian companies totaled $7 billion at the 
end of 1957. Over one-third of these 
assets were held on behalf of and for 
the protection of policyholders outside 
of Canada. 
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Guardian Life held two club meetings 

in Hotel Fontainebleau, Miami Beach, 
Florida, last week —the President’s and 
the Leaders. 

Addressing the President’s Club, James 
{ McLain, chairman of the company, 
said : 

“We are on the verge of the greatest 
decade in the history of our country. 
There may be some problems for the 
next six months and perhaps even a 
year, but there is no doubt that we will 
witness a tremendous expansion in the 
Os.” 

Commenting on the record of his own 
company so far in 1958 Mr. McLain 
continued: “In March we had the great- 
est paid-for month in our history. In 
April we beat the March figure by a 
substantial amount. The field force of 
the Guardian is demonstrating that there 
is no recession in life insurance.” 

The meetings, attended by the leading 
‘producers of the company, opened on 
sApril 28 with Vice President Daniel J. 
fLyons as chairman. Guardian's presi- 
ident, John L. Cameron, welcomed the 
‘members and presented awards to those 
their first President’s Club 





sattending 
Pmeeting. 


Stock on Taxation and Estate Planning 


A feature of the President’s Club 
meeting were talks by David Stock, a 
prominent New York lawyer who is 
widely known as a lecturer on taxation 
as it affects the field man in life insur- 
sance, and on estate planning. Among 
other things he discussed the famous 
Prunier litigation. He was followed by 
Price H. Topping who discussed the 
Casale deferred compensation case. 
Among other speakers at the Presi- 
dent's Club meetings was Earl W. 
Cryer, CLU, agency director of Guar- 
dian, who also discussed business insur- 
ance and taxes. 


Panel Speakers 


_ Chairman of the Leaders Club meet- 
Ings was Edwin J. Phelps agency direc- 
tor. Panels were held on accident and 
health underwriting, home office under- 
\riting and business insurance and es- 
fate planning, 

Speakers were Murray Kusinitz, CLU, 
Providence; Jack Sutton, Syracuse; R. L. 
Spaulder, D. N. Sugarman and J. J. 


lepper, New York; F. Mayes, 
Dallas; H. C. Busbey, S. M. Gershon, 
Ralph Davis, Jr. and R. M. Cook, 


Atlanta; and J. B. Jackson, Jr., Atlanta; 
D. J. Bailey, Boston; T. F. Walsh, Jr., 
Buffalo; J. J. Slattery, Hartford; S. H. 
Ellowitch, CLU, Jersey Citys. 6 5 ove 
Cook, Tampa; W. W. Bullwinkle, CLU, 
San Francisco, 

In discussing buy-and-sell agreements, 
Mr. Stock said: “For many reasons an 
insured buy and sell agreement is far 
Superior today to a stock redemption 
Plan for the close corporation. There 


Poi no tax advantages in stock redemp- 
_ plan, and from every other aspect 
le buy and sell agreement offers many 
advantages.” 











ife Insurance On Verge Of 
Greatest Decade, Says McLain 


Guardian Chairman Sees No Recession in Life Insurance; Con- 
vention Discusses Business Insurance and Other Coverages 
and Also Reviews Prunier and Casale Cases 


Commenting on the “psychological re- 
sistance on the part of the stockholders 
to buying the insurance needed to finance 
the buy and sell agreement out of per- 
sonal income,” he suggested the possi- 
bility of raising the stockholders’ salaries 
to a reasonable extent, or using the 
minimum deposit approach. : 





JAMES A McLAIN 

“If you do need to use stock redemp- 
tion, the corporation should be the com- 
plete owner of the policy,” he continued. 
“There should be no provision regarding 
the continuance of the insurance or the 
application of the proceeds.” 

Turning to partnerships, he again 
stressed the advantages of buy and sell 
agreements, with cross-ownership of in- 
surance, over the entity approach. 


Price Topping’s Talk 


The final speaker at the first business 
session was Price H. Topping, Guardian’s 
associate general counsel, who spoke on 
deferred compensation plans. “The main 
points to be sure to protect against in 
a deferred compensation plan, especially 
if funded by life insurance, is to assure 
that the premium payments made on the 
policy during the period of employment 
do not constitute additional income at 
the time the premiums are paid and also 
to assure that on retirement the value 
of the life insurance policy or the de- 
ferred compensation contract does not 
constitute ordinary income in a single 
sum in the year of retirement. The 
contract should provide that the em- 
ployer is the owner of the contract and 
the payee of all benefits under the con- 
tract. The contract should also provide 
that the employe does not become un- 
conditionally entitled to all the benefits 
of the contract on retirement, as that 
is apt to make the cash value of the 
contract income in one sum on the date 
of retirement. In order to avoid that 
possibility, continuing obligations to the 
employer should be provided for the 
period of the deferred compensation 
payments.” 


Casale Case 


The Casale case was also discussed 
by Mr. Topping. Casale was a manu- 
facturer of garments. The issue was 


(Continued on Page 10) 





Guardian Life Meeting at Miami Beach 


Insurance Not Complex If Basic 


Fundamentals Prevail, Says Cameron 


President John L. Cameron of Guar- 


dian Life in addressing the Leaders 
Club in Miami Beach last week said 
that in 1957 the company’s sales in- 


creased to $215 million, including $26 
million from the newly 
Group department. Group insurance has 
made a good start with the company. 
Mortality results were good and 
ability even better. Net interest rate 
earned increased to 3.86%. Insurance 
in force rose to $1.48 billion and asséts 
at end of the year were $448 million. 
Unassigned surplus was $31 million. The 
year 1958 has already shown some new 
high records. Fhe volume of life in- 
surance written in 1957 in Guardian was 


$34.6 million. 


Income Tax Situation 


organized 


dis- 


The most disturbing factor facing the 
business is the Federal income tax situa- 
tion. 

“Just because around 1946 and 1947 
the formula under which life insurance 
companies were taxed produced no tax 
at all, a lot of people think life in- 
surance companies don’t pay any sub- 
stantial income tax. 

“Actually under the law now in effect, 
we will probably have to pay over 
$2,000,000 beside some $800,000 in state 
premium taxes and license fees. When 
you consider that the dividends returned 
to policyholders amount to about $7,500,- 
000, you can see what a relatively heavy 
tax is being laid on life insurance policy- 
holders. The whole matter is up for 
review in Washington and we hope a 
reasonable solution will be arrived at, 
but it is doubtful if it will come in time 
to do any good this year. The import- 
ant thing to remember is that our busi- 
ness is not looking for any tax favors 
but only for reasonable treatment con- 
sidering its nature, 

“One other matter of concern to us 
and which, certainly, affects each of you 
in the field, is the increased complexity 
of the business in which we are engaged,” 
continued Mr. Cameron. “Just in sheer 
number of things with which you have 


to be concerned, you must sometimes. 


be overwhelmed. Here are some in no 
particular order, just as they may hit 
you from time to time: The Prunier 
case, Guard-O-Matic, Business Guardian 
Rider, Increasing Protection Benefit 
Rider, Executive Guardian, Flexible Re- 
tirement Income provisions, Repayment 
of policy loans after death, validation, 
incentive compensation, persistency fees, 
major medical, income defender, income 
Guardian, preferred risk, non-medical, 
family policy, group insurance, hospital 
insurance, Graph-Estate, split dollar, 
minimum deposit, deferred compensation, 
pension trusts. Is your head whirling 
fast enough? I am sure there is no one 
who doesn’t occasionally yearn for the 
simplicity of former years. 

“But our business is not simple, any 
more than other phases of our existence, 
our national life, our economic life, or 
our political life is simple today. That 
doesn’t mean at all that you can’t come 
up with a simple solution of some of 
the complicated problems. In fact, the 
wide range of policies and riders we have 
in the field of individual personal in- 
surance, both life and accident and 
health, and in the Group insurance field, 
is what permits simplicity in the ultimate 
solution of many complex problems. 

“The ability to diagnose the problem, 
the detailed knowledge of coverages 








JOHN L. CAMERON 


available and the discrimination to select 
and combine the contracts most suitable 
to solve the problem, are the qualities 
which make the services of the qualified 
life underwriter so valuable to the public. 


Must Protect Fundamentals 


“Not every life insurance problem is 
complicated, however. It needs no dem- 
onstration to say the American public 
is underinsured. To those of you who 
are only beginning in this business, let 
me say, know what you do know well. 
Know it well and tell it well. 

“We must not let the mechanics of our 
business obscure its fundamentals. Life 
insurance is not primarily a financial 
mechanism, it is a way of life. It per- 
mits a man to take care of his family, 
in the way he wants to even beyond his 
own lifetime. It is sure. It is basic. 
It is something neither mutual funds, 
savings and loan, securities. nor any 
other financial device can do for the 
great majority of people we know. We 
must believe this implicitly if we are to 
serve the American people well. 

“As a company we must be prepared 
to handle any complication of personal 
insurance which arises and do it well. 
In relying on the Guardian you must 
know your client’s interests will always 
be served, but as individual life under- 
writers it is your job to keep it as 
simple as you can.” 

Brokers and Agents 

During his talk Mr. Cameron discussed 
the relations of the company with gen- 
eral insurance brokers. A number of 
the latter were present, some of them 
unusually large writers of insurance of 
all kinds. He explained the functions 
of the broker and his importance in the 
life insurance picture. 

At the same time Mr. Cameron said 
that in the Guardian the career life 
insurance producer has always been the 
keystone of its sales and field service 
organization. “As life insurance and 
disability insurance, in all of their as- 
pects, continue to enlarge the scope of 
their services to the American public 
the business inescapably becomes more 
specialized, and the work of the career 
underwriter even more valuable,” he 
said. “More package coverages may be 
devised and underwriting and premium 
payment procedures adjusted to the new 


(Continued on Page 10) 
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George T. Conklin, Jr., vice president- 
Guardian Life, warned that 
company’s Leaders Club meeting in 
Miami Beach last week of the danger 
to the economy of the excessive daily 
emphasis being placed on the word 
“recession” by public communication 
media. 

do not wnt to be a Pollyanna, and 
insurance companies certainly should 
bury their heads in the sand,” he 
said, “because we are in a recession and 
should be concerned about it. We are 
not headed for a crisis or a depression, 
however, and the present recession 
should be looked upon in the proper 
perspective.” 


finance, 


not 


Constant Change in Mass Thinking 

Americans often change their think- 
ing based upon what they are reading 
every day in the newspapers, he con- 
tinued. No matter in what city they 
live they are reading the same headlines 
every day and the same columns. From 
the newspaper standpoint “recession” is 
top news. Not only does it face readers 
in every issue of a daily paper, but it 
it is a popular theme for columnists. 
One daily newspaper in New York em- 
ploys no less than 18 columnists. As 
these columnists are often syndicated, 
some of their writers appear in as many 
as a hundred daily papers. 

These columnists, to the accompani- 
ment of opinions expressed on the edi- 
torial page, are often engaged not only 
in daily references to the recession 
situation, but offer all manner of sugges- 
tion for its cure, Mr. Conklin continued. 
Much of the material emanates in Wash- 
ington where members of the Adminis- 
tration, Government agencies, and mem- 


bers of Congress are giving interviews 
or making statements, often from a 
political point of view, discussing the 


recession and methods of dealing with 
it. Proposals range from tax cuts, doles 
and public works programs to increased 
subsidies for favored groups. The word 
“anti-recession” on almost any bill in 
Congress seems to insure its ready 
passage without reference to its intrinsic 
merits. 

“You can’t blame the newspapers for 
regarding this as news for it falls into 
the journalist’s concept of news,” Mr. 
Conklin commented. “But one does not 
have to be a psychologist to understand 
what effect this may have on the direc- 
tion of the economy. We can’t discount 
the power of mass thinking, nor the 
damage that can be done by its shifting 
to a negative and fearful attitude.” 

Mr. Conklin gave it as his opinion that 
much of the thinking and fear regard- 
ing the situation is hysterical, not justi- 
fied by the facts. His plea was that the 
life insurance agents should not fall 
victims to such a state of mind, but 
should realize the actual situation in 
proper perspective. 


Analyzes Factors of Economy 


“Howev er, this situation is by no means 
so serious for the economy as one is led 
to believe by reading of the severe 
decline in production in certain sectors 
of the economy, such as automobile and 
steel,” he continued. One should look 
at the entire economy, not just one or 
two segments. For example, he said 
that in the first quarter of 1958 total 





Conklin Cautions Against Hysteria 


Tells Guardian Leaders Over-Emphasis in News of “Recession” 
Misleads by Not Realistically Evaluating Economic Shifts 


GEORGE T. CONKLIN, JR. 


personal incomes at the annual rate of 
$342 billion were the greatest in history 
for the first quarter of a year, and down 


only 1%% from the peak third quarter 
of 1957. 
Mr. Conklin, discussing some other 


segments of the economy, said: “Like- 
Wise consumers spent at the rate of 
$281 billion a year in the first quarter, 
the highest first quarter in our history 
and also down only 14%4% from the peak. 
While consumers paid for less on dur- 
able goods in the first quarter of this 
year than a year ago they spent more 
on both non-durables and services so 
that the total of all consumer spending 
was up $ billion over last year. 

Gross national product, the sum total 
of the economy’s total output of goods 
and_ services, amounted to an annual 
rate of $424 billion in the first quarter 


ment, we should bear in mind that in 
an efficiently operating economy there 
is a minimum necessary transitory un- 
employment of about 2,500,000-3,000,000,” 


he said. 
Has Really Been Mild 


“Thus, from an overall realistic stand- 
point the recession in our economy has 
been mild indeed to date. Furthermore, 
it would be foolhardy to expect that any 
economy can operate under a full head 
of steam at all times. As recessions are 
inevitable in a dynamic free economy 
we should not look upon them as though 
we were about to plunge into a deep 
depression.” 

In discussing the immediate outlook 
for the economy, Mr. Conklin briefly 
outlined the position of both optimists 
and the pessimists. The pessimist argues 
that this will be a much more serious 
recesssion because of basic structural 
maladjustments in the economy, and that 
an upturn will not take place until 1959 
at the earliest. 

The optimists feel that we are at the 
bottom right now and that improvement 
will shortly set in and the gross national 
product will be at a new high in the 
last quarter of the year. 

Mr. Conklin stated that in his opinion 
there was some merit to the arguments 
for both positions, and that he felt the 
most reasonable position was somewhere 
in between the two. He said he would 
not be surprised to see the decline go 
further and that an upturn might not 
come before 1959, but that the rate of 
decline was slowing and that no serious 
depression was in the offing. 


Too Much Focus on Short Term 


Advice of Mr. Conklin to the agents: 
“Don’t focus too much of your attention 
on the short term outlook. You should 
fully realize that we are only undergoing 
a cyclical adjustment in a strong dynamic 
upward trend. The tremendous scientific 
break-through of the last decade, coupled 
with the amazing growth of expenditures 
on research of all types, means that, if 
anything, our long term growth trend in 
the economy may be greater in the fu- 
ture than in the past.” 

Mr. Conklin also assured the agents 
that the life insurance business was one 
of the most recession-proof sectors of 
the economy. Despite the recession the 
industry has continued to set new 
records. Furthermore, he pointed out, an 

(Continued on Page 10) 


“Recession” 





Left to Right: Arthur J. Raumann, President John L. Cameron, E. H. Mattingly. 


of 1958, off 14% from a year ago and 
down 3.6% from the all-time peak in 
the third quarter of 1957. 

Total employment in April amounted 
to. 62,907,000 as against 64,261,000 a year 
ago, a decline of 2.1%. Unemployment 
is up from 2,700,000 a year ago to 
5,120,000. “But, in considering unemploy- 


Raumann President Of 


Guardian Leaders Club 


Arthur J. Raumann, CLU, whose life 


insurance is placed mostly with Spaulder, 
Warshall & Schnur, 
was elected president of Guardian Life’s 


New York City, 


Guardian Life Meeting At Miami Beach 


5 Million Dollar Men 
In Atlanta Agency 


MANAGED BY HOLCONE GREEN 
He Is Past President of Atlanta Lif 
Underwriters; His Recipe for 
Production Success 





An agency in the South with five 
million dollar writers is that of Holcon 
Green, Guardian Life general agent in 
Atlanta. They are James P. Poole, FE 


H. Mattingly, CLU, Rodney M. Cook 
Ralph Davis, Jr., and Howard Busbey 


Poole Leading Agent 


Mr. Poole, who paid for $2,585,000 on 
122 lives last year, is the company’ 
leading producer. A native of Georgi 
he studied engineering at Georgia Tec! 
and then went to work for General 
Motors in Dayton, Ohio. After serving 
in the Navy during World War II, he 
decided to enter life insurance and did 
so in Atlanta. At the start his average 
case was around $5,000. With hope 
eventually becoming a_ million dolla: 
writer he elevated his sights by working 
on larger cases and reached his goal 

Mr. Davis, a graduate of Emory Col- 
lege, has spent his entire career wit! 
Guardian with exception of war service 

Mr. Cook was graduated with toy 
honors from W ashington and Lee Uni- 
versity. Starting in life insurance wit! 
another company he found difficulty a 
the start in selling life insurance ané 
was about to leave the business wher 
he decided to go with the Green agency 

Mr. Mattingly, who is a past presiden 
of the Guardian’s Leaders Club, was ar 
army officer. For a time he was wit! 
the Coca Cola Company. He saw 
better opportunity in insurance and went 
with Green. 

Mr. Busbey’s early 
railroad business. 


career was in the 


Career of General Agent 


Mr. Green, who attended Mercer, hai 
his first job with the Trust Compan 
of Georgia and then entered the genera 
insurance business starting his owt 
agency. He represented Old Colony, 
General Accident and some other com: 
panies, and also a life company. In 
1930 he became manager of the Guardiat 
in Atlanta. 

Asked by The Eastern Underwriter 
as to the chief characteristics he feel 
a man should have if he wants to make 
a success in life insurance selling, he 
said he looked for young men of char- 
acter and ambition especially interested 
in making a good living. All of them 
were convinced by him that life insur 
ance was best way to accomplish this 
objective. Such men particularly we: 
come help of the agency and the mat- 
agement, are very receptive to g 
ideas and want to learn all about the 
life insurance business which _ study, 
cooperation and observation can provide 
Mr. Green is a past president of Lite 
Underwriters Association of Atlanta. 








Leaders Club at the Miami Beach cot- 
vention. He first became a member “ 
Million Dollar Round Table in 1953. He 
paid for more than a million in each @ 
the years 1956 and 1957. He has beet 
on board of Greater New York Insurance 
Brokers Association. Mr. Rauman 
started in insurance business with the 
brokerage firm of Frankel & Co., Inc, 
in February, 1915. 

The agency of S. W. & S., the conr 
pz iny’ s leading agency, had 42 represent 
atives at the Miami Beach conventio! 
One of them, “Jerry” Schnur, a membe 
of the firm, is now spending four month 
a year in Florida. R. W. Spaulder wa' 
on one of the panels at the convention 
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New Jersey Legislative Hearing 


Statement By Carrol M. Shanks and Frederic W. Ecker on Bills 
Before Legislature to Authorize the Sale of Variable 
Annuities; Other Interests Also Represented 


Trenton—A hearing on the three bills 
before the Nw 
authorize the sale of Variable Annuity 


Jersey legislature to 


contracts by life insurance companies, 


considered one of the most important 
measures that has come before the 
legislature in recent years, was held 


here on May 2. The proposed legisla- 


tion was introduced both in 1956 and 
1957 session but failed of enactment. 
Object of the hearing was to review 


questions raised in a thirty-page memo- 
randum by Dr. S. J. Flink of Rutgers 
University, economic consultant to the 
committee, some of which were not dis- 
cussed at the public hearings in 1956 
and 1957. 

Heading the list of those invited to 
attend the hearing Carrol M. 
Shanks, president, The Prudential, spon- 
sor of the bills and Frederic W. Ecker, 
president, Metropolitan Life, 
opponent against enactment of the pro- 
posals. Heard also at the hearing were 
Richard J. Congleton, Prudential’s gen- 
eral attorney, Gordon W. McKinley, di- 
rector of research, and Chas, G. Dough- 


were 


leading 


erty, second vice president, Metropolitan 
Life. 

The proposal itself has been a matter 
of intense controversy not only in New 
Jersey but in many parts of the country 
and has aroused the interest of other 
lines of business. Trust companies and 
investment banks by and large seem 
to oppose enactment of the legislation, 
and mutual funds and securities dealers 
On the 
experts 
out 


have expressed similar views. 
other hand, some well-known 
in the field of finance have come 
strongly in support of the measure as 
a desirable service to be performed by 
life insurance companies. 

Charles R. Howell, New Jersey Com- 
missioner of Banking and _ Insurance, 
a strong proponent for enactment of the 
bills, in a prepared statement said that 
there had been no substantial change in 
his views since the previous hearings, 
“except that I am more convinced if 
anything of the need that exists tor 
this type of annuity to help solve the 
problems presented by the impact of 
continuing inflationary forces on the 

4 ” 
purchasing power of the dollar. 

Statements opposing the measures 
were also read by John R. Haire, vice 
president, New York Stock Exchange; 
Gordon L. Calvert, assistant general 
counsel, Investment Bankers Associa- 
tion of America; and Julien Grunberg, 
chairman, New Jersey Association of 
Mutual Fund Dealers. 

Dr. Flink feels that the real problem 


facing the committee immediately end 
the legislature subsequently is wot 
whether the Variable Annuity as such 


is socially desirable or undesirable. The 
crucial and decisive issue, he feels, per- 
tains to the possible and probable pit- 
falls in the actual operation if and when 
the necessary legislation is enacted. In 
his memorandum, he states that the p:ro- 
posed legislation is “strikingly unique 
in the absence of specifics. This bill has 
no regulatory benchmarks, no minima 
and maxima regulations in investments, 
or other legislative safeguards. Instead, 
the bill transfers all responsibilities to 
the New Jersey Department of Banking 
and Insurance. Even if one accepts the 
premises of the proposed legislation, it 
may very seriously be questioned 


whether it is sound and constructive to 
vest almost unlimited discretionary 
powers in a supervisory agency of the 
state.” Dr. Flink stated that the scope 
and intensity of the controversy are 
clear indications of the fact that, for 
better or worse, the proposal, if enacted 
into law, will have very significant im- 
plications. These will affect not only 
the operations of the life insurance 
industry but will also have a profound 
impact on the savings habits of the 
population as well as on the economy 
at large. 


“For these reasons,” Dr. Flink said, 
“it appears imperative to examine with 
great care: the objectives of the Vari- 
able Annuity contract; the contemplated 
mechanics of its operation; and the 
arguments pro and con. Equally im- 
portant is a careful analysis of the 
implications of VAC for the regulatory 
state agency (New Jersey Department 
of Banking and Insurance). Realisti- 
cally, the VAC opens an entirely new 
field of activities. The inescapable con- 
sequence is that it will raise problems 
of supervision and policy decisions on 
the part of the Department of Banking 
and Insurance which lie completely out- 
side the field of its present and past 
responsibilities. It may well be that the 
Department is presently adequately 
equipped to resolve such issues; or that 
it can prepare itself within a reasonably 
short time to meet these added and new 
responsibilities satisfactorily. Whether 
or not such is the case needs careful 
examination.” 


— 
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GROUPA&H 
ADMINSTRATIVE ASSISTANT 
$10,000. 


Position is with highly rated Company 
and offers ideal opportunity for individual 
interested in a position with a diversifica- 
tion of duties. Bulk of duties will consist 
of Company relations, setting up confer- 
ences, conventions and dealing with agents 
on questions of underwriting recommenda- 
tions, rates, etc. 


Specifications: age range 30-45, Company 
background of at least seven years Group 
A & H Underwriting experience. Some 
knowledge of individual A & H important. 
Personality, appearance and temperament 
are highly important, minimum travel in- 
volved. Position is in Eastern part of the 
country. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 











Statement by Mr. Shanks 


The public urgently needs a new “eco- 
nomic weapon” which will protect it 
against the declining purchasing power 
of the retirement dollar and enable it to 
participate in the nation’s economic 
growth, Mr. Shanks told New Jersey 
Legislators. 

“Probably no segment of our popu- 
lation has suffered as much from infla- 
tion, and has been as defenseless against 
it, as our retired population. If the prob- 
lem is great today, it will be magnified 
in the future because of our increasing 
number. and proportion of ‘senior citi- 
zens.” 

He pointed out that “fully two-thirds 
of today’s youngsters in New Jersey” 
will live past the normal retirement age 
of 65. He held that existing pension 
or retirement plans are “fighting a losing 
battle” against the continuing loss of 
purchasing power and urged committee 
members to approve legislation authoriz- 
ing the sale of variable annunities by 
life insurance companies. 

This form of retirement income insur- 
ance, advocated by Prudential, would 
attempt to correct this situation by in- 
vesting annuity premiums over a long 
period of years in common stocks. 


Would Participate in Growth 


Prudential believes this would enable 
people to participate in the long-term 
economic growth of the country and that 
the value of the common stocks of the 
corporations in which their money would 
be invested is likely to increase as these 
companies participate in the nation’s 
growth. Retirement benefits would be 

(Continued on Page 14) 


Statement by Mr. Ecker 


In summarizing the Metropolitan’s 
position, Mr. Ecker said to the legisla- 
tive committee: “We believe that vari- 
able annunities, when stripped of all 
technicalities, offer to the purchaser 
nothing more or less than an opportu- 
nity to participate in the performance 
of an underlying portfolio or pool of 
common stocks, with all the risks inher- 
ent in such a venture. It is speculation 
rather than insurance. We feel very 
strongly that such contracts have no 
proper place in the life insurance indus- 
try and should not be sold by life in- 
surance companies nor by life insurance 
agents. Consequently, we are unable to 
suggest any changes in the proposed 
legislation that would, in our opinion, 
adequately protect the public interest. 

“Legislation, in one form or another, 
to authorize the sale of variable annui- 
ties to the public has appeared since 
1954 in seven states a total of 13 differ- 
ent times. None of these proposals has 
been enacted. This is the fourth year 
in a row in which such bills have been 
considered here in New Jersey. Dr. 
Flink is absolutely correct in his state- 
ment that ‘ state legislation should 
not permit solutions in New _ Jersey 
that are at gross variance with what is 
acceptable and may be developed in 
other parts of the nation. An unduly 
permissive legislation in New Jersey 
might backfire not only locally but dis- 
credit the cause of protected retirement 
income throughout the nation.’ 

“New Jersey is looked to as a leader, 
and the Legislature has been wise in 
taking a long, careful look at the pro- 
posal. We urge you now to take the 
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lead by firmly rejecting these bills as not 
in the public interest.” 

Earlier in his statement Mr. 
said: 

“It is indeed a substantial departure 
from life insurance and would represent 
a basic change in the fundamental na- 
ture of our business. Heretofore, ever 
contract issued by life insurance compa: 
nies has been one under which the com 
pany assumed the full risk. Here, prac 
tically speaking, the entire risk is trans. 
ferred to the purchaser. True, the pro- 
ponents will say they plan to guarante 
mortality and expense. But the impor. 
tant risk here is the investment risk, and 
that risk is transferred entirely to the 
purchaser, His benefits will depend al- 
most entirely upon the vagaries of the 
stock market which is highly volatil 
and fluctuates widely. There have al. 
ways been and there always will be wid: 
swings down as well as up, and there i: 
nothing we can do to prevent them 
To gear benefits of a contract issue 
by life companies to the stock marke 
would represent a complete change ir 
the traditional philosophy of the busi- 
ness and people will not understand it 


Should Fight Inflation 


“Dr. Flink points out that variabk 
annuities are ‘not the only way to pro- 
tect the purchasing power of retirement 
income.’ I believe the only sound wa 
to meet the basic problem is to fight in- 
flation itself and not merely try to ad- 
just and live with it. 

“The life insurance companies an( 
their nearly 110 million policyholder: 
have a great stake in the stability of 
the dollar. It is the people of limited 
means who are hurt most by inflation 
and it is these same people who make 
up the bulk of life insurance policy- 
holders. The principal business of the 
life insurance companies is the sale o! 
life insurance protection—backed up b) 


Ecker 



























































sound investments to meet policyholder 
claims as they arise. Our ability to sel 
this protection in the future depends on 
the continued confidence of the public 
in our product which, in turn, depend 
upon the soundness of our economy. 

“The insurance business must lead the 
way in the fight against inflation, rather 
than inaugurate devices based upon thé 
acceptance of inflation as being inevi 
table. I am sure you will all recall the 
recent widely publicized campaigi 
against inflation conducted by the Instr 
tute of Life Insurance. Variable annur 
ties would undermine such a campaigt 
of direct action, because they invite tol- 
erance and even promote complacenc) 
toward inflation. Savings, the backbone 
of economic growth, would be discour- 
aged. But speculation, which feeds upon 
price rise, would be encouraged. 

“IT wonder if we all understand the 
full implications of the remarks Dr 
Flink makes regarding fear of inflation 
and the consequent encouragement o/ 





speculation. Our country is fortunate, 
thus far, in not having succumbed to 
an inflation psychology. Once inflation 
psychology got started, we Americans 
(Continued on Page 14) 







1 
yea 
ditl 
mal 
Lif 
ide 
the 
Ap 


“ 


the 
you 
Me 
boo 
for 
pric 
pric 
to 

peo 


valt 


ser| 
aX 
and 
les . 
bra 
cha 

1 
ica 
fore 
it 4 
tim 
not 
jor 
inte 
now 


A 
for 
this 
to ( 

N 
gen 
Wiv 
whi 
and 
suri 
Ne\ 
in 
nin; 
ally 
mee 

F 
qui: 
fielc 
Atl: 
ville 
Cag 
lanc 


In 
othe 
Clul 
first 


(ay, 
Will 
Teta 

Sr 


inely 


r 9, 1958 





ANT 


Compan 
ndividual 
versifica- 
| consist 
» confer. 
h agents 
mmenda- 


Company 
's Group 
. Some 
Nportant, 
perament 
ravel in- 
t of the 


EL 


SIVELY 
» Ul 


a 


ills as not 
fr. Ecker 


departure 
represent 
ental na- 
ore, every 
‘e compa: 
the com- 
ere, prac- 
is trans. 
the pro- 
guarante: 
le impor. 
risk, and 
ly to the 
epend al- 
es of the 
y volatile 
have al- 
ll be wide 
1 there is 
nt them 
ct issue 
k marke 
hange i 
the busi- 
rstand it 


variable 
y to pro- 
etiremen! 
und way 
fight in- 
‘y to ad- 


nies and 
cyholders 
ibility of 
f limited 
inflation 
ho make 
2 policy: 
s of the 


» sale o! 





sd up by 
icyholder 
y to sel 
pends on 
ie public 
depend: 
omy. 

lead the 
n, rather 
ipon the 
ig inevi 
ecall the 
ampaigi 
he Insti 
e annul 
ampaigi 
vite tol- 
placency 
ackbone 
discour- 
ds upon 


and the 
rks Dr. 
inflation 
ment of 





rtunate, 
nbed to 
inflation 
nericans 


May 9, 1958 






DEER SEIN aloes DEORE Nl 





Page 7 








Sees Most Favorable 
Selling Market Ahead 


VIEW OF L. DOUGLAS MEREDITH 





Executive Vice President of National 
Life of Vt. Addresses Company’s 
President’s Club 





The most favorable selling market in 
years was forecast by L. Douglas Mere- 
dith, executive vice president and chair- 
man of committee on finance of National 
Life of Vermont, at the company’s Pres- 
jdent’s Club educational conference at 
the Broadmoor, Colorado Springs, Colo., 
April 27 - May 1. 

“! believe that you are now entering 
the most favorable selling market which 
you have encountered in years,” Mr. 
Meredith said. “During a_ period of 
hoom and prosperity, there is a tendency 
jor eager eyes to turn to rising stock 
prices, and the steady advance in stock 
prices over the last 15 years was bound 
to have considerable appeal for many 
people, particularly when they saw the 
value of the dollar rapidly declining. 

“However, a in stock prices 
irom a high of 523 to a level around 440 
has jarred many people who were thor- 
oughly convinced that such a shrinkage 


decline 


in values could not take place. It has 


served to emphasize to them the old 
axioms of thrift, prudence and safety. 
wand | am confident that 
less desire, at least for a time, to em- 
brace the risks incident to stock pur- 
chases.” 

Taking a long-range look at the Amer- 
ican economy, Mr. Meredith made this 
forecast: 

“Barring war and disastrous inflation, 
it is hard to see over a long period of 
time anything but increasing prosperit 
not only for the American people but 
jor the world, even though we may have 
intermediate periods of reduced eco- 
nomic activity.” 


there will be 


Some Features of Program 


A total of 158 underwriters qualified 
for National Life’s top production club 
this year compared to 128 last year and 
to 67 at its charter conference in 1956. 

Nearly 375 persons including agents, 
general agents, home office members and 
wives attended the five-day conference 
which featured an address on “The Field 
and Opportunity for Business Life In- 
surance,” by Denis Brandon Maduro, 
New York City lawyer and _ specialist 
in employe benefit plans, estate plan- 
ning and life insurance, and a_nation- 
ally known speaker at life insurance 
meetings. 

Following his talk, Mr. Maduro was 
quizzed by a group of National Life’s 
held experts—William C. Hartman, Jr., 
Atlanta; John L. Helm, CLU, Louis- 
ville; Merrill W. MacNamee, CLU, Chi- 
cago; and Karl H. Schmidt, CLU, Cleve- 
land. Moderator was Kirtland J. Keve, 
CLU, assistant superintendent of agen- 
cies. In addition, a full afternoon was 
devoted to a discussion period with Mr. 
Maduro. 

Deane C. Davis, president, and Clyde 

R. Welman, CLU, agency vice president, 
addressed the conference. 
A Fellowship dinner capped the so- 
Clal activities. Greetings were extended 
by Mr. Davis, with a response by Bill 
W. Frederick, Atlanta, president of the 
1958 President’s Club. Ward Phelps, 
CLU, superintendent of agencies, was 
toastmaster. A company dance followed 
the dinner. 

In addition to President Frederick. 
other officers of the 1958 President’s 
Club are Noah S. Andrews, Chicago, 

tst vice president; Howard K. Holla- 
fay, Atlanta, second vice president; and 
Villiam C. Hartman, Jr., Atlanta, sec- 
Tetary, 
_ Speakers at the second day’s session 
inluded Acheson E. Lucey, director of 


sales promotion, and Emilio S. Iglesias 
of National’s Vermont State agency 
Morton A. Laird, vice president and 
actuary, and Norman L. Campbell, asso- 
ciate actuary. 


Swallow, Bangor. 

Presiding officers at the various busi- 
ness sessions were Messrs. Phelps, Keve 
and Karl Gumm, vice president of Na- 
tional’s western division. 


spoke on “How You Can Help Your 
Husband”; Mrs. Betty Maurer, Harris- 
burg, Pa. Agency, on “Ice Cream to 
Life Insurance’; Mrs. Joanne Fuchs, 
Buffalo, N. Y., Agency on “Impressions 


Speakers at the third day’s session A special session for the ladies fea- of a Newcomer”; and Mrs. Gen Whit- 
included Walter B. Brynn, assistant tured talks by four wives of field force mer, Bloomington, Ill, Agency on “Our 
superintendent of. agencies; Ward members and by two home office offi- 25 Years with the National.” 

Phelps; E. Price Ripley, CLU, Roanoke, cials, Assistant Superintendent of Agen- The conference ended on an excep- 


whose topic was “25 Years with Na- 
tional Life’; and four of National Life’s 
million-dollar producers—Joe Fallon, 
Dallas; J. Kirk Frazier, Atlanta; Ed- 


win A. Hoyum, Chicago; and Lewis E. Mrs. 


cies Kirtland Keve and Cyrus W. Ham- 
lin, assistant director of training. 
F. Morgan, editor of National Messen- 
ger, National’s field publication, presided. 
3etty Goss, Kansas City Agency, 


tionally sweet note with the serving of 
traditional Vermont maple syrup 
breakfast and a “good-bye until Nassau.” 
The resort center in the Bahamas will 
be the site of the 1959 conference. 


Irene a 











Hospital —Medical—Surgical 


Provides insurance for you and your 
family against hospital bills, medical- 
surgical fees, emefgency accident care, 
polio, and other miscellaneous expenses. 


The family plan includes maternity benefit 
after the policy has been in force 9 or more 
months. There are no age limitations, no 
termination age, no waiting periods. Bene- 
fits payable in addition to other insurance. 





How Combined’s Wholesale Group Plan Protects You 











Special Disability Income 


Combined’s Disability Income Protection 
has been designed to help pay your every- 
day living costs when y as 

because of accident or 












This flexible plan can | 
individual needs for c 
job, off the job, or both. 
also payable in addition to 
ance. There is no confinemé 














A:H coverage that sells and renews! 


Looking for a profitable A&H package? 


Here’s one with unlimited sales possibilities . . . 
that you can sell in your between-appointment 
hours .. . coverage so valuable to the insured 
your renewal commissions are almost automatic! 


Combined’s Wholesale Group Plan fills two 
provides small-business 
employees with hospital-medical-surgical coverage 
and disability income protection. The prospect 


important needs; 


COMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 





Hearthstone Insurance Company of M husetts, Bost 
First National Casualty Company, Wisconsin 


can buy both — or either one. Employer contribution 
is optional. 


Practically all small businesses in your community 
are prospects for this low-cost Plan .. . designed by 
and backed by Combined — second largest exclusive 
accident and health company in the world. 


If you’re a general agent interested in high earn- 


ings in the A&H field, find out what Combined’s 
remarkable Wholesale Group Plan can do for you. 


l 
Combined Insurance Co. of America, Dept. 7% 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 


Name 





Address 








City State 
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Manhattan Life Passes Mark Of 
$1,100,000,090 Insurance In Force 


Company Field Convention at Miami Beach Told of New 
Contracts Adopted Which Widen Family Coverage; 
Company Formed 108 Years Ago 


A new Family Member Insurance 
Rider and a new Level Term Rider 
were announced by The Manhattan 


Life at the company’s 108th anniversary 
year agency conference at the Roney- 
Plaza Hotel, Miami Beach, April 28-May 
2 It was the first such meeting held 


since the company passed the billion 
in force mark last October, and the 
conference members were told by Presi- 
dent Thomas E. Lovejoy, Jr. that the 
in-force total was now well over $1,100,- 


000,000. 

Chairman }. P. Fordyce traced some 
of the developments in the company’s 
reaching and passing the billion dollar 
mark in insurance in force. In the past 
four years it doubled its insurance in 
force. He said the company had been 
a pioneer in many contracts over the 
decades. It wrote the first Group policy 
which was on a clipper ship covering 
the officers and crew. It was first to go 
to the New York State Insurance De- 
partment to get approval for a form 
of family insurance. 

Honorable Raymond Harris, Deputy 
Superintendent and Counsel, New York 
State Insurance Department, was the 
principal guest speaker. ; 

With Frederick W. Lohm, director 
of agencies, serving as chairman, the 
first of three morning educational meet- 
ings was held on April 29. Mr. 
Fordyce: congratulated the field force on 
the part they have played in the steady 
growth of The Manhattan Life. 


New Contracts 


Elder A. Porter, vice president and 
chief actuary, discussed the new Family 
Member Insurance Rider and the new 
Level Term Rider. The Family Member 
Rider can be attached to any permanent 
plan of insurance offered by The Man- 
hattan Life. It has unusually broad 
applications, offering the following com- 
binations of family protection: 

1. Children may be insured by a rider 
attached to their father’s policy. 

2. Mother and children may be cov- 
ered in conjunction with the father’s 
policy. 

3. Children may be protected by a 
rider attached to their mother’s policy. 

4. A wife may be insured by a rider 
attached to her husband’s policy. 

Any family member insured under 
the Family Member Rider may convert 
his or her insurance to a permanent 
plan, and under’ some circumstances, a 
child’s insurance may be converted for 


an amount not exceeding five times 
the amount insured under the rider. 
A wife may be insured under the 


rider in amounts up to $50,000, or one 
half the amount of her husband’s basic 
policy, whichever is less. 

If the basic policy, to which the 
Family Member Insurance is attached, 
includes a provision for waiver of pre- 
mium in event of the insured’s total and 
permanent disability prior to age 60, all 
premiums will be waived on the Family 
Member Insurance during the continu- 
ance of the insured’s disability as defined 
in the basic policy. : 

The Family Member Rider participates 
in dividends. 


Level Term Rider 


The new Manhattan Life Level Term 
Rider provides an economical means to 
double or triple the benefits from a 


Manhattan Life policy, other than a term 
plan. For every $1,000 of the basic 
policy, there can be added up to $2,000 
of insurance protection, for total pro- 
tection of $3,000. The Level Term 
Rider, which is participating, is avail- 
able in five versions. Four are issued 
from ages 20 to 64 inclusive, with the 
fifth issued from ages 20 to 59 in- 
clusive. 


Panel Speakers 


A number of panels were held. Moder- 
ator of the first was George A. O’Dowd, 
superintendent of agencies, North Cen- 
tral division. The panelists and their 
topics were William M. Taylor, general 
agent, Jacksonville, “Thoughts on Pros- 
pecting”; Royal L. Brown, Kelley-Baum 
Agency, Detroit, “The Mortgage Pro- 
tection Sale”; Stanton C. Seeba, general 
agent, San Francisco. “The Savings 
Plan” and Julian Barton, William J. 
Schloen Agency, Beverly Hills, “The 
Young Man’s Market.” 

“The Need for Life Insurance in 
Business” was covered by a panel moder- 
ated by Harry Levey, superintendent of 
agencies, Western division. Panel mem- 
bers and their topics included Alfred 
Schlesinger, Richard M. Grosten Agency, 
Los Angeles, “For the Sole Proprietor 
and Partnerships”; Jack W. Horan, 
general agent, Louisville, Ky., “Closely 
Held Corporation” and Adon N. Smith, 
Cole A. Miller, Jr. Agency, Charlotte, 
N. C, “Key Man and Deferred Com- 
pensation Plans.” 

John Murray, Manhattan Life vice 
president, moderated the final panel of 
the day, which discussed “Group In- 
surance.” The panelists were E. Donald 
Fuerst, general agent, Pittsburgh, 
“Group Prospects”; Ruth M. Kelley, 
general agent, Detroit, “Why Manhattan 
Group?” and Alex Rosen, Richard M. 
Grosten Agency, “Group Conversion as 
a Source of Business.” 

On May 1, Harry J. Nelson, superin- 
tendent of agencies, Mid-western divi- 
sion, was moderator of a panel on “Pro- 
gram Selling.” The participating panel- 
ists were Virgil A. Schwartz, CLU, 
general agent, Tacoma, who discussed 
the “Estate Tax Approach”; Walter H. 
Robbins, Joseph D. Robbins Agency, New 
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Left to Right: Claudius D. Duncan, a director, Manhattan Life; Elder A. Porter, 
chief actuary; Raymond Harris, Deputy Superintendent and 
Counsel, New York Insurance Department, and Thomas E. Lovejoy, Jr., president. 


vice president and 


Restraint On Competition 


Necessary, Says Deputy Superintendent Harris of N. YJ 
Department, in Interest of Public 


Functions of New York State Insur- 
ance Department were explained last 
week at Manhattan Life’s agency con- 
ference in Miami Beach by Raymond 
Harris, Deputy Superintendent. He told 
why it is necessary to have comprehen- 
sive restraints upon the insurance pro- 
tection of policyholders against disabil- 
ity and death. 


Competition Must Be Restrained 


To say that the insurance laws are 
destined to protect policyholders in it- 
self is not a sufficient answer, he said. 

“Why does not unrestricted competi- 
tion in this field serve the same desir- 





York City, whose topic was the “Simple 
Programming Approach” and Robert G. 
Leonard, Seattle agency, who spoke on 
the subject of “Time Control.” 
Anthony V. Rumolo, assistant superin- 
tendent of agencies, addressed the Con- 
ference on “Retirement Plans.” He was 
followed by Dr. L. Gordon La Pointe, 
vice president and medical director Man- 
hattan Life, who spoke on underwriting. 





Adon N. Smith, CLU, Charlotte, N. C., (second from left) next chairman of 
the Million Dollar Round Table, is welcomed to Manhattan Life’s agency conference 
in Miami Beach by Elder A. Porter, vice president and chief actuary. Looking on 
are Harry Levey, (left) superintendent of agencies, Western division, and Frederick 
W. Lohm, director of agencies. 
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able end that it does in trade generally?’ 
he asked. “The policyholder is treated : 
differently than the car buyer, for exam-§ (1) 
ple, because the insurance business if Pb 
recognized as affected with the publi ¢., 
interest. Exploring further into the | 
supervision of the business of insurance 
it would be well to point out that Con J° 
gress has recognized that there are limi-— ne 
tations upon the forces of frée anh R 
unlimited competition. Unlimited com: 
petition may germinate the seeds oi 
self-destruction. Competition may ten 
to make the strong stronger and_ the 
weak weaker, which undoubtedly hap} 
contributed to the building of big busi-f 
ness.” ; 

In order to preserve the competitive) 
system, the Congress has enacted the 
Federal Trade Commission Act. whicl 
declares unfair methods of competition 
and unfair or deceptive acts or practices 
in interstate or foreign commerce to bep Hi 
unlawful. That act does not enumerate) | 
the practices or methods which are def 'c¢ 
clared to be unfair, but rather, the Conf ™ 








gress left the concept flexible to be de- Pa 

fined with peculiarity by the myriaif 

of cases from the business field. De 
Continuing, Mr. Harris said: “Con- 





gress has also enacted the Robinson-Pat- 
man Act which makes it unlawful for 
any person to discriminate in price be 
tween different purchasers of commodi- 


ties of like grade and quality when th As 
effect may be substantially to lessef— ro 
competition or tend to create a monop- pr 
oly. That act was passed to deal witiR 0! 
the pressures exerted by chain storef— to 
which have grown rapidly in recen— ™¢ 
years, upon manufacturers and whole 42 
salers to discriminate in their favorfR °° 


price-wise in purchase of commodities 
which has the effect of making it diff 


cult, if not impossible, for the sma! 
merchant to compete.” i 
Always Under Public Review 3 
; th 
The regulation of the insurance bust- ba 


ness, which has been in the hands o a 
the states, antedates by many years the 
Federal regulatory laws. Probably no to 
branch of business is subject to more ag 
extensive supervision than is insurance, 31 
especially life insurance, nor is mor— 8&3. 
publicity to the affairs of any othe 20 
private enterprise than obtains in tht | 
insurance field, which, in itself, is *— be 
method of regulation that is accom to 
plished by the filing with the Insuranct 
Department and through reports of 

(Continued on Page 18) 
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ARTHUR L. BECK 


Arthur L. Beck, CLU, of Buffalo, 
N. Y., was elected president of National 
Life of Vermont’s General Agents As- 
sociation at its annual meeting at Colo- 


rado Springs, Colo. He succeeds Nor- 
man Smyth of Denver. H. F. Johnson, 


Chicago, was elected vice president and 
Philip F. Hodes, New York City, secre- 
tary. 

In addition to Messrs. Beck, Smyth, 
Johnson and Hodes, the Association’s 
new executive committee includes Joseph 
R. Blum, Omaha; Harold Smyth, Hart- 
ford; and Charles A. Elliott, CLU, Kan- 
sas City, Mo. 

The President’s Trophy for the best 
all-around agency went to the H. F. 
Johnson Agency of Chicago. Plaques for 
ranking in third and 
fourth places were presented, respec 
tively, to the Harold T. Dillon Agency, 
\tlanta; Fred S. Fern Agency, Newark, 
y. J.; and Harold Smyth Agency, 
Hartford. x 

In appreciation of eight years of serv- 
ice on the Association’s executive com- 
mittee, Norman Smyth received a silver 
Paul Revere bowl and his wife received 
red roses. National Life’s President 
Deane C. Davis made the presentations. 


agencies second, 


BMA Reports Income Rise 


Total income of the Business Men's 
Assurance in the first quarter of 1958 
rose 78% over a year ago, J. C. Higdon, 
president, announced. Premium income 
of $12,003,282 compared with $11,515,855 
for the same period a year ago; invest- 
ment income was $1,535,672, against $1,- 
428,157; and other income was $968,- 
959 against $519,027. 

Premium income, which showed a gain 
of 4.2% was influenced by the payment 
of annual refunds to reinsurance clients 
for favorable experience. During 1958, 
Mr. Higdon said, the refunds were paid 
in March rather than in April as was 
the case in 1957. Adjusted to the same 
basis as in 1957, premium income showed 
a gain of 8.2%. 

New paid for life insurance amounted 
to $82,915,407 against $84,840,404 a year 
ago, Total life insurance in force March 
31 was $1,373,662,851, up from $1,338,- 
833,646 at the start of the year and $1, 
214,283,844 a year ago. 

otal payments to policyowners and 
beneficiaries for the quarter amounted 
to $7,144,972, compared with $6,060,162 
i year ago. Total disbursements of $12,- 
015,089 compared with $10,850,378 a year 
go, 


Occidental Life Opens | 
New Agency in Alaska 


Occidental Life of California announces 
the opening of a new general agency 
in Fairbanks, Alaska and the appoint- 
ment of Arthur H. Hayr as general 
agent. Establishment of Occidental’s 
new general agency in Fairbanks is a 
part of the company’s continuous growth 
and expansion program. 


With over 20 years experience in the 


life insurance business, Mr. Hayr joins 
Occidental 
agent in Fairbanks for Dominion Life. 


after serving as general 


He began his insurance career at Van- 
1937 and 
Alaska 


in moved to 


the 


couver, B. C. 
Fairbanks for Insurance 
Agency in 1939, 

Active in insurance affairs, Mr. Hayr 
served as regional vice president of the 
Alaska Life Underwriters Association 
when it was chartered. Last year he 
received the National Quality Award 10 
Year Plaque. 


BROKERAGE MANAGER 

Everett B. Shearburn’ has been 
pointed a brokerage manager in the St. 
Louis agencies of General American 
Life. In his new position, Mr. Shearburn 
will be associated with Brokerage Super- 
visor Charles Sheddan; John Dugan, ac- 
cident and sickness supervisor; and 


Woodruff W. Walker, CLU, director of 
agencies, in assisting district managers 
and in directly developing brokerage 
businéss for the company. 

Mr. Shearburn, who attended the 
University of Kansas, is a graduate of 
Westminster College, Fulton, Mo. 


ap- 
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why we spell MONY without the “KE” 


“MONY,” our modern nickname, didn’t just hap- 


pen, it was created to meet a need. 


our corporate title had strong identity, because ours 
was the first mutual life insurance company in 
America to offer life insurance on the mutual prin- 


ciple to the general public. 


But as the first hundred years rolled by, 
many other mutual life insurance companies sprang 
up and our natural nickname, ‘‘Mutual Life,” 
began to lose its individuality. 


confusion with our policyholders 


Time was when 


This created 
and also with 


the public. Obviously, something had to be done. 

The more we studied our full corporate name, the 
more evident it became that the words “Mutual Of 
New York” seemed to set us apart most clearly. A 
little doodling with our initials led us to “MONY” 
...as in cold cash. 

MONY now provides us with a short and mem- 
orable brand name which is convenient for us, and 
for our more than one million policyholders as well. 
It also clearly describes our principal service... 
money for future delivery. 


Ne 
ZN 


Mura 0- New York 


The Mutual Life Insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 


FOR LIFE, ACCIDENT 


MONY TODAY MEANS MONEY TOMORROW! 


& SICKNESS, AND GROUP INSURANCE 





WEATHER STAR SIGNALS ON 
TOP OF OUR HOME OFFICE 


Orange. ...+.4. Cloudy 
Orange flashing . . Rain 
White flashing ...Snow 
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V. P. and Medical Director 





BISHOP 


DR. WILLIAM R. 


Dr. William EK. Bishop, medical direc- 
tor of Provident Life and Accident, was 
named vice president and medical direc- 
tor at the recent company board meet- 
Maclellan an- 


» 


ing, President R. L. 
nounced. 

Dr. Bishop joined Provident as medical 
director in 1951, A native of Virginia, 
he received his M.D. degree from the 
Medical College of Virginia in 1933. His 
medical background includes two tours 
of duty with the Army Medical Corps 
and private practice at Front Royal, Va., 
where he and two other physicians estab- 
lished the first hospital in that commun- 
ity. He formerly was associate medical 
director of Jefferson Standard Life. 

Dr. Bishop is a member of both the 
Chattanooga and Tennessee Medical 
Associations, the Tri-State Medical As- 
sociation, the Southern Medical Associa- 
tion, the Medical Section of the Amer- 
ican Life Convention, and currently is 
serving as a member of the accident and 
sickness committee of the Association 
of Medical Directors of America. 


Group Underwriting Head 


Walter E. Lehmann has been ap- 


pointed head of underwriting, Group 
pension department of Provident Mu- 
tual Life. A graduate of Williams 


College, Mr. Lehmann joined Provident 
Mutual after ten years experience as 
senior underwriter responsible for east- 


ern Group Pension underwriting for 
another large company. Mr. Lehmann 
was with the 86th Infantry Division 
during World War II and received the 
3ronze Star and Combat Infantry 
Badge for service in the European 
Theatre. He served as a _ recruiting 


officer during the Korean conflict. 





George T. Conklin 


(Continued from Page 4) 


individual company’s performance need 
not be limited by either the economy 
or the experience of the business in 
general. He cited as heartening evidence 
of this the fact that new business written 
by the Guardian field force in the past 
two months set all time high records by 
a substantial margin, even as the re- 
cession was reaching its lowest point. 

“All in all,” Mr. Conklin concluded, 
“while we must all share concern about 
a recession, we should not let it distort 
our perspective and give rise to unrea- 
soning fears. The future of this country 
is bright indeed and the life insurance 
industry will continue to be prominent 
in that future.” 


Interstate L. & A. Names 


Two Assistant Secretaries 


Two Interstate Life & Accident home 
office employes have been named assist- 
ant secretaries, announces H. Clay Evans 
Johnson, president. They are W. V. 
Milligan, manager of the underwriting 
Elizabeth Nicholas, 
manager of the claims department. 

Mr. Milligan joined Interstate Life in 
1935 as a supply clerk; was transferred 
to underwriting in 1941, and was made 
manager of that department in 1952, a 
position he currently holds. 

Miss Nicholas, Interstate Life’s first 
female officer has been with the company 
since 1926. After working in various 
clerical positions, Miss Nicholas was 
transferred to claims in 1929 where she 
soon was made a supervisor. In 1955 
she was promoted to manager of this 
department. 

President Johnson also announces that 
Interstate Life closed the year, 1957, 
with $453,535,491 of life insurance in 
force for a net gain of nearly $30 million. 
At the same time, accident, health and 
hospitalization income reached a new 
high of more than $8,300,000. 

Total income for 1957 amounted to 
$23,403,736. Of this, $20,660,075 repre- 
sents premium income; $2,211,147 invest- 
ment income; and the balance from net 
profits on the sale of stocks, bonds and 
miscellaneous items, 

Admitted assets now stand at $47,695,- 

. ° ’ ’ 
848 for a gain of $3,484,981. 


department, and 





James A MeLain 


(Continued from Page 3) 


whether the act of a solely owned corpo- 
ration in buying insurance on the life 
of the principal was acting in behalf of 
the principal or the corporation. 








RARE OPPORTUNITY 


Substantial life producer in New York City, special- 
izing in Pensions, Group, Business Insurance and Estate 
Planning, is willing to offer a partnership interest to a 
qualified producer age 40 or younger. This kind of an 
opportunity is seldom available! Write giving personal 
background, accomplishments and qualifications to Box 
2605, The Eastern Underwriter, 93 Nassau Street, New 
York 38, N. Y. All replies confidential. 








The Internal Revenue Commissioner 
contended that there was no difference 
between the act of the corporation or the 
act of the individual as the corporation 
was the conduit for payment of the 
premium. The Circuit Court of Appeals 
reversed the position and said that even 
though Casale owned 95% of the stock 
of the corporation he was a different 
entity from the corporation. The fact 
that the corporation paid the premium 
on this insurance, which insurance was 
to back up the deferred compensation 
contract, did not make the premium 
additional compensation to the insured. 


Pension and Other Employe Benefits 


At one of the sessions of the Presi- 
dent’s Club, Mr. Stock, opening speaker, 
reviewed several phases of pension and 
other employe benefit plans. Comparing 
insured and uninsured pension plans, he 
said, “Don’t confuse the employer with 
a lot of figures. The insured pension 
plan does cost more, just as one suit of 
clothes costs more than another. It 
costs more because if offers guarantees 
as to annual contributions and retire- 
ment benefits. Explain the difference 
simply, and you will find that most em- 
ployers are willing to pay more for the 
guarantees you can offer.” 

The balance of this session was de- 
voted to a seminar on business insurance 
and taxes, with Messrs. Stock and Top- 
ping, and Agency Director Cryer, lead- 
ing the discussion and answering ques- 
tions from the floor. 





Sun Life of Canada 


in 1957: $155,111,192 


ization: $3,295,955,574 


¢ Dividends to be paid 
1958: $34 million 





| / 


MILLION 
DOLLARS 


of life insurance during the past year, the largest amount 
ever sold by a Canadian life insurance company and a proud 
achievement for our entire field force. Sun Life insurance 
in force now stands at $734 billion. 


¢ Paid to Sun Life policyholders and beneficiaries 


* Total benefits paid to policyholders since organ- 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Coast to coast in North America 


representatives sold 


to policyholders during 

















We write Guaranteed Issue: 
FRATERNAL and ASSN. GROUPS 
Also Employer-Employe Groups of 
10 Lives or More at True Group 
Rates 


I. ARTHUR YANOFF 


202 W. 40th St., N. Y. C. 18 
LAckawanna 4-4469 





General Agent 
Eastern Life Insurance Co. of New York 
HOME OFFICE: New York, N. Y. 

















John L. Cameron 


(Continued from Page 3) 


conditions, but life insurance is a way 
of life and not just a financial mechan- 


ism, the service of the qualified life 
insurance salesman must remain dom- 
inant.” 


Group Insurance 

Commenting on Group insurance, Mr, 
Cameron said: 

“Presently our group department's 
project is development of a Group 
major medical policy along the lines of 
our individual major medical. You all 
know there is pretty much of a turmoil 
in the rate structure for all kinds of 
Group hospital and medical expense 
coverage. Some of the Blue Cross plans 
are cutting into their surplus to an 
extent which seriously concerns them, 
and substantial rate increases are be- 
coming the rule both in Blue Cross and 
company Group plans. In this atmos- 
phere we have to be very careful to get 
a rate structure which is both competi- 
tive and sound in bringing out a Group 
plan for major medical to he offered 
by the Guardian. However, I am told 
Mr. Wilcox hopes in a matter of a few 
months to be able to announce a plan. 

“In the meantime, we welcome Group 
business. Even where local service off- 
cers have not been established, we have 
been able to handle a very respectable 
volume of new business serviced directly 
from the home office.” 

Stabilizers of the Economy 

Last year we were being told there 

might be some slight slide in business 


but it couldn’t be serious because of 
certain built-in stabilizers in our eco- 
nomy. What were they? Don’t they 
still exist? 


“Here were some that were mentioned 
(1) unemployment insurance, (2) a huge 
defense program, (3) a huge backlog ol 
public works, (4) a flexible monetary 
policy. Every one of these factors which 
were pointed to as stabilizers is working 
now on the up-side. None of them works 
dramatically. They do take some time 
But perhaps the economists were right 
then and shouldn’t give up too soon 
now. Perhaps the up-turn is not as fat 
off as some are beginning to think. Even 
if general business doesn’t show an up- 
turn until the end of the year, there 1s 
no reason why the life insurance business 
should not move forward. Even if life 
insurance should not advance as rapidly 
as it has been, there is no reason we 1! 
the Guardian should not go forward to 
another outstanding year. And _ finally, 
regardless of when the up-turn comes, 
there is no reason whatsoever why you, 
as an individual and a part of the 
Guardian organization, shouldn’t have # 
fine, prosperous, and satisfying 1958 1! 
you personally spend the necessary 
effort.” 
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Allan Wallis, 84, Dies; 
Noted General Agent 


ACTIVE ALMOST TO THE END 
Represented Equitable of Iowa; Father 
£ General Agent M. Roos Wallis; 
Left 10 Children 
Allan D. Wallis, 84, for many years 
Philadelphia general agent, Equitable 
Life of Iowa, died last week while in a 
coma at Pennsylvania Hospital which 
he entered April 17. His son, M. Roos 
Wallis, was co-general agent of the 
company in that city. His brother, Fred- 
erick A. Wallis, for a long period gen- 
eral agent of the company in New York 
City, was a former Deputy Police Com- 
missioner and also Commissioner of Im- 

migration. 
Came to Philadelphia in 1902 

Born in Hopkinsville, Ky., Allan Wal- 
lis was persuaded by his brother to enter 
life insurance. He came to Philadelphia 
in 1902 as an agency manager of New 
York Life after having been with that 
company a brief period in Baltimore. In 
1915 he went with Equitable Life of Iowa 
as general agent in Philadelphia. In 1936 
Allan and his son, M. Roos, formed a gen- 
eral agency partnership known. as Wallis 
& Son which they dissolved in February, 
1956, so that each could go back to per- 
sonal business. However, they retained 
their general agency titles and contracts. 
Although the oldest life insurance man 
in the Philadelphia area in age and 
length of service, Allan remained active 
until his last illness sent him to the hos- 
pital. 

During the career of Allan Wallis he 
contributed much to the life insurance 
area. He was one of the founders of 
Philadelphia Life Trust Council and an 
officer and director of the Philadelphia 
Life Underwriters Association on many 
occasions, several times refusing the 
office of president. Mr. Wallis was par- 
ticularly active in agents’ affairs, 
serving as chairman of the Law and 
County committee of the association at 
a time when many abuses were prev- 
alent. His work in this area was a con- 
siderable contribution in stamping out 
many improper practices and in recent 
years there has been little difficulty in 
this phase of underwriting in his city. 

Prominent Churchman 

Mr, Wallis was a member of Union 
League Club, Kiwanis, American Sunday 
School Union and was extremely active 
in his church—First Presbyterian of 
Germantown, a suburb of Philadelphia. 

In addition to his widow, Leona S. 
Wallis, Allan is survived by 10 children 
and 25 grandchildren. Of the four boys 
of the family three are doctors. The 
youngest brother is a medical missionary 
with Presbyterian Church in Guatemala. 
M. Roos is the only one in the insurance 
business. 

Funeral services were on May 7 and 
mourners were requested to omit flowers 
but instead, if so inclined, they were 
asked to send a memorial donation to the 
Men’s Bible Class of his church. 


N.Y. C. Ass’n Meets May 15 


The next educational meeting of the 
Life Underwriters Association of the 
City of New York will be held May 15 
a. 2:30 p.m. in the Hotel Astor, accord- 
ing to an announcement by Charles N. 
larton, CLU, Union Central Life, edu- 
citional vice president. The meeting 
vill be co-sponsored by the association 
aid the New York CLU Chapter and 
will be under the chairmanship of Ralph 
Fensterwald, CLU, Continental Ameri- 
Can, 

The program will feature three speak- 
ers who will present a “Commentary on 
Client Communication.” Speakers will 
be Hubert E. Davis, retired vice presi- 
dent,_C,. B; Knight Agency, Union Cen- 
tral; Mildred F, Stone, CLU, staff as- 
sist ant to the president, Mutual Benefit 
Life; and John L. Lobingier, Jr., director 
0! public relations, Life Insurance 
Agency Management Association. 

The committee on nominations and 
elections will present the 1958-1959 slate 
of officer and board of director nominees, 






































































New Equitable Managers district manager, has been promoted to John C. Weghorn Agency 


manager of the Fargo, N. D., agency. 
New agency managers have been He succeeds Milton F. Weber. Expands Life Department 


named by Equitable Life Assurance So- Agency Manager Weber has been Expansion and realignment of its life 
pone at Minneapolis, ot. vier rt advanced from Fargo to St. Paul to re- insurance department is announced by 
N. D. The moves, which were effective place Clifford W. Streeter who is re- John C. Weghorn Agency, Inc., New 


May 1, involve five men: _ tiring. York. The Weghorn: life. department, 

Raymond B. Dolan, Chicago unit Mr. Streeter’s retirement as head of which represents Canada Life, is headed 
manager, has been promoted to manager Equitable’s St. Paul agency culminates py Richard J. Weghorn, son of the 
of one of The Equitable’s two Minne- ay insurance career of more than a half agency head. New additions are Brett 


apolis err succeeding Edward Hi. century. A native Iowan, he resigned as_ Ellicott, appointed director of research 

Keating who is remaining with the So- cashier of the State Bank of Austin, and analysis; Philmore M. Schiff, made 

ciety there as a general agent. Minn., to become a representative there brokerage supervisor; and Ada W. 
William P. Walsh, Madison, Wis. for the Society in 1923, deZayas, new administrative assistant. 





A New Arrival! 


“LEVEL”? DEATH BENEFIT FOR SPLIT-DOLLAR AND LOAN PLANS 


For your clients who want — and need — a constant amount of 
coverage regardless of premium loans, we are pleased to announce our 


~MAXIMUM EQUITY PROTECTOR 


WITH LEVEL DEATH BENEFIT 





© $25,000 minimum, whole life plan @ Death benefit equals face amount plus cash 
value to age 65* @ Reduced premium after age 65* @ 3-year “rate down” 
for females} @ First year dividend (contingent) @ Issued ages 16-70 
(males and females) Standard and substandard 


*Or 10th anniversary, if later. Subsequent death +State laws prohibit rate-down for females in Md., 
benefit is face amount. Mo., Ore., Texas and Dist. of Col. 


ILLUSTRATION — $100,000 M.E. P. 


AGE 50 (Male) 


Premium to age 65: $4,736 Thereafter: $4,179 
First year dividend — $492* 


YEAR NET PREMIUM* CASH VALUE DEATH BENEFIT 
1 $4,736 $ 3,200 * $103,200 
5 4,030 15,400 115,400 
10 3,690 29,000 129,000 








AGE 40 (Male) 


Premium to age 65: $3,405 Thereafter: $2,860 
First year dividend — $218* 


YEAR NET PREMIUM* CASH VALUE DEATH BENEFIT 


1 $3,405 $ 2,500 $102,500 
5 2,975 12,600 112,600 
10 2,642 25,000 125,000 


*Dividends are not guaranteed — 1957 schedule quoted. 


PHOENIX MUTUAL “cesses coo. 


PROMPT SERVICE ON YOUR NEXT BROKERAGE OR SURPLUS CASE 
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Life Insurance, Benefits, 
Described in New Book 


PUBLISHED BY HOME LIFE, N. Y. 








“Life Insurance Property—the Hallmark 
of Personal Progress”; Author Is 
Merryle Stanley Rukeyser 





A new view of the life insurance 
business is contained in a book published 
by Home Life of New York. “Life In- 
surance Property—the Hallmark of Per- 
sonal Progress,” author of which is 
Merryle Stanley Rukeyser, financial 
columnist, was introduced at a press 
conference last week by William P. 
Worthington, president of Home Life, 
who outlined the company’s objectives 
in releasing the book to the industry 
and the insurance public. 


Prestige Builder 


“Life Insurance Property—the Hall- 
mark of Personal Progress” will serve 
as an excellent public relations tool and 
prestige builder for the life insurance 
business and as a selling aid for Home 
Life’s field forces. 

The book describes life insurance and 
the benefits to be derived from it in new, 
imaginative terms. Life insurance is es- 
tate property in modern form, states Mr. 
Rukeyser, offering the owner not only a 
sound financial return but also unmeas- 
urable psychical income. It provides the 
owner with the assurance of needed 
time, a reserve against human obsoles- 
cence and a mathematical equivalent of 
immortality. “Also,” says Mr. Rukeyser, 
“life insurance has many of the attri- 


butes of tangible property; it shares 
many of the advantages of property 


ownership—plus predictable ultimate val- 
ues.” In Mr. Rukeyser’s view, ownership 
of adequate life insurance marks a man 
as a mature, sophisticated and provident 
investor. 

“A test of maturity,” the author states, 
“is willingness to exercise self-restraint 
now in order to avoid pauperizing your- 
self and your loved ones in later years. 
The ‘spend all,’ ‘save nothing,’ addicts 
are on a financial merry-go-round, which 
ends in economic self-destruction. For 
human beings, like inanimate machines 
and structures, in due course wear out. 
Likewise, the human producer, whether 
an actor, a lecturer, a writer, a teacher, 
a salesman, an artisan, a farmer, or an 
executive, also suffers obsolescence. Ac- 
cordingly, no person is doing accurate 
personal cost accounting who fails to set 
aside reserves against such normal ex- 
pectancies. If an individual retains noth- 
ing for savings after paying his year’s 
bills, he has suffered a capital loss— 
real, though invisible—in the form of 
gradually wearing out and passing his 
prime. Proper accounting would include 
a financial reserve to take care of him 
and his dependents when and if he out- 
lives his peak in respect to his earning 
power. Provision to take care of this 
hazard is indeed a mark of prudence. 

“Of all the prestige items on the scene 
of contemporary better living, none per- 
haps is so uniquely deserving of this de- 
scription as a mere piece of paper on 
which a life insurance contract is writ- 
ten. For this is indeed a testament to 
the fine instinct, the foresight and the 
living affection of one human being to- 
wards others. 

“The life insurance contract,’ Mr. 
Rukeyser states, “is a major tool for the 
practical person’s adjustment to reality. 
Instead of fretting over the ways of 
nature and man, the prudent individual 
builds a bridge—through the insurance 
contract—from the present to the some- 
what unpredictable future.” 


Company Objectives 


In publishing the book, Home Life 
has these main objectives: 

1. To help clients understand the values 
and satisfactions to be derived from life 
insurance. 2. To educate the public as to 
the intrinsic property values of life in- 
curance. 3. To counter life insurance’s 
ost important source of competition— 
high-priced, durable consumer goods— 


R. M. Leonard Named 


Robert M. Leonard has joined First 
Colony Life to head a new agency in 
Arlington, Va. This announcement was 
made by Meade McMillen, CLU, vice 
president and director of agencies from 
the company’s home office in Lynchburg, 
Va. Mr. Leonard entered the insurance 
business as an agent in 1948, qualifying 
for his company’s convention in the first 
six months. 

During his next eight years in the 
insurance business he was employed by 
Reliance Life in Newport News, and 
Union Life, Richmond, Va. In his asso- 
ciation with the two companies through- 
out this period he held positions of 
agent, staff manager, home office field 
training supervisor and agency manager. 
Mr. Leonard completed the LIAMA 
School in agency management. While 
agency manager in Arlington his agency 
was the leading agency in the entire 
company. 





by pointing up the property values of 
life insurance, the prestige and wisdom 
of life inusurance ownership. The book 
itself is an impressive, tangible symbol 
of life insurance. 














Announcing — 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 








$185 Million in Force in Less Than 5 Years 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 





McCarthy to Head Pru’s 
N. W. Pennsylvania District 


Paul B. Palmer, Prudential vice presi- 
dent in charge of the district agencies 
department, announces the appointment 
of George G. McCarthy, CLU, as direc- 
tor of these agencies in Northwest 
Pennsylvania, with exception of Pitts- 
burgh. 

Following his graduation from Uni- 
versity of Texas in 1935 he became a 
district agent in Detroit. Three years 
later he was transferred to home office 
agency research. After experience in 
the Navy where he became a lieutenant 
he was made a regional supervisor in 
Detroit. After a term as a district 
manager in Kingston, N. Y., he returned 
to the home office with supervision over 
all field clerical employes. His two 
children are Nancy, 15, and George, Jr., 


















































































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
| Policy | Benefit |Insurance} Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 8,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 



































umbia — 


ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; " Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up. to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 

Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
io — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fla. 
JAMES G. RANNI, PRESIDENT 
















g) Guaranteed Reduced Premium 









O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











J. B. NETTLEFIELD DIES 


Supt. of Reinsurance for Great-West 
Life Had Active Part in U. S. 
Operations 
The sudden death occurred April 23 
at the Winnipeg General Hospital of 
J. B. Nettlefield, 54, superintendent of 

reinsurance of The Great-West Life. 
A native of Toronto, Mr. Nettlefield 
was educated at Toronto schools and at- 





J. B. NETTLEFIELD 


He en- 
tered the life insurance business in 1935 
as an agent for Great-West in that city. 
He subsequently served as branch super- 
visor and branch manager in Toronto 
until 1940 when he joined the Canadian 
Army. At the conclusion of World War 
Il, he resigned with the rank of major 
and became manager of Great-West 
Life’s Montreal Central Branch. A short 
time later, he moved to Winnipeg as 
an assistant superintendent of agencies. 
He was promoted to superintendent of 
agencies in 1950 in which position he 
contributed, in particular, to the expan- 
sion and development of the company’s 
U. S. operations. He was named super- 
intendent of reinsurance last year. 

Mr. Nettlefield is survived by his 
widow, Amy, his daughter, Mrs. James 
B. Craig, and son, Peter, both of To 
ronto. 


tended University of Toronto, 


Raymond Herrman Promoted 


Raymond M. Herrman has been pro- 
moted to assistant manager, industrial 
securities, in the securities investment 
department of Equitable Society. Prior 
to his promotion, Mr. Herrman had been 
senior investment analyst in the securi- 
ties investment department. Before that, 
he had been staff assistant to the presi 
dent and assistant to the senior vice 
president, investments, of the Society. 

Mr. Herrman joined The Equitable in 
1927, and before being assigned to the 
securities investment department in 1948 
served in the controller’s, policy issue 
and service and actuarial departments. 
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ADDRESSES COMPANY MEETING 





Albert Greenhouse Featured on Program 
of National Associates; MDRT 
Life Member 


\lbert Greenhouse, brokerage man- 
ager of the Lee Nashem Agency of 
Mutual Benefit Life, New York, was 


featured on the program at the recent 
Miami Beach meeting of the National 
Associates, which consists of the leading 
25 Mutual i 
country. 


Benefit producers in the 
Taking for his topic “How | 


Blackstone Studivs 
ALBERT GREENHOUSE 


Have Profited by Being a Member of the 
National Associates,” Mr. Greenhouse 
told how he has personally gained 
through membership in this select group. 
He paid tribute to the individuals who 
“were far-sighted enough to form this 
group physically,’ because he feels that 
the National Associates represent the 
nucleus of the power and drive behind 
Mutual Benefit and that they epitomize 
that which the company stands for. 
Mr, Greenhouse, who started as an 
agent in June, 1950, has had an impres- 
sive production record. He paid for an 
average of about $500,000 per year in his 
first three years. In January, 1954, he 
was appointed brokerage manager of the 
Nashem Agency and each succeeding 
year has achieved million dollar produc- 
tion status. He is a life member of the 
Million Dollar Round Table, having 
qualified for five years. He has also 
been continuously a member of the Pres- 
ident’s Club and National Associates. 
As brokerage manager he has acquired 
a large volume of quality business work- 
ing with general brokers and has trained 
and developed two Million Dollar Round 
Table producers: one in his first year, 
Ralph Branca, former pitcher for the 
Brooklyn Dodgers; and Fred Haas, who 
became a million dollar writer in his 
second year. Also a member of Mr. 
Greenhouse’s unit is “Fuzzy” Levane, 
head coach of the New York Knicker- 
bockers professional basketball team. 
Mr. Greenhouse, a Certified Public 
Accountant, is regarded as a top tech- 
nician in the life business, and deals 
mostly with leading executives, special- 
zing in corporate and key man life 
insurance as well as estate planning. 





GENERAL AMERICAN LEADERS 
General American Life has announced 
Names of its top ten producers of paid 
life volume for March. The ten, in 
order of their qualification, are: Joseph 
S. Graves, St. Louis; John H. Kiernan, 
t, Kansas City; Leroy E. Lohman, 
Davenport, Ia.; Alfred W. Schuster, El 
Paso; William D. Graham, St. Louis; 
John Binford White, Osceola, Ark.; F. 
Austin Colony, Des Moines; Harold 
Gersten, Honolulu; Harry De. Ybar- 
ieee Houston; and Robert G. McClain, 
aco, 


General American Life 
Persistency Bonuses Paid 


General American Life recently dis- 
tributed the largest amount of “persis- 
tency bonuses” in the company’s history. 
A total of $102,744 was paid 356 agents, 
60 more winners of persistency bonuses 
than a year ago. Persistency bonuses 
are one of the extra incentives for 
quality production offered General 
American Life agents through the com- 


pany’s lifetime security franchise con- 
tract. 

The average for all persistency bonus 
checks for 1957 was $288.61, and 14 
agents earned more than $1,000 each. 
The highest individual bonus was $3,332 
awarded Harry J. Pells, the company’s 
Denver general agent. Next was Leo 
R. Shuster, Jr., district manager in El 
Paso, Tex., with $3,176. 

General American Life has paid out 
$862,694 in persistency bonuses since the 
company instituted the system. 


Dr. N. C. Kiefer’s Warning 
Dr. Norvin C. Kiefer, chief medical 
director, Equitable Society, as president 
of Greater New York Safety Council 
has warned on the danger of blasting 
caps used in increased roadbuilding and 
construction jobs during summer 
months. Dr. Kiefer issued a reminder 
that over 100 children were killed or 
maimed last year by blasting caps they 
picked up near construction sites. 





Helping 

















the salesmen sell the Family Plan... 


Stepping out to help its agents and brokers sell the Family Plan, Connecticut Mutual 
has a complete Family Plan Sales Kit. Here’s what it includes: 


1. Handy Slide-Guide tells benefits and 
rates; pull the slide so Dad’s age shows 


through the window, and there’s all the 


data. 


2. A letter service to get leads from pros- 
pects. Written to a pattern that produces 


results. 


3. A folder to use before, during or after 


interviews that tells the Family Plan 
story attractively, interestingly. 


4. A visual brief to show a prospect exactly 


what he gets for how much. 


5. A manual of sales ideas telling the details 


of the Connecticut Mutual’s Family Plan 


and exactly how to present it. 


Larger Amounts at Lower Unit Cost 


The basic unit of Connecticut Mutual’s Family 
Plan is $5,000 on Dad with proportionately 
lesser amounts of insurance for Mother and 
the youngsters—the policy guarantees to in- 


sure children yet to come at no increase in 
premiums. In Connecticut Mutual, 1, 1%, 2, 
2% or 3 units ($15,000) may be bought. When 
2 or more units are bought, each unit costs less! 


'fm:. The (Connecticut Nutual 


LIFE INSURANCE COMPANY : HARTFORD 














~ Statement By Mr, Shanks 


(Continued from Page 6) 


based on the participant’s share of the 


attained value of these investments. 
Mr. Shanks told the committee that 
detailed studies by Prudential econ- 


“using a 15-year ac- 
15-year retire- 


omists show that 
cumulation period and a 
ment period, there has not been a sin- 
gle instance during the past 77 years 
when the annuitant would have failed to 
secure a total retirement bene- 
fit under a common stock annuity” than 
under the traditional type of annuity. 

“If we are not to perpetuate the eco- 
nomic plight affecting so many of our 
presently retired people, then we must 
plan now to protect ourselves against the 
possibility of further inflation and to 
participate in the probability of future 
economic growth,” Mr. Shanks said. He 
held that it is up to the life insurance 
industry to modernize its service in the 
annuity field. 

“We have not claimed,” he said, “that 
the variable annuity is a panacea. We 
are convinced, however, that it is the 
best approach to this objective yet de- 
vised.” Variable annuities are already 
being sold in several states, under the 
supervision of state insurance depart- 
ments. 


Need for Investment Funds 


“It is interesting to note that our 
economists, using accepted actuarial 
techniques, find that the number of po- 
tential individual annuitants assumed by 
Professor Flink would accumulate less 
than one-half the funds he projects for 
that group,” said Mr. Shanks. “Our es- 
timate, covering both individual and 
group variable annuities, indicates that, 
with the gradual buil ding up of the busi- 
ness over the next 20 years, there would 
result an average annual demand for 
equities of less than $2.5 billion, even 
on the very optimistic assumption that 
the potential of each market will be fully 
Tee lized. 

“Comparing this figure of $2.5 billion 
with the expected volume of newly is- 
sued equity capital, we conclude that the 
real concern of society today must be 
directed toward finding additional 
sources of investment funds to fill the 
nation’s equity needs, if we are to enjoy 
the kind of economic growth we have 
known in the past. 

“Our printed statement (which we 
have made available for distribution) 
covers a great many of the specific ques- 
tions raised by Professor Flink which I 
will not have time to discuss here. 

“As we have said, only life insurance 
companies can guarantee life contingen- 
cies—that is, undertake to see that pay- 
ments will continue during the full life- 
time of the participant regardless of 
how long he might live. The New Jersey 
statutes make it clear that the issuance 
of annuities involving life contingencies 
is an insurance business and can be 
done only by a life insurance company. 

“For this reason, in addition to all 
the provisions and safeguards which ap- 
pear in the variable annuity legisla- 
tion, the issuance of variable annuity 
contracts anywhere by a company of 
this State would be subject to the gen- 
eral insurance law, including the in- 
vestment provisions which already speci- 
fy, for example, the maximum percentage 
(5%) of the common stock of any one 
corporation which an insurance company 
can hold. 

“We believe the provisions of A. 330, 
331 and 332, when considered together 
with applicable provisions of existing 
law, create a framework of regulatory 
power broad enough and comprehensive 
enough to assure maximum protection 
of the public. 

“However, because we understand that 
suggestions have been made by some to 
incorporate in the law, as additional 
safeguards, several things we have al- 


higher 

















Statement By Mr. ieker 


(Continued from Page 6) 


would be quick to grasp the idea that 
inflation may well continue and to act 
accordingly. Accepting such an idea 
could readily bring chaos to our econ- 
omy as has happened spectacularly in 
other countries. I doubt if there is a 
person in this room who would advocate 
inflation as a way of life. Yet the 
greatest sales argument for the proposal 
before you is based on this thesis. I say 
to you with all the sincerity at my com- 
mand that encouragement of inflation, 
in any form, is the greatest disservice 
that could be done to the working peo- 
ple of our country. 

“Attempts through variable annuities 
to compensate for changes in the cost 
of living by investments in common 
stock would prove highly unsatisfactory. 
Theoretically, some of the arguments 
put forth by on of variable an- 
nuities may seem plausible and long- 
range charts especially convincing. How- 
ever, we are not dealing solely with 
theories and long-range trends. We are 
concerned with people and ‘thow they are 
going to make out during periods of re- 
tirement which average only about 15 
years. The aged person cannot adjust 
his mode of living to the highly volatile 
course of common stock investments.” 

Mr. Ecker also cited Dr. Flink’s mem- 
orandum in raising the question where 
the insurance companies would get the 
equities needed for the large investment 
of VAC funds. He also touched on the 
matter of concentration of economic 
power should the insurance companies 
become large holders of common stocks. 

On the regulation of variable annu- 
ity business, Mr. Ecker said: “The pro- 
posed legislation sets up practically no 
standards by which to judge the con- 
duct of the business. It is doubtful if 
any Insurance Department is prepared 
or equipped to regulate this kind of 
business.” 

Mr. Ecker finally said there is real 
danger that the public will not under- 
stand the fundamental nature of the 
variable annuity and there will result 
a loss of confidence in life insurance. 





ways contemplated doing in our opera- 
tion, and which we have pointed out in 
our statement, we want to make it clear 
that we welcome this committee’s con- 
sideration of anything which it, or the 
Legislature, believes would strengthen 
the regulatory provisions of the bills. 

“The insurance industry thas thrived 
and has served the public well under 
regulation by the states. We are con- 
fident that this legislation will give them 
all the authority they need to do an 

effective and complete job of regulation. 
We are strictly regulated now and we 
would be strictly regulated with regard 
to variable annunities. 

“We are convinced that this is a good 
program—good for the life companies, 
good for their agents, and most impor- 
tant of all, good for the public.” 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





General Agent in Detroit 


SULLIVAN 


THOMAS B. 


Thomas B. Sullivan has been appointed 


general agent in Detroit for Lincoln 
National Life succeeding George E. 
Griscom, CLU, who is retiring from 


general agency responsibilities to con- 
centrate on estate planning as a member 
of the agency. It will be known as the 
Sullivan Agency. Until June 1, it will 
remain at its present location, 2224 
Guardian Building. After that date the 
agency will move to new quarters at 
18441 James Cousins Road. 

A veteran of eight years experience 
in the life insurance field, Mr. Sullivan 
is a graduate of Argubright College, 
Battle Creek, where he majored in busi- 
ness administration. Following gradua- 
tion, he served as registrar of the 
college before becoming a life insurance 
agent. As an agent, he established an 
outstanding personal sales record. Later 
he moved to Detroit as division manager. 
He has completed the industry-wide 
Life Underwriter Training Council 
course. He is a member of the Detroit 
Life Underwriters Association and Gen- 
eral Agents and Managers Association. 
































MORGAN O. DOOLITTLE, 
President 





INCREASE YOUR MARKET 


JOIN EMPIRE'S FAMILY OF GENERAL AGENTS 


STREAMLINED LIFE PORTFOLIO! 

1. Lower Premiums for larger policies, Family coverage, 
Mortgage coverage, Term and Term riders, Juvenile 
and Retirement Income! 


2 GROUP COVERAGES! 
é Large or small, Life, Hospital or A. & H. 


HOSPITAL, ACCIDENT and HEALTH! 
3. Commercial, Guaranteed Renewable to age 65, Senior 
Age Hospital to age 80. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 

















A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 


11 West 42nd St., New York 36 
Telephone: Wisconsin 7-8266 


May 9, 1958 











N. Y. State Ass’n Meets 
In Rochester on May 16 


After 
for jicenses, 
ness ready for 
step licensing ? 
adult education for 
Group insurance — 
American Legion Group ? 

These questions are on the 
agenda for the Spring delegates meeting 
of the New York State Association of 


20 years of written examinations 
is the life insurance busi- 
another step forward— 
What can be done in 
Term insurance— 
social insurance — 


business 


Life Underwriters, to be held all day, 
May 16, starting at 9:30 am., at the 
Sheraton Hotel in Rochester, N. Y. 


Joseph N. Desmon, CLU, Buffalo, 
president of the State Association, has 
issued an urgent call to local association 
delegates throughout New York State 
to attend this annual meeting, pointing 
out that there are pressing matters af- 
fecting their welfare to be discussed 

In addition to the questions above, 
there will be an election of officers, and 
the business agenda will also include dis- 
cussions of the Unincorporated Business 
Tax, next year’s legislation, and the 
planning of a leadership training con- 
ference. 


The general committee meeting will 
be held May 15, beginning at 11 a.m, 
according to Lewis J. Montani, vice 


president of the association and _ chair- 
man of the general committee. 


Half-Billion Mark Passed 
By Bankers National Life 


This month in its 3lst year of opera- 
tion, Bankers National Life celebrates 
the recording of one-half billion dollars 
of life insurance in force. President 
Ralph R. Lounsbury, who has headed 
the company since it was founded in 


October 1927, noted that it required 
seventeen years to reach the first 
$100,000,000 of life insurance in force 


but that each successive $100,000,000 was 
entered on the books in much shorter 
intervals of time. The $200,000,000 mark 
was crossed in April 1951, the $300,000,- 
000 point in August 1955, and the $400,- 
000,000 level in January 1957. 

In the company’s brief 30 plus years, 
eleven of the leading field representa- 
tives have been with Bankers National 
Life for more than 20 years, An addi- 
tional fifteen have more than 10 ye: rs’ 
service, and fourteen have more tian 
five. 

The top ten agencies of the company 
on the basis of paid-for life business 
during the first quarter of 1958 were: 
Underwriters Service Agency, Inc. 
Hartford; Harry J. Baker Agency, [os- 
ton; A, A. Esterkin, Columbus; Gecrge 
is, ’Parris, Philadelphia; W. Berman 
Agency, Boston; Lamb, Little & (o., 
Chicago; Triangle Insurance Age:icy, 
Hyattsville, Md.; C. L. Patrone Insur- 
ance Agency, Inc., Hyde Park, Mass.; 
H. E. Kleiman Agency, Passaic, N. J.; 
and P, Parris Agency, Philadelphia. 
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Economic Growth to 
Resume in Long View 


DR. O’YLEARY WEIGHS OUTLOOK 





LIAA Director of Economic Research 
Sees Gradual Upturn This Year 
For Economy 





General business recovery is likely to 
proceed slowly in the second half of 
this year with accelerated momentum in 
1959, in the opinion of Dr. James J. 
O'Leary, director of economic research 
for Life Insurance Assn. of America, 
who addressed the American Mutual 
Insurance Alliance in Chicago this week. 
For the longer-range outlook he sees 
a resumption of economic growth. 

“It seems to me that as we look 
forward to the future there are a number 
of reasons for anticipating further 
vigorous economic growth under condi- 
tions of very high employment in which 
the problem of inflation will continue to 
be of paramount importance,” said Dr. 
O’Leary. “Some of the more important 
of these reasons are as follows: (1) 
Under the conditions of ‘cold war’ which 
seem destined to persist, it is logical to 
expect very heavy Federal expenditures 
with a chronic tendency for Federal 
deficits to occur. (2) As we move into 
the middle ’60’s, we shall experience 
another burst of growth of family for- 
mations and population which will pro- 
vide an important impetus to the 
economy. (3) We have a great backlog 
of spending by state and local govern- 
ments for schools, hospitals, highways 
and other public improvements. This 
will be augmented by the wave of 
population growth in the mid-’60’s. (4) 
Business and industry have rapidly 
increased spending for research and 
development to the point where such 
expenditures are now $8 billion and this 
trend will undoubtedly continue. The 
effect of research and development 
should be to insure an increasingly heavy 
volume of plant and equipment spending 
by business. (5) It has become more and 
more an accepted political credo of both 
parties that Government has the respon- 
sibility to maintain full employment and 
economic growth. 

‘It can be anticipated confidently, 
therefore, that the powers of Government 
will be utilized quickly to combat any 
interruption of economic growth. There 
are other important reasons which I 
shall not try to list here but they all 
point to a very great likelihood that 
a major problem ahead of us will be to 
achieve economic growth without de- 
stroying the value of the dollar. This is 
no time for the insurance business to 
relax our vigilance against inflationary 
policies. 

“What does this mean for financial 
markets of the future? It suggests to 
me that the trend of interest rates is 
definitely upward in the years ahead 
despite the temporary decline which has 
occurred this year. The type of economy 
which I envisage in the next decade is 
one in which the demand for capital 
funds will press upon the supply of such 
funds and it will be necessary for the 
monetary authorities in more years than 
not to pursue a policy of credit restraint. 
This means that in the next decade the 
trend of interest rates is likely to be 
upward despite temporarily sharp de- 
clines such as have occurred in the last 
several months.” 


Elect Calhoon a V. P. 


The election of William Calhoon as 
vice president and controller of Ameri- 
can Travelers Life is announced by 
President Roy A. Foan. 

A graduate of Indiana University, Mr. 
Calhoon has been associated with life 
Insurance since 1947, During World War 

he served four years in the Navy 
and three years during the Korean con- 
flict. He holds the rank of Lt. Com- 
mander in the Naval Reserve. 

Mr. Calhoon joined American Trav- 
elers in December, 1955 and is respon- 
sible for the internal administration of 
the company. 











JAMES A. ANDERSON 


Colonial Life has appointed James A. 
Anderson an assistant actuary. An 
alumnus of Williams College where he 
received his bachelor of arts degree, 
Mr. Anderson joined the actuarial de- 
partment of Colonial Life in October, 
1957. He is an associate of the Society 
of Actuaries. i 





Named Agency Assistants At 
Aetna Life Home Office 


William S. Carpenter and Norman C. 
Thomas have been appointed agency 
assistants at the home office of Aetna 
Life. 

Mr. Carpenter, formerly assistant 
supervisor at Aetna Life’s Mineola, L. I., 
general agency, will assist in the com- 
pany’s sales promotional program and 
serve as an instructor in the life insur- 
ance school. A_ graduate of Loomis 
School and Middlebury College, he has 
been associated with Aetna Life for the 
past two years. 

Mr. Thomas, who will be an instructor 
in the life insurance school, has been 
assistant supervisor at the Omaha, Neb., 
general agency since joining the com- 
pany in 1956. He is a graduate of 
Cornell College and did graduate work 
at the University of Minnesota. 





NAMED BY AMERICAN UNITED 

American United Life has announced 
the appointment of Edward J. Breiten- 
bach as agency manager in Des Plaines, 
Illinois. Mr. Breitenbach has been in 
the life insurance field since 1954. 


visits. 








SUPERINTENDENT OF AGENCIES 


A progressive eastern life insurance company with over a billion and 
a half dollars of life insurance in force and branch offices in more than 
sixty principal cities has an attractive opening for a Superintendent of 
Agencies. Applicant should have successful experience in management 
work and in selecting and training men for management. Preferably 
he should be between 35 and 45 years old and capable of directing 
and supervising branch operations through correspondence and personal 


This is an excellent position for the right man and there are unlimited 
opportunities for advancement. Replies will be held confidential. Write, 
giving complete background and experience to Box 2601, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 
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HEARD On The WAY 











J. Byron Deacon, Buck Hill Falls, 
Pa., a retired vice president of Schen- 
ley Industries, Inc., who died in Orlando, 
Fla., in April, was the husband of Bea- 
trice Jones. 

Miss Jones for years was one of the 
best known women in New York City 
in the life insurance production field. 
She is the only women ever elected 
president of the Life Underwriters As- 
sociation of the City of New York. After 
being an agent for some time she joined 
the home office of Guardian Life in 
charge of its educational department. 

Mr. Deacon, who was 73 at the time 
of his death, was a graduate of Cam- 
bridge University, England, and received 
a degree from New York School of So- 
cial Work. Going with the American 
Red Cross he became a director general 
of the Department of Civilian Relief in 
Washington during World War I and 
wrote a book called “Disaster” which be- 
came a textbook on the handling of 
civilian relief during emergency situa- 
tions. ; 

As a member of the American Asso- 
ciation of Social Workers he helped 
establish the plan of the Welfare Coun- 
cil of New York City to coordinate 
charities and social work here. In the 
1920's he began his business career as 
executive assistant to the president of 
the Tidewater Oil Co. and eventually 
went with Schenley Industries, Inc., be- 
coming in 1934 vice president. He re- 
tired in 1946 and moved to Buck Hill 
Falls. A cerebral hemorrhage was re- 
sponsible for his death. Mr. and Mrs. 
Deacon had been spending the winter«in 
Florida. 
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Investment Research Man 





GUY SCRIVNER 


Appointment of Guy Scrivner as an 


investment research officer of North- 
western Mutual Life is announced by 
Peter Langmuir, vice president in 
charge of NML’s securities department. 

Mr. Scrivner has been manager of 
sales for gas engines of the Le Roi di- 
vision of Westinghouse Air Brake Co. 
Associated with Le Roi for the past 12 
years, he has been, successively, an engi- 
neer in the experimental laboratory, a 
technical writer in the service depart- 
ment, sales correspondent, advertising 
manager, sales engineer, and manager of 
engine sales, 

A 1945 graduate of Northwestern Uni- 
versity, Mr. Scrivner later attended naval 
officer training schools and served with 
the Navy as a minesweeper engineering 
officer and navigator. 





Economist Clyman Joins 


N. Y. Equitable Home Office 


Bernard Clyman has been appointed 
economist on the president’s staff of 
Equitable Society of the U. S. He was 
formerly director of research for Space 
Utilization Analysis, Inc., a management 
consultant firm. Graduated from Temple 
University in 1939 he received his Ph.D. 
in economics from University of Penn- 
sylvania. 

In 1951 he was co-recipient of a Rocke- 
feller Foundation grant to conduct a 
2-year study of income in Delaware. Mr. 
Clyman is a former assistant professor 
of economics at the University of Rhode 
Island and served as an instructor and 
research associate at the University of 
Delaware. From 1942 to 1945 he was an 
economist with the War Production 
3oard. 

In his new post Mr. Clyman will report 
to vice president and economist R. IL 
Nowell. 
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Director of Agencies of 
Western and Southern Life 


LEWIS F. YOUNGBLOOD 


Lewis F. Youngblood, a vice president 
of Western and Southern Life, was ap- 
pointed director of agencies of the com- 
pany’s field sales and service divisions, 
William C. Safford, president, an- 
nounced. In addition to the divisions op- 
erating from Cincinnati, Mr. Youngblood 
will also direct the field operations of 
the southeastern division, Asheville, 
N. C.; mid-continent division, St. Louis; 
southwestern division, Galveston; and 
the company’s western division, Bev- 


erly Hills, Cal. 


LOMA Society Seminar 
Plans For Its Meeting 


The Annual Seminar of the Society 
of LOMA Graduates will be held Tues- 
day, May 20, at the Belmont Plaza Hotel, 
New York City, starting at 3 P.M. and 
continuing through dinner and an eve- 
ning meeting. 

Abram T. Collier, vice president and 
general counsel of John Hancock Mutual 
Life, will be the speaker at the evening 
session. William W. Eitel, methods man- 
ager for Home Life and president of the 
Society, will make the opening remarks 
at the afternoon session. Arthur C-. 
Daniels, vice president and secretary of 
Institute of Life Insurance, will be mod- 


erator of the discussion to follow and 
will introduce the four afternoon 
speakers: 

Raymond D. McCullough, associate 


Group underwriter of Equitable Society, 
will discuss “Voluntary Security.” Fred- 
eric C. Erdman, Jr., assistant manager 
of methods at Home Life, will speak on 
“An Effective Work Simplification Pro- 
gram.” Howard V. Kivlin, senior man- 
agement associate in education for 
Metropolitan Life, will describe “Orien- 
tation Animated.” Robert J. Randall, 
associate actuary of Teachers Insurance 
and Annuity Association, will discuss 
“State Supervision and Examination.” 

The annual business meeting of the 
Society, including the election of offi- 
cers, will follow the afternoon meeting 
and prior to the dinner there will be a 
social hour. Paul E, Mais, administrative 
vice president of National Health and 
Welfare Retirement Association of New 
York, is chairman of this year’s seminar 
committee. 


Roy Mattson Omaha Mgr. 


State Mutual Life has appointed Roy 
A. Mattson manager at Omaha. Enter- 
ing life insurance in 1946, he has been 
active in agency management in Kansas 
City and Omaha for the past eight years. 











eee aie ed 
THE EASTERN = 


UNDERWRITER 








May 9, 1958 











Debit Agents Ruled 
Not Outside Salesmen 


REVENUE SERVICE DECISION 
Not Eligible for Business Expense De- 
ductions in Individual Income Tax 
Returns 





Washington—A ruling has been issued 
by the that 
debit to 
outside salesmen the Internal Reve- 


Revenue Service 


considered 


Internal 


agents are not be 
by 
nue Service and therefore are not eli- 
gible for business expense deductions in 
computing their adjusted gross income 
when tax returns, 
according to a joint general bulletin is- 
sued by American Life Convention and 
Life Insurance Association of America. 

The new IRS ruling means that the 
expenses of debit agents can be taken 
into account only in computing net 1n- 
come, and this can be done only if 
the agent itemizes the deductions and 
foregoes the standard deductions. 

The IRS decision climaxes almost four 
years of deliberation on the issue, dur- 
ing which time the two associations, as 
well as the National Association of Life 
Underwriters, asked the Service to pro- 
vide specifically that debit agents are 
outside salesmen. 


filing their income 


The Internal Revenue Code of 1954 


permitted outside salesmen to deduct 
their trade or business expenses from 
gross income in computing adjusted 


gross income. This enabled them to have 
the benefit of both the trade or business 
expense deduction and the _ optional 
standard deduction. 


Situation at Present 


The ALC and LIAA bulletin points 
out that under the new ruling debit 
agents may still deduct transportation 
expenses in computing adjusted gross 
income, and it is expected that this de- 
duction will cover most of their ex- 
penses. An agent may of course deduct 
his expenses in full if he itemizes his 
deductions instead of taking the stand- 
ard deduction, the bulletin points out. 

Early last year the two associations 
and the NALU appeared at Internal 
Revenue Service hearings on the pro- 
posed regulations dealing with outside 
sa'esmen and later jointly supplied addi- 
tional information in support of their 
position that debit agents are outside 
salesmen. The regulations then an- 
nounced by the IRS neither adopted the 
language requested by the insurance 
business, nor took a position against the 
debit agents, but the ruling just an- 
nounced leaves no doubt as to the posi- 
tion of the Service excluding debit life 
insurance agents from the definition of 
outside salesmen, the bulletin states. 





Then the big question is—do 
you have a diversified 

group of plans to offer—a plan 
for every prospect. 


Look at ANICO’S Complete 
Line of Policies 


COMPETITIVE POLICIES 
COMPETITIVE COMMISSIONS 


re 


ANICO SALES LEADERS 


Family Policy. 

$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 

to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 

mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 





















Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for , 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 





OVER 4 BILLIONS OF INSURANCE IN FORCE 


GALVESTON, TEXAS 





E. M. Goldstein Heads i 
Crown’s New Agency 


HANDLING CONNECTICUT, R. I, 
Son of Late Abraham Goldstein, He Is 


Active Figure in Hartford Insurance 


And Civic Affairs 


The Crown Life of Toronto has ex- 
its in Connecticut 
where $15,000,000 of insurance is already 
at 
of 


panded operations 


in force by opening a new agency 
962 Asylum Avenue, Hartford, ‘head 


ELLIE M. GOLDSTEIN 


which is Ellie M. 
president of Underwriters Service Agen- 
Inc.,, Hartford, Mr. 


named managing 


Goldstein, formerly 
Goldstein has 
agent of the 
Crown for Connecticut and Rhode Tsland, 
and will 


cy, 


been 


devote his exclusive time and 
attention to that company’s activities in 
these states, 

The son of the late Abraham Gold- 
stein, one of the highly respected life 
underwriters in New England, Mr. Gold- 
stein has a background of 12 years in 
the life insurance business. In the agen- 
cy founded by his father the shared the 
responsibility for its steady growth from 
1946 when the insurance in force was 
$16,000,000 to 1957 when the “in force” 
stood at $70,000,000. 

Active in civic, religious and insurance 
affairs, Ellie Goldstein is on the board 
of trustees of Beth El Synagogue in 
West Hartford; a graduate of the 1958 
LIAMA school in agency management in 
Chicago, and in demand as a speaker 
and writer of life insurance articles, He 
is a firm believer in merchandising and 
promotion of the sale of life insurance 
through agents and brokers. 

Mr. Goldstein holds the rank of cap- 
tain in the Signal Corps. U. S. Army 
Reserve. ; 





Ohio State Increases 

Substantial gains over the first quar- 
ter of 1957 were announced by Frederick 
E. Jones, president of Ohio State Life. 
“March climaxed the quarter,” said Mr. 
Jones, “During the month we received 
the largest volume of business we have 
had in any month in the company’s en- 
tire 51 year history. The reasons for 
this,” he continued, “are not hard to find. 
We have increased our field organiza- 
tion, particularly over the past two years. 
This is evidenced by the fact that 29.9% 
of our first quarter business came from 
men associated with our company less 
than two years. During this past quarter 
we have increased our insurance in force 
over $9 millions, a gain of 40% over 
the first quarter of last year.” 

As of March 31, the total insurance 
in force in Ohio State Life was $394,- 
406,547. 
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JOHN B. BRIDGWOOD 


The election of John B. Bridgwood, 
executive vice president of Chase Man- 
hattan Bank, New York, as a director of 
serkshire Life was announced by Berk- 


President W. Rankin Furey, 







shire’s 
CRU 

Mr. Bridgwood, native of New York 
City, joined Equitable Trust Co. in 1921, 
N which through merger became Chase 
Manhattan Bank. Named _ assistant 
cashier in 1936, he subsequently was 






formerly 


ce Aven- elected vice president in 1941 and senior 
stein has vice president in 1953. In his present 
of the position, to which he was elected in 


1956, Mr. Bridgwood is responsible for 
the investments and financial planning 
department which includes bonds, se- 
curities, real estate and mortgage loans. 

Mr. Bridgwood is a director of Rocke- 
feller Center, Inc.. Western Maryland 


le sland, 
time and 
ivities in 


im Gold- 


‘cted life ff Railway Co. and Merchants Fire Assur- 
fr. Gold- — ance Corp. among other organizations. 
years in He is president and trustee of the 


YWCA Retirement Fund, Inc. and treas- 
urer and trustee of the Leonard Wood 
Memorial. 


he agen- 
lared the 
wth from 
rce was 
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Mutual Benefit Appoints 


B. B. Brice in Birmingham 
Mutual Benefit Life, Newark, has an- 
nounced the appointment of Byron 
Barnes Brice as general agent of its 
sirmingham agency. 

Mr. Brice entered the life insurance 
business in 1950 with the Service Insur- 
ance Co. of Alabama, serving as divi- 











_of cap- sional supervisor, and in 1956 joined Mu 
S. Army tual Benefit Life’s Birmingham agency. 
He qualified for the Million Dollar 
Round Table in 1957 and 1958. In 1956 
and 1957 he was a member of the com- 
pany’s President’s Club and was desig- 
es nated the agency’s “Man of the Year” 
st quar- in both years. 
‘rederick ‘rom 1943 to 1946 he served as a tail 
ate Life. J sunner on a B-29 and received the Dis- 
said Mr. tinguished Flying Cross, Air Medal with 
received one cluster, two Battle Stars and a 
we have Presidential Citation. 
ny’s en- Mr. Brice is a member of the Birming- 
sons for ham Junior Chamber of Commerce and 
| to find. the American Legion. 
rganiza- 
7O years. 
ut 29.9% ‘ < 
ne from Made Senior Underwriter 
uny less Richard D. Metcalf has been made 
quarter § senior underwriter by Midland Mutual 
* ore Life of Columbus, O. Mr. Metcalf joined 
Yo ovel Midland Mutual in 1945 and served in 
_ the actuarial department until 1948. 
a EOk. when he was advanced to supervisor of 
s $394,- the policy issuance division. He was 


named underwriter in 1954. 








Calvin L. Frayle Dead 


Calvin L. Frayle, who recently retired 
as general agent for Massachusetts Mu- 
tual Life at Bangor, Me., died in Bangor 
April 24. He was 50 years of age. 

Because of physical disability, Mr. 


Frayle asked early this year to be 
relieved of his management responsi- 
bilities. When David P. Buchanan, his 
former assistant, was appointed to suc- 
ceed him on April 1, Mr. Frayle agreed 
to remain as associate general agent at 





Bangor, devoting his time to personal 
production. 

A native of Canada and a U. S. Army 
veteran of World War II, Mr. Frayle 
was named to head the Bangor agency 
when he joined Massachusetts Mutual 
in 1949, He previously had represented 
a life and casualty insurance firm in 
Portland, Me. and had 20 years of sales 
experience. 

Mr. Frayle was a member of the East- 
ern Maine Association of Life Under- 
writers and the Life Underwriter Train- 
ing Council. 


MADE TRAINING CONSULTANT 

Appointment of Edward C. Mansfield 
to training consultant at the western 
home office of The Prudential has been 
announced by Raymond P. Schaefer, 
director of agencies. Mr. Mansfield, 
formerly a staff manager at Ventura, 
Calif., is a native of Downey, Calif., and 
attended public schools in Los Angeles. 
During World War II he served with 
the Army Air Force in Europe. 

He joined Prudential in 1949 


as an 


agent in Los Angeles, was advanced to 
staff manager there two years later, and 
transferred to Ventura in 1955, 








AREN’T you about Ready 


for a SWITCH To 





BROKERAGE 
LIFE TIME 
RENEWALS 








..- ANOTHER EXCLUSIVE 


BROKERAGE OPPORTUNITY 


OFFERED BY THE 


















Repusiic NATIONAL Lire INSURANCE COMPANY 


Dallas, Texas 


There's still time to qualify for the Brokerage Sales Convention, Grand Hotel, 1959. 


CONTACT ED NADALIN, ASSISTANT VICE PRESIDENT AND DIRECTOR OF BROKERAGE 
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Left to right: James B. Alley (a direct- 
or) President Lovejoy and J. P. Fordyce, 
Chairman. 


Raymond Harris 


(Continued from Page 8) 


examinations made into affairs of in- 
surance by the Department. 

“Competition, which to a high degree, 
obtains in the insurance business and 
is wholesome to it, is by itself insuffi- 
cient to assure a healthy industry. In 
order to assure the stability needed to 
perform the obligations assumed under 
short term as well as long term con- 
tracts, such as those incurred under in- 
surance policies that stability which is 
only be supplied by the 

Unrestricted competition 
price-wise in the insurance business has 
been demonstrated to be destructive of 
the organizations which make _ the 
promises and the purchaser of the con- 
tract may find himself with only a scran 
of paper. It has long been recognized 
that the public interest requires laws 
prescribing minimum capital to be pro- 
vided by the insurance company, estab- 
lishment of standards governing invest- 
ments, so that when the contract ma- 
tures the money will be available to pay 
the claims and adequate reserves actu- 
arially compiled shall be maintained by 
reason of the fact that level premiums 
are charged, the greater portion of which 
must be set aside in the form of reserves 
to meet obligations as they mature. 


needed can 
force of law. 


Supervision Not Guarantee Against 
Failure 


“Supervision is not intended as a 
guarantee against failure of companies 
or a bar to occasional indulgence in un- 
fair and improper practices, but rather 
is intended to erect safeguards provid- 
ing an effective barrier against bad prac- 
tice and improvident management.” 


Insurance Gains as Public Interest Does 


In summing up Deputy Harris said: 
“While the functions of the New York 
State Insurance Department are pri- 
marily aimed at protecting the interests 
of policyholders, at the same time it 
must be recognized that what is good 
for the insuring public is good for the 
insurance business if the latter is fully 
to achieve its purposes. Companies 
which have high standards must be pro- 
tected by the law from unfair competi- 
tion by companies that engage in unfair 
and improper practices. Moreover, the 


public confidence in strong companies 
should not be weakened by permitting 
irresponsible insurers to carry on. We 
are, therefore, interested in serving the 
insurance public, but, also, in cooperat- 
ing with the insurance industry in pro- 
mioting the public interest.” 








Alaska Agent Janis 
At Florida Meetings 


HIS MOST DRAMATIC SALE 





Flew Near Mt. McKinley to Insure 
Gold Mine People; Some Other 
Personalities 





No insurance agent in America has 
more dramatic human experiences in 
selling life insurance than does Eugene 
Janis of Anchorage, Alaska, who made 
the long trip to attend Manhattan Life’s 
convention at Miami Beach, Florida, 
last week. ,; 

An example: he left Elmendorf air- 
port station, principal center of air de- 
fense in the territory, in a flight to a 
gold mine, 150 miles north of Anchorage, 
and located high in the mountains, not 
far from Mt. McKinley, highest peak 
in Alaska. 

“You couldn’t find a greater contrast 
in the weather I encountered on that 
flight and the sunshiny conditions we 
are having right now in Miami Beach,” 
he said. “The flight was marked by 
dips and sudden climbs, skillful maneu- 
vering along craggy heights and curves 
to reach and get through narrow passes, 
and a difficult landing. After I got my 
breath I started for the mine and insured 
seven men there. That put me in such 
good humor that I didn’t mind the 
flight home.” 

Mr. Janis, who attended LaSalle in 
Philadelphia and Mt. St. Mary in Mary- 
land, was son of a constantly traveling 
engineer. Eugene played professional 
basketball for a year with Washington 
Caps. 

In Alaska, which has 200,000 popula- 
tion, 40 insurance companies are oper- 
ating. Capital of the territory is Juneau, 
80 miles east of Anchorage. Mr. Janis’ 
clients are largely construction workers, 
representatives of the Civil Aeronautics 
Authority, and some Government rail- 
road people. His father moved to Alaska 
in 1946, 


John Earls and Richard Grosten 


John Earls, Manhattan Life, general 
agent in Cincinnati, belongs to one of 
the best known insurance families in 
America. His grandfather, Tom Galla- 
gher, was Western manager of Aetna 
(Fire). His brother-in-law, Vincent 
Gallagher, was United States manager 
of Pearl Assurance of London. One of 
his brothers, William T., is a general 
agent of Mutual Benefit Life in Cincin- 
nati and is a past chairman of Million 
Dollar Round Table. Another brother, 
Tom. is associated with his father in 
the Earls-Blain insurance agency, one 
of principal general insurance agencies 
in Cincinnati. It represents Royal and 
a number of other principal fire and 
casualty companies. 

Richard M. Grosten, general agent of 
Manhattan in Los Angeles, heads an 
agency which does $10 million of Ordi- 
nary and $25 million of Group. He was 
in the insurance field in New York City 
until 1954 when he moved to the Pacific 
Coast. 


Three Directors Attend 


Three Manhattan Life directors who 
attended the Miami Beach convention 
were Claudius D. Duncan, vice president, 
Chemical-Corn Exchange Bank; James 
B. Alley of the legal firm of Hooker, 
Alley and Duncan; and Henry G. 
Waltemade, president of the real estate 
firm of Henry Waltemade, Inc. All of 
them are from New York City. 


Some Other Conventioneers 


Adon N. Smith, Charlotte, N. C. chair- 
man-elect of Million Dollar Round 
Table, was on one of the panels at the 
convention. His topic was “Key Man 
and Deferred Compensation Plans.” 

John F. Fixa, general agent, San 
Francisco, has been postmaster of San 
Francisco for a decade and is a past 
president of National Association of 
Postmasters. 

General agents in Greater New York 
area at the Miami Beach convention 
were Percy A. Peyser, Charles C. Ed- 





Met. Gives F. H. Ecker Chair 
Of Life Ins. to Wharton 


Metropolitan Life on May 7 held a 
dinner in the grand ballroom of Hotel 
Plaza, New York City marking a dual 
celebration: 90th year of Metropolitan’s 
operations and 75th anniversary of the 
day Frederick H. Ecker, honorary board 
chairman, started working for the com- 
pany. Among the 450 guests were top 
executives of a number of life insurance 
companies, New York Superintendent of 
Insurance Julius S. Wikler and some di- 
rectors of Metropolitan Life. 

During the evening it was announced 
that Metropolitan is permanently en- 
dowing a chair of life insurance in 
Frederick H. Ecker’s name at Wharton 
School of Finance and Commerce of 
University of Pennsylvania. On_ behalf 
of the university the endowment was ac- 
cepted by its president Dr. Gaylord P. 
Harnwell. 


John H. Hoyland Dead 


John H. Hoyland, director of admin- 
istration in Equitable Life Assurance 
Society’s agency department, died re- 
cently after a long illness. He had been 
with the Society for 37 years. 

He began his Equitable career in the 
company administrative training course 
in Detroit in 1921. His first post was 
assistant cashier at Rock Hill, S.C. He 
was transferred to the home office in 
1925 and in 1930 was named agency 
assistant, associate superintendent of the 
agency department in 1949 and director 
of administration in 1958. 

Surviving are his wife, Dorothy; a 
daughter, Mrs. Joan Townsend; a broth- 
er, Bruce and a sister, Mrs. Janet Mc- 
Cormack. 





BALTIMORE LIFE MANAGER 

Fred I. Wunderlick, vice president of 
Baltimore Life, has announced appoint- 
ment of Russell S. Landis as manager 
of the firm’s Indiana, Pa., district office. 
Mr. Landis joined Baltimore Life as an 
agent in Lewistown, Pa. in 1935, and 
later became staff superintendent there. 
He was promoted to home office super- 
visor in 1945 and to manager of the 
Scranton office in 1947, Since 1956 Mr. 
Landis has been doing accounting work 
at the home office. 


Faircloth of Department 
Tells of Florida Glamour 


E. A. Faircloth, Assistant Insurance 
Commissioner of Florida State Insurance 
Department, was a speaker at Manhattan 
Life’s conference held in Roney-Plaza 
Hotel, Miami Beach, last week. He re- 
viewed Florida’s glamour in the hotel 
and beach zones, its citrous supremacy, 
it building activities, its prosperity and 
its permanent and happy haven for 
thousands of people who have retired. 
This led up to his description of the 
state’s growth as an insurance center, 
with special reference to Jacksonville 
and its company head office buildings. 
Although he said nothing about torna- 
does, his talk was highly instructive 
and interesting. 

Deputy Commissioner Richard lL. 
Starr of Florida State Insurance De- 
partment, also attended the Manhattan 
Life’s convention. 
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wards, Bernard L. Frischman, Bernard 
A. Haas, James G. Ranni, Joseph D. 
Robbins, Herman Reinis, Frank Gilbert 
and A. J. Lifton. From New Jersey 
came General Agents Joseph and San- 
ford Harmelin and their father, Max, 
who is general agent emeritus; and 
Bart M. Rogers, Passaic. 

Anne Frimkess, Grosten agency, Los 
Angeles, wrote more than a million last 
year. While in Miami Beach she was 
interviewed by a woman reporter of a 
“weg paper who wrote a column about 

er. 





Manhattan General Agents 


In New Orleans, Rochester 


Manhattan Life has appointed Jack 
King general agent in New Orleans and 
Carl E. A. Hallberg general agent in 
Rochester, Minn. 

Mr. King was previously a_ brokerage 
manager for The Prudential and is vice 
president of the New Orleans Life Un- 
derwriters Assn. Mr. Hallberg was pre- 
viously with Aetna Life which he had 
joined in 1955 and is active in the Roch- 
ester Life Underwriters Assn. 








THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 

tinuing reward for attracting 

good producers to your agency? 

WHY are your renewal commis- 

sions for low lapses the same 

as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
Q missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 

Casualty Company, having 

started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
ke ra Casually 


ls iLer Vere) Dompandp 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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Alfred M. Best, 81, Dies; 
Insurance Publisher 











ed Jack Ses 
Pans and WAS AUTHORITY IN THIS FIELD 
agent in 
His Organization Prints Annual Reports 
of Company Operations; Man of 
rokerage Diversified Interests 
1 is vice x 
wife Un- At the age of 81 Alfred M. Best, 
was pre- chairman and president of Alfred M. 
he hil 3est Publishing Co., died on May 6 in 
Midtown Hospital, New York, after a 
fe Roch- brief illness. Throughout the industry 
he was regarded as the outstanding 
authority in insurance. He reached that 
stature largely through the publication 
—$—— by the Best organization of annual re- 


ports giving complete details of finan 
cial statistics and other data relative to 
operation of insurance companies. Best’s 
Reports are in two volumes: one covers 
life insurance and the other property, 
casualty and surety. 

Often a consultant of insurance com- 
panies, in former years he frequently 
appeared before State Insurance Depart: 
ment or Congressional hearings. Alfred 
M. Best Co. was founded by him in 1899 


Mr. Best was also chairman of the 
boards of the Fliteraft Co. and Best 
suilding Corporation, the latter at 75 


Fulton Street, New York. He was an 
honorary member of Drug and Chemical 
Club, New York; a director of Vermont 
Symphony Orchestra and an honorary 
trustee of Southern Vermont Art Asso- 
ciation. Also he belonged to Jersey 
Cattle Club. . : 

Surviving are his daughter, Estelle, a 





same concert pianist, a son, Gilbert, and three 
| pro- grandchildren. 

n you 

vine Life Insurers Conference 


3? ' Committee Chairmen Named 
Richard B. Evans, president of Life 


* CON- Insurers Conference and president of 
cting Colonial Life, East Orange, N. J., an- 
ency? nounced the chairmen of the Conference 
; standing committees appointed for the 
nmis- fF administrative year 1958-59 are as fol- 
same § lows: 
atives Advisory, Bascom T. Baynes, presi- 
dent, Home Security Life, Durham; 
attendance, R. W. Wiltshire, vice presi- 
amnis- dent, Home Beneficial Life, Richmond; 
mela: auditing, Wyatt Smith, secretary-treas- 
1? urer, Home Beneficial Life; business 
, standards, R. J. Wetterlund, chairman 
tie! of the board, Washington National, 
: Evanston; credentials, W. T. Leith, vice 
eriod president and general counsel, National 
com- Life and Accident, Nashville; laws and 
riod? legislation, Douglas Henry. vice presi- 
dent and general counsel, National Life 
and and Accident; membership, Charles E. 
meri- Phillips, president, Equitable Life, Wash- 
pany ington, C.; public relations, Harry 
owth E. Nelson, director of public relations, 
point Life and Casualty of Tennessee, Nash- 
rine ville; resolutions, Y. W. Scarborough, 
Ir, president, Atlantic Coast Life 
wy Le “aoe * “ey 
Charleston, S. C.; statistics, W. Sheffield 
Owen, CLU, agency vice president, Life 
| of Georgia, Atlanta. 
e & Mr. Evans also announced that the 
ing | first quarterly meeting of the executive 
ince committee of Life Insurers Conference 
ap- will be held in Nashville, today, May 9. 
> Tlost company is Life and Casualty of 
- l’ennessee. 
rs to 


Harry J. Green Dead 


Harry J. Green, president of Home- 

steaders Life of Des Moines for nearly 

Sv years and until his retirement 1939, 

died April 25 in Des Moines. The com- 

pany under his leadership grew from $10 

million in force to more than $41 million. 

It now has $9 million outstanding. Pres- 

, ident of the company is Paul N. Mantz. 

4 _Born in Wyoming and a graduate of 

Upper Iowa University he became pub- 

lisher of Decorah Public Opinion, lead 

Ng paper in Northeast Iowa. He sold 

the paper to devote all of his attention 

lo life insurance. He was a mayor of 

Decorah, a Mason, Knights of Pythias 

Spe Elk and was active in Republican 
ar 1 











Makes DI Limits $150,000 


New York Life has increased from 
$100,000 to $150,000 its maximum amount 
limit for double indemnity benefits in 
new individual policies on persons 20 
years of age or older, who are first class 
risks. Lower limits apply at younger 
ages. 

The company believes that the new 
maximum amount is the highest in the 
industry. The limits apply regardless 
of the amount of double indemnity bene- 
fits the insured has in other companies. 
The company said that double indemnity 


benefits on existing policies can also be 
increased within the new limits. 


General American Leaders 

The Adam Rosenthal Ageney, St. 
Louis, was the top producer of paid life 
volume for General American Life in 
March, it was announced by Sidney W. 
Souers, president. The other top agen- 
cies, in order of their qualification, were 
Kamaaina Agencies, Honolulu; Grover 
E. Johnson Agency, San _ Francisco; 
Fred F. Sale Agency, St. Louis; Louis 
P. Kruzick Agency, Davenport, Ia.; W. 
Stanley Stuart Agency, St. Louis; Louis 
J. Clark Agency, St. Louis; Texas-Gulf 
Coast Agencies, Houston; Michael 
Chamberlain Agency, San Diego; and 
Allen H. Ogilvie Agency, Los Angeles. 





LIFE UNDERWRITER 
AVAILABLE IMMEDIATELY 


26 years of age—married— 
21% years experience in ac- 
tuarial and underwriting de- 
partments. Passed first part 
CLU, taking second exam in 
June. Excellent references. 
Interested in New York City 
location. 
Reply to Box 2610 
THE EASTERN UNDERWRITER 
93 Nassau Street, New York 38 











JOSEPH W. FOGARTY DEAD 

Joseph W. Fogarty, general agent for 
Kansas City Life, died recently in 
Detroit after an illness of several months. 
Mr. Fogarty first became associated 
with Kansas City Life in 1940 when he 
was appointed Detroit district manager 
for the E. E. Boucher Agency in Lansing. 
In 1947 he was appointed general agent, 
continuing in this capacity until his 
death. He had been in the life insurance 
business a total of 34 years. 

Besides his widow, Mr. Fogarty is 
survived by a son and a daughter. 





PROMOTE H. D. COTTON 
H. Dudley Cotton has been promoted 
to supervisor, pension trust sales, in the 
es agency department at the Aetna 
ie. 
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MEN 


DO 








GET FURTHER FASTER 


... here are five main reasons 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 


do the job! 
Monarch 


3. Practical financing: 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a satisfactory level. Result: 
establishment in business without 


indebtedness! 


LIFE 


4. Group sales: Monarch men can - 
offer group insurance as well as. 


ersona Haag ily am disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 


missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
a management training program 


that is working! 
lll 


Want more details on why 

| Monarch men get further 
faster? | 
Write to our Dept. PR-4. 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 





MUTUAL BENEFIT LIFE 


is doing some unusual 
things in Group. 
If you have a possible Group case— 
why not call us at OXford 7-2950. 
Complete brokerage service. Special- 
izing in Split Dollar and Business In- 


surance. 








LEE NASHEM 


¢ 





W. S. Owen New Chairman of 


Combination Cos. Committee 


W. Sheffield Owen, vice president for 
business development, Life of Georgia, 
was elected chairman of the Combination 
Companies Committee of Life Insurance 
Agency Management Association. He 
succeeds Glen J. Spahn, second vice 
president for Metropolitan. The election 
took place during the three-day con- 
ference in Asheville, N. C., for LIAMA 
member companies which write Indus- 
trial as well as Ordinary insurance. 

Three sales executives were elected to 


three-year terms on this Combination 
Companies Committee: Lloyd A. 
Brewer, Jr. agency vice _ president, 


Equitable of Washington, D. C.; Joseph 
J. Diamond, assistant vice president, 
agency training, Home Life of America; 
and Richard W. Wiltshire, vice presi- 
dent, Home Beneficial. 

Retiring from the committee are: 
Charles T. Clayton of Liberty National 
and L. I. Hoecker, Home State Life. 

Chairman Owen began selling life in- 
surance while he was in high school and 
college. Following more than 20 years 
of experience as a life underwriter for 
Protective Life and Sun of Canada he 
joined Life of Georgia as director of 
agencies in 1945. He was promoted to 
assistant agency vice president in 1951 
and subsequently to agency vice presi- 
dent. Last year he was named to his 
present position, 


Acacia Inaugurates New 


Management Training Plan 

As a further step toward accelerating 
the growth of its nationwide agency 
and management force, the Acacia Mu- 
tual Life has inaugurated a comprehen- 
sive management training program, the 
objective of which will be to develop new 
managers and unit managers from the 
existing field organization, 

The training program, as announced 
by Agency Vice President Harry. J. 
Shaffer, combines study courses in: ‘re- 
cruifing and pre-training, each six weeks 
in length, with weekly questionnaires 
and project assignments. Practical train- 
ing in the field aspects of the manage- 
ment job will also be undertaken under 
supervision of the local branch manager 
and qualified candidates completing this 
instruction will be invited to attend a 
Home Office Indoctrination School, the 
final step in the program leading to ap- 
pointment as unit managers. 

Guiding the activities of management 
trainees will be the Company’s managers 
and unit managers, all of whom will be 
required to personally complete the 
course of instruction. 


Director of General Re. 


Harllee Branch, Jr. president of the 
Southern Co., has been elected a direc 
tor of General Reinsurance Corp. 

Mr. Branch, who makes his home in 
Atlanta, is deputy chairman, Federal 
Reserve Bank of Atlanta, vice chairman 
of the Georgia Nuclear Energy Advisory 
Commission, and is a director of the 
Southern Railway Co., the U. S. Cham- 
ber of Commerce and the National In- 
dustrial Conference Board. 
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New England Life Leaders at Hollywood, Florida 
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LOOK AT THAT !—Sixty- ting 

five junior leaders got Grot 

big thrill at Aqua yah 

Fair in nearby Miami. aah 
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NEW OFFICERS—Selected (I. to r.), Thomas E. Burke, Boston, president; Wil- i 
liam M. Shelton, Jr., Los Angeles, vice president; D. Miley Phipps, Cleveland, each 
executive committee; Charles I. Lytle, Buffalo, secretary; Standing (I. to r.), volve 
Buckley Hubbard, Jr., Buffalo, executive committee; E. Lester Goodrich, Boston, Gro 
executive committee; and'Benjamin L. Stern, New York, treasurer. unit 
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Fr Red, * Mines, Co Richard’ Williams, Man- SILVER ANNIVERSARIES—Board Chairman George Willard Louis; Benjamin H. Micou, Detroit; Howard R. Brewster, Fath 
chester, N. H. and Harold R. Brewster, Provi- Smith (standing left) presented silver medals for 25 years general agent, Providence; and (seated l. to r.), alg from 
dence, played 18 holes in hot Florida sun. service to (standing 1. to r.), Edward Oelsner, Los Angeles; Choate, Los Angeles; James H. Prentiss, Jr., Chicago; E. § woul, 





Harley J. Kirkpatrick, Cleveland; Robert C. Newman, St. Lester Goodrich, Boston; and Max L. Wile, New York City. ini 





9, 1958 


NT — 
itfield, 
aught 


wster, 
ward 
p; E. 


City. 








May 9, 1958 











DE ETA IO DIEM EB 
+— Lie—+ 
IST ARETE IA 












Sn 


UNDERWRITER 


—— 





Page 21 








Legal Aspects of 
The Family Policy 


VIEWED BY D. S. MacNAUGHTON 


Prudential’s hein General Counsel 
Sezs New Policy’s Law Still 
Largely In Making 


The law applicable to the new Family 
Policy while still in the making, does 
include the great body of established 
law as well as presenting some unique 
problems, Donald 5S. MacNaughton, as- 
sistant general counsel of The Pruden- 
tial told the Association of Life Insur- 
ance Counsel meeting at White Sulphur 
Springs this week. 

Usually Ordinary life insurance con- 
tracts cover only one person, Mr. Mac- 
Naughton said. There have been excep- 
tions to this. Joint life insurance was 
once rather popular. The family policy 
of the 30’s is another example of mul- 
tiple coverage individual life insurance. 
benefits written 
policies 





There are also payor 
in connection with juvenile 
where the additional benefits are pro- 
vided in the event of the death of the 
applicant. Precedent, therefore, favors 
the theory that non-group policies may 
cover more than one life. A contrary 
finding would confer the status of group 
insurance on family policies or any in- 
dividual policy covering more than one 
This would not conform wth 


person. 
i a proper interpretation of the 


logic or 
statutes. 


Not Group Insuraace 


“If the family policy were Group life 
insurance,” Mr. MacNaughton continued, 
“its issuance would be prohibited. Obvi- 
ously, it has been the determination that 
it is not a Group within the meaning 
of the Group life insurance law. Rather, 
it is an individual contract covering 
more than one person. Why? For sev- 
eral overwhelming reasons. Except for 
the element of insuring more than one 
life under a_ single policy, it is dis- 
tinguishable from all other criteria of 
Group life insurance. Group life in- 
surance is related primarily to employ- 
ment. In recent years it has become the 
vehicle for credit and association insur- 
ance. Unlike individual insurance, the 
insured persons under a Group. policy 
do not have an insurable interest in 
each other’s lives. Group insurance in- 
volves Group underwriting with the 
Group rather than the individuals as the 
unit of selection. Group insurance is for 
the benefit of someone other than the 
policyholder. Certificates, not policies, 
are issued. Under Group insurance the 
policyholder, not the individuals insured, 
are ‘sold’ the coverage. 

“The acid test is that it is inconceiv- 
able that a family policy could be issued 
without the Ordinary individual standard 
policy provisions; or that it would not 
be treated as Ordinary (non-Group) life 
Insurance policy for purposes of valua- 
tion, reserves, non-forfeiture, premiums 


or issuance of a policy rather than a, 


certificate. 

“The business of life insurance is 
necessarily based on the establishment 
of classes of insureds. This process, in 
Itseli, involves discrimination. There- 
lore, logic and necessity demand that 
any statutory prohibition of discrimina- 
bo can refer only to unfair discrimina- 

n. 


One Unique Feature 


“The typical Family Plan is unique in 
that the premium does not vary accord- 
ing to the number of children. We have 
i recent years witnessed a_ salutary 
Top in infant mortality. The actuaries 
ave recorded the facts which justify 
the reasonableness of disregarding the 
humber of children. Their revealing 
Studies indicated that the mortality cost 
Fon age 0 to 21 was actually less than 
ahh be the pure expense charge for 
Placing and removing children from 


DONALD S. MacNAUGHTON 


coverage during that age span. Further- 
more, an adjustment of the pure ex- 
pense charge to include additional major 
items such as commissions would obvi- 
ously result in expense rates undesirably 
high in relation to the low mortality 
cost. 

“The date of this discovery can be 
recorded as the natal day of the modern 
family policy. Exploration for an ap- 
proach that would minimize expenses led 
to the theory that _no individual records 
on children be kept. By the elimination 
of such a disproportionate expense item, 
it would be possible to pay the death 
claims on all children for a premium 
about only 3% more than the premium 
to cover the parents. The desire to use 
the major portion of the premium dollar 
for insurance on the breadwinner was 














Are YOU This Man? 


Top-notch established general 
agency in New York City has 
exceptional opportunity for a 
competent pension-group sales 
supervisor. 


Salary plus participation. 


Send full resume of your 
background to Box 2607, The 
Eastern Underwriter, 93 Nassau 
Street, New York 38, N. Y. 














realized. 

“A question presents itself —even 
though the mortality and conversion cost 
for all children is quite small, is it 
lawful to impose this cost on all policies 
without regard to the number of child- 
ren? The statutes prohibit unfair dis- 
crimination between individuals of the 
same class. No law contains a prohibi- 
tion, however, on the right of insurance 
companies to establish classes. To con- 
duct its business both equitably and 
efficiently, an insurer must set up classes 
of risk. 


Some Other Features 


“Reinstatement, suicide and incontest- 
able provisions must be construed in the 
light of the concept of the family policy 
as a single indivisible contract. It is 
issued as a single contract on the basis 
of insurability of all its members with 
a single premium for the policy rather 
than a sum of separate premiums for 
separate coverages. The concept of a 
single contract should be preserved with 
respect to reinstatement. Insurability 
of all individuals covered under the con- 
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Family Counselor... 


The Life Underwriter helps in the making 


of plans for the welfare and security of 





the family. 


Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 





For | 
United Shales Lif 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York. 











tract is equally as pertinent at the time 
of reinstatement as it is at the time 
of issue. Otherwise, the door is opened 
to the evil of anti-selection. Under the 
statutes, in the event of suicide by the 
insured within a two year period, the 
insurer’s liability on a family policy, like 
other life insurance, is limited to the 
return of premiums. The granting of 
additional benefits, it seems, would be 
contrary to public policy and the theory 
of inseparability. 

“We are over the threshold as to the 
existence of the family policy. Launched 
in the Summer of 1956, it has been ap- 
proved in all states and is being written 
by scores of companies with more than 
seven billion in force in the United 
States at the end of 1957. In about 
one year of existence there are one 
million American families and_ better 
than three and one-half million indivi- 
duals covered. Policy provisions used 
by the many companies and administra- 
tive decisions being and to be made, 
interpreting the provisions in the light 
of particular situations, will face the 
test of law. The new ideas embodied 
in the family plan have challenged the 
law to take cognizance of their exis- 
tence.” 





Numerous Promotions by 
Acacia Mutual Life 


A number of staff promotions by 
Acacia Mutual Life of Washington, 
were announced by President Howard 
W. Kacy. 

Receiving new titles were Edward 
Duhey, promoted from assistant treas- 
urer to assistant vice president; Lee 
H. Kemper, upgraded from actuarial as- 
sistant to the position of assistant actu- 
ary; and two former attorneys, Don F. 
Hammerlund and C. Turner Hudgins, 
both of whom were promoted to assist- 
ant counsel. 

Named to appointed officer status were 
Jack O. Blades, manager of the dupli 
cating Department; E. Warren Goode, 
promoted to manager of the Actuarial 
Tabulating Division; John C. Meagher, 
CLU, promoted from assistant superin- 
tendent of agencies to director of mili- 
tary business; Samuel F. Mears, now an 
assistant treasurer; Leslie J. Munro, ap- 
pointed administrative assistant to sec- 
ond vice president; Fred J. Rice, Jr., 


promoted to atorney in the legal de- 
partment, and Martin M. Weaver, 
named to a new post as planning man- 
ager. 





Dividend Declared By 
Jefferson Standard Life 


Directors of Jefferson Standard Life, 
in quarterly session at the company’s 
home office on April 28, declared a regu- 
lar quarterly dividend of 25 cents per 
share. The dividend will be paid on 2% 
million shares of capital stock outstand- 
ing. It will be payable May 13 to stock- 
holders of record as of noon May 5. 

The company closed the first quarter 
of 1958 with a net gain $27,393,255 in life 
insurance in force, President Howard 
Holderness reported. Paid business for 
the first three months this year to- 
taled $54,988,763, boosting Jefferson 
Standard’s insurance in force to a new 
high of $1,735,960,118 as of March 31. 
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INSURANCE BUYERS MEET 


The insurance division of American 


Management Association holding its 
Spring New York 


week is regarded by executives of fire 


conference in this 


and casualty insurance companies as 


one of the most important groups hav- 
ing anything to do with their field. This 
members are 


is not only because its 


managers of private insurance depart- 
ments in the American industry and busi- 


ness world, but they largely represent 


businesses which have complex cover- 


ages, which can be explained either on 


the platform or in exchanges of views. 
For instance, on the current insurance 
planning council which is handling the 
conference this week are the insurance 
heads of such organizations as Ford 
Motor Co., American Cyanamid Co., 
Inland Steel Co., Kaiser Aluminum & 
Chemical Corp., Standard Oil of both 
Ohio and Indiana, Johnson & Johnson 
of New Brunswick, N. J., and Philco Co. 

Casimir Z. Greenley, director of insur- 
ance and safety, International Minerals 
& Chemical Corp., Chicago, is AMA 
vice president in charge of the insurance 
division. E. Garrett Bewkes, Jr., is ex- 
ecutive manager of the insurance divi- 
sion, Of the 23 men on the Insurance 
Planning Council are these representa- 
tives of the insurance industry itself: 
Monroe Maltby, vice president, Johnson 
& Higgins; Francis Van Orman, 
president and general counsel, American 
of Newark, and Ambrose B. Kelly, gen- 
eral counsel, Associated Factory Mutual 
Fire Insurance Companies, Providence. 

It is natural that men holding down 
such responsible posts as insurance man- 
agers of many of the leading businesses 
of America should correctly evaluate the 
necessity of comparing notes and keep- 
ing up-to-date, and for that, among 
other reasons, these conferences put less 
emphasis on the social end of their 


vice 


gatherings than on learning from others 
in the same field. They are free in com- 
munication, not withholding information. 


In the program distributed by the asso- 
ciation this week Vice President Green- 
ley made this statement in stressing the 
value of the conference: 

Like every other management activity 
the insurance function is being subjected 
to closer scrutiny than ever before. In 
insurance, as in other areas, top manage- 
ment is demanding full value for every 
dollar spent. But delivering this kind 
of performance isn’t easy. It means 
keeping up with new concepts and cover- 
ages, and learning immediately of new 
developments which could affect your 
own program. 

“The program of such conferences as 
the one being held in New York City 
(beginning May 5) is a good example 
of the kind of stimulating up-to-the- 
minute coverage of the insurance scene 
that you can expect at any of these 
meetings. I think you will leave the 
Conference with new ideas, a better per- 
spective, a fuller understanding of the 
current insurance scene. 

The insurance division of AMA was 
founded in May, 1930, The deliberations 
of the organization have made it easier 
for people in the world of business to 
handle their insurance problems. 

HOUSEHOLD COVER 

One of the new books published by 
Richard D. Irwin, Inc., for S. S. Huebner 
Foundation for Insurance Education is 
“Development of Comprehensive Insur- 
ance for the Household.” It is the tenth 
study which has been published for the 
Foundation, 

Names of the volumes: “An Analysis 
of Government Life Insurance,” “The 
Economic Theory of Risk and Insur- 
“Group Annuities,” “Life Insur- 
ance Housing Projects,” “Life Insurance 
Investment in Commercial Real Estate,” 
Total Disability Provisions in Life In- 
surance Contracts,” “Insurance and Eco- 
nomic Theory,” “Group Disability Insur- 
ance.” 

The Comprehensive Insurance book is 
written by John Eugene Pierce, associate 
professor of finance, University of Ten- 
nessee, and it is the first volume in the 
series exclusively devoted to the field 
of property and fire insurance. It de- 
votes considerable space to early history 
and development of its coverage. 

One of the primary objectives of the 


ance,” 
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DR. BISHOP C. 

Dr. Bishop C. Hunt, vice president and 
economist of John Hancock Mutual Life, 
has been elected a director of the Na- 
tional Casket Co. and has also been 
elected a board member of National In- 
dustrial Conference Board. A former 
university professor of commerce and 
economics, Dr. Hunt joined the John 
Hancock in 1943 as economist, was 
elected second vice president and econ- 
omist in 1950 and vice president and 
economist in 1956. A graduate of Boston 
University, he received his A.M. and 
Ph.D. degrees from Harvard University, 
and studied at the University of London. 

Dr. Hunt is a member of the Council 
on Foreign Relations, the American Eco- 
nomic Association and the American 
Statistical Association. He is a Fellow 
of the Royal Statistical Society and also 
of the American Academy of Arts and 
Sciences. 

x * x 

Richard E. Pille, president of Security 
Mutual Life, has been appointed to the 
3inghamton City Hospital Board of 
Managers by Binghamton’s Mayor John 
J. Burns. Mr. Pille was elected president 
of Security Mutual Life in 1956 and be- 
fore that he had been vice president of 
Mutual Benefit Life of Newark for seven 
years. In Newark he had been active in 
civic affairs, was on the Executive Board 
Council, Boy Scouts of America and was 
a district alumni advisor of the Harvard 
University Placement Office of which 
university he is a graduate. 

a 

Clifford R. Haskins, who has had 44 
years service with Connecticut Mutual 
Life, has retired as superivsor of policy 
issues and he and Mrs. Haskins left May 
6 on a four-months’ trip around the 
world. Graduate of Mount Hermon Boys 
School, Mass., he went with Connecticut 
Mutual at once, served in World War 
I, then became head of the policy is- 
sue department in 1921. 


S. S. Huebner Foundation for Insurance 
Education is to publish the findings of 
graduate other studies 
which can contribute in a_ significant 
measure to the store of insurance knowl- 
edge. 

Dr. Pierce has taught at University of 
Florida and Southern Methodist Univer- 
sity. He put some years of research into 
the study of 
During his inquiries he interviewed many 
of the managers of 
organizations, 


research and 


comprehensive coverage. 


industry insurance 








Dr. Miller Upton, president of Beloit 
College and national authority on busi- 
ness finance, has been appointed to the 
Council of Educational Advisers of the 
American College of Life Underwriters 
and the American Institute for Property 
and Liability Underwriters, it has been 
announced by the Deans of the two 
organizations. Dr. Upton has a_back- 
ground of teaching and administrative 
experience at Tulane University, North- 
western University, and Washington 
University, He helped in the reorganiza- 
tion of the finance curriculum at bi th 
Northwestern and Washington Univer- 
sities. At Washington University, he 
was Dean of the School of Business and 
Public Administration for four years. 
He was elected to the presidency of 
Beloit College in 1954. 

* * * 


Frank Begley, chief, building manace- 
ment services, United Nations, was the 
ange] speaker at the annual dinner. of 
the Savings Banks Insurance Forum of 
the State of New York held this week, 
at the Biltmore Hotel. Subject of Mr. 
Begley’s talk was “Insurance For Peace.” 





B. Wilde 


General 


(right), 
Life, 


president, 
presents a 
barometer to John R. Reitemeyer, presi- 


Frazar 
Connecticut 


dent and publisher of The Hartford 
Courant, given in recognition of the 45th 
anniversary of the Group policy written 
by Connecticut General for Courant em- 


ployes. Presentation was made at a 
luncheon last week at the insurance 
company’s home office. The Courant 


Group plan, written May 1, 1913, was the 
Connecticut General’s first Group case 
and is one of the earliest on record in 
the country. Oldest newspaper of con- 
tinuous publication in America, the 
Hartford Courant was the first news- 
paper to provide Group life insurance 
for its employes. 
ks eS 


Calvin Southwick II of Ilion, N. Y., 
has purchased the McGowan and Rich- 
ardson Insurance Agency. Mr. South- 
wick, formerly of Glens Falls, was grad- 
uated from St. Lawrence University in 
1950 and then joined the Glens Falls 
Insurance Co. He became special agent 
in 1951 and was assigned to the Syra- 
cuse, Utica and Cooperstown area. In 
that post he came to know the Mc- 
Gowan and Richardson Insurance Agen- 
cy well, This agency celebrated its 60th 
anniversary earlier this year. 


Se Jae 


C. Sewell Weech, Sr., vice president 
of New Amsterdam Casualty, and Mrs. 
Weech sailed April 25 on the S.S. Media 
for a vacation trip abroad. Their itiner- 
ary includes England and_ southern 
Switzerland. They plan to arrive home 
June 29. 
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Hollywood Beach Hotel 
John W.. Tyler, 
director of sales of the Hollywood Beach 
Hotel, Hollywood Beach, Florida, whose 
acquaintance with insurance executives 
and field forces of their companies is 
extremely large, has been in the hotel 
business since 1947. He will be unusu- 
ally busy this month as thousands of 
agents will be at the hotel before May 
During a six weeks period 
beginning with third week in April 
5,000 agents of The Prudential alone 
have been or will be at the hotel. 
which have 
Hollywood 


vice president and 


is over. 


companies had 
field meetings at 


recent years—some of them 


Among 
their big 
Beach in 
five times in a row—are, in addition to 
The Prudential, John Hancock, Con- 
necticut Mutual, Massachusetts Mutual, 
Pan-American Life, New York Life, 
Provident Mutual Life, Gulf Life, Jef- 
ferson Standard Life and Liberty Life. 
Life Insurers Conference, which consists 
of more than 90 companies in its mem- 
bership, has also met there, as have 
some fire and casualty organizations. 

Born in Indianapolis Mr. Tyler at- 


tended Butler University in that city 
and De Pauw at Greencastle, Ind. He 
began his career as an agent of the 


Connecticut Mutual in his native city in 
1939. During the period of 1942-1946 
he was in war work. Mr. Tyler entered 
the hotel field with Hollywood Beach 


Hotel in 1947 in its conventions and 
promotion division. After four years 
he spent two years as sales manager 


and then three years as manager, con- 
centrating the next two years as conven- 
tion manager. His appointment as vice 
president and director of sales followed. 
Frequently, he has visited home offices 
of insurance companies in connection 
with their Hollywood Beach conven- 
tions, making preliminary arrangements 
with the company executives in charge 
of the meetings. 

President of the Hollywood Beach 
corporation is Ben Tobin. John Braun, 
who is a vice president, was president 
an general manager of the Berkley- 
Carteret Hotel, Asbury Park. He was a 
mnajor in the Army during World War 
Il. Phillip J. Gately is assistant sec- 
relary-treasurer of the corporation. 
Northern sales manager is Joseph P. 
Brosnan who formerly was with Eastern 
Air Lines as system convention sales 
manager. Ray Cook is sales manager 
of hotel’s Southern division. Director of 
Chicago sales office is Jack Keenan. 
Former sales manager John F. Mona- 
han, now a partner in Jim Mills & 
Associates, continues as a Hollywood 
Beach Hotel sales consultant. 

ee oe 


A. T. & T. March Storm Loss 

_ American Telephone and Telegraph 
Co. at its annual meeting reported that 
March storms cost the companies in the 
organization $11 million in repairs. 


























Louis Medill Heads Insurance 
Industry Drive 

Louis Medill, general agent in New 
York of Continental Casualty, Ameri- 
can Casualty and United States Life, has 
been named to the advisory committee 
of the $1,000,000 Eastern States cam- 
paign for the Leukemia Research Cen- 
ter at the ‘City of Hope. 

Mr. Medill is heading a drive among 
insurance men to secure advance con- 
tributions to the life-saving work at the 
Center, which is one of the leading 
leukemia research facilities in the coun- 
try. The $1,000,000 being sought ‘this 
year represents the minimum operating 
expenses of the research center for 
1958. Fifty teams of doctors and re- 
searchers gathered from all parts of the 
country are already at work there on a 
crash program seeking the causes and 
cure for leukemia, which annually dooms 
thousands of children and adults. The 
drive will culminate on Saturday, May 
24 at 10 p.m. when Dean Martin opens 
a 20-hour continuous “Parade of Stars” 
on Channel 5 with top headliners from 
['V, Hollywood and Broadway. 

_A director and trustee of Interna- 
tional Association of Accident and 
Health Underwriters, Mr. Medill has 
appealed to all of his friends and asso- 
ciates in the industry to enlist the aid 
of their associates in raising funds. 
Checks should be made out to City of 
Hope and mailed to Mr. Medill at 220 
West 42nd Street, New York 36, N. Y. 

* * x 


A Safe Risk for Lloyd’s 


Underwriters at Lloyd’s in London are 
losing no sleep on a “risk” being carried 
in Miami Beach. Attention is called to 
it in an advertisement of a burlesque 
show in the Miami Herald. The ad con- 
tains a picture of a burlesque queen built 
along Marilyn Monroe physical specifica- 
tions, especially just above the waist, 
and in large type the ad reads: 

“Her $64,000 Treasury Chest Insured 
by Lloyd’s.” 

Probably one of the reasons Lloyd’s 
gets more daily paper publicity than all 
the stock and mutual companies com- 
bined is because of the freak coverage 
that press agents in the world of enter- 
tainment use to build stories about their 
stars. Thus, Kubelik, the violinist. had 
his fingers insured for $100,000. Many 
noted concert artists have done some- 
thing similar, And now the G-string 
girls are following suit, although with 
them it is not against damage to their 
fingers for which they go to Lloyd’s 
for reimbursement. 

The past master in devising such type 
of “insurance” protection was the late 
Sam Behrent of Los Angeles, his classic 
being insuring Ben Turpin, a cross-eved 


comedian, against the horrible possibility 
of his eyes resuming the natural range 
of the optics. One day on a visit I made 
with Sam on a Hollywood lot a comedian 
approached him with this request: 
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“Sam, you thought up that policy on 
Ben Turpin. Please get busy and think 
up something freakish for me to insure 
so I can grab as much publicity as Ben 
Turpin got.” 

The biggest news appeal in the Lloyd’s 
freak category is insurance against the 
birth of twins. When that takes place it 
is frequently followed up by pictures 
of the wife and sometimes by interviews 
with doctors speculating on the per- 
centage of twins in a range of 100,000 
births, with learned dissertations on the 
subject. 

I can’t recall that many parents have 
so far upset the percentages by having 
twins and thus collecting from Lloyd’s 
for the double happy event, and I don’t 
if Lloyd’s claim department’s electronic 
machines are breaking down from over- 
work in such a tabulation. 

ee 


Hemispheric Conference May 14 

Clarence B. Randall, former president 
of Inland Steel Co. and now special 
assistant to President Eisenhower, will 
be the speaker at the annual Hemis- 
pheric Insurance Day luncheon May 14 
at Waldorf-Astoria Hotel, under the 
sponsorship of the Chamber of Com- 


merce of the United States. He will 
discuss the nation’s foreign economic 
policy. 


The first Hemispheric Insurance Con- 
ference was held in New York City, 
May 14, 1946. The purpose of the ob- 
servance is to stimulate greater interest 
in each country in closer relationships 
among the insurance companies of the 
Hemisphere and to support efforts in 
each country to resist government en- 
croachment on the insurance business. 

John A. Diemand, president, Insurance 
Company of North America, and chair- 
man of the Chamber’s hemispheric in- 
surance committee, will preside at the 


luncheon. 
x ke * 


Start and Growth of National Assn. 
of Credit Men 


The National Association of Credit 
Men, well known to the insurance indus- 
try, came into existence amid the birth- 
pains of a depression-ridden national 
economy. In 1893 commercial failures 
were setting new records in numbers 
and in liabilities. Bad practices in credit 
were one sign of the disastrous business 
“binge.” Frauds were devious and count- 
less. 

The Chicago Exposition of 1893 pro- 
vided a handle to lift the morale of busi- 
ness and public. One of the group gath- 
erings was a Conference of Credit, Col- 
lections and Failures. Presiding was 
P. R. Earling of L. Coulor Co., Chicago. 
W. H. Preston, a credit manager of 


Sioux City, Iowa, in a message read to 
the conference proposed a national as- 
sociation of credit managers. A journal- 
ist began to back the idea in the col- 
umns of “The Lawyer and Credit Man.” 
A credit bureau was established in the 
Chamber of Commerce at Sioux City 
under the inspiration of Mr. Preston 
and ‘his associate, T. H. Green. 

The first organization of credit man- 
agers came on January 16, 1896 in New 
York City. Another followed shortly in 
New Orleans, then Minneapolis, St. 
Louis. O. G. McMechen, a Toledo credit 
manager, won the interest of the local 
Chamber of Commerce to invite all im- 
portant chambers and all established 
credit associations to a national conven- 
tion. One hundred credit managers as- 
sembled in Toledo on June 23, 1896, and 
the National Association of Credit Men 
Was on its way, with Mr. Preston as its 
first president. 

Steady growth marked the influence 
and progress of this organization of 
commercial and financial interests of the 
United States to its present membership 
exceeding 35,850 companies—producers, 
manufacturers, wholesalers, jobbers, 
bankers, also insurance concerns, utili- 
ties and others. The 145 affiliated units 
are in the major distributing centers. 
There is one in Honolulu, another in 
Havana. 

Protecting the interests of creditors 
and debtors alike, the association soon 
made itself known on the national eco- 
nomic scene. Three National Bank- 
ruptcy Laws had been repealed. Charging 
that not more than 25% of assigned es- 
tates eventually reached creditors, Chi- 
cago’s Mr. Earling drafted a National 
Bankruptcy Act. Judge Jay L. Torrey 
of Missouri pushed the movement. A 
measure was drawn up and the Torrey 
bill was indorsed by the association. 
The bill was passed by Congress July 
1, 1898. 

One of the association’s achievements 
over the years was the successful war 
on defrauding of creditors by sales of 
stocks of goods in bulk by debtors who 
then disappeared. Bulk sales laws now 
control in all states and territories. A 
system of interchange of credit experi- 
ence among members was established. 
The association’s legislative committee 
worked with the late Carter Glass in 
support of a banking and currency bill 
out of which emerged the Federal Re- 
serve Bank System. The association has 
also been instrumental in par payment 
of checks, now effective in all but 2,000 
of the 21,000 banking outlets in the 
country. 

The association’s fraud prevention de- 
partment, inspired in the mid-1920s by 

(Continued on Page 45) 





















Starting immediately, a new program 


Giving recognition to 


America’s “Good Providers” 


Institute advertising messages to present 
life insurance ownership as the mark 
of a “man of responsibility” 


You'll be seeing them soon in the newspapers —warm, friendly messages such 
as the one shown on the opposite page. Combining striking photographs 
with brief thoughtful copy, they show how life insurance helps a man meet 
his responsibilities to his family. More than that, they portray the rewards 
that this unselfish purchase brings. In these ways, each message pays tribute 
to America’s life insurance policyholders — our nation’s largest group of 


“good providers.” 


“One of the measures of a man” 


You will recall that, a year ago, the Institute of Life 
Insurance interrupted what had proved to be a 
highly successful campaign built around the slogan 
“When someone's counting on you... you can count 
on life insurance.” It did this because of the mount- 
ing threat of inflation and the desire to give leader- 
ship to the fight for a sound, stable dollar. 

Today, while there are still certain forces of infla- 


Institute of Life Insurance 


Central Source of Information About Life Insurance 
488 MADISON AVENUE, NEW YORK 22, N. Y. 


tion threatening our economy, the current situation 
would indicate that we should return to a discussion 
of life insurance in our newspaper advertising. This 
gives us an opportunity to add further power and 
impact to our already established theme. 

We believe these messages will serve as powerful 
reminders that ownership of adequate life insurance 
is one of the measures of a man. 





Holgar J. Johnson, President 
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New responsibilities ahead . . . and ways to meet them 





oughts of a new father 


He is remembering the very first time he saw his wife and baby 
together—there in the strange hospital room. A flood of love and 
pride had suddenly welled up in him. And they had seemed so totally 
dependent on him that it might have been frightening. 

But it wasn’t frightening—then or now. On his side are youth, 
strength, ambition. And now a family to encourage him on. 


And he has the sure, dependable backing of his life insurance— 
with its answer to the question, “What would happen to them, if 
something happened to me?” 


Note that it’s called life insurance. That’s a reminder of its second 
job: insuring a more confident life for the man who owns it. 


INSTITUTE OF LIFE INSURANCE - 488 Madison Ave., New York 22, N. Y. 
When someone’s counting on you... YOU can count on life insurance. 


























Dedicate W. D. Winter Marine Library 


Expansion of Insurance Society of New York Library Made 
Possible by $25,000 Endowment from Atlantic 
Companies Trustees 


Insurance Society of New York this 
week expanded its library (largest 
strictly insurance library in the world) 
by devoting an entire room to a marine 
insurance library named after the late 
William D. Winter, who was chairman 
of Atlantic Mutual Companies and was 
widely regarded as one of outstanding 
marine men in history of that division 
of insurance. 

The ceremony took place in the library 
May 5 at which time senior officers and 
a number of trustees of Atlantic Mutual 
gathered to pay tribute to Mr. Winter’s 
memory. The trustees had decided that 
their memorial should take the form of 
a fund bearing Mr. Winter’s name. He 
had not only been president of the 
society, but over a long span was one 
of its lecturers on marine subjects. The 
fund, $25,000, is one of the largest which 
together with others constitute the 
Society’s endowment. 

During the services former chairman 
and president of Atlantic Mutual, Arthur 
Bogardus, who continues on its execu- 
tive committee, briefly sketched the 
institutional career of Mr. Winter and 
eulogized his integrity and helpfulness 
not only to the business but to many 
individuals. 

Among Mr. Winter’s positions in the 
industry were these: president, Ameri- 
can Institute of Marine Underwriters; 
first chairman of American Cargo War 
Risk Reinsurance Exchange; president, 





MARINE UNION PROGRAM 


Gathering at Salzburg This Fall to Fea- 
ture Atomic Problems at Open Ses- 
son; Exec. Committee Meets 

The executive committee of the Inter- 
national Union of Marine Insurance, at 
its meeting in Lisbon April 20-22, has 
determined the program and the agenda 
for the annual conference to be held in 
Salzburg from August 31 to September 
5, by invitation of the Federation of 
Austrian Insurance Companies. In addi- 
tion to the council meetings, a full day 
has been allotted on Wednesday, Sep- 
tember 3 to open council meetings. 

General Secretary Dr. Peter Alther 
of the Union, at Zurich, states that 
“it will be recalled that it was de- 
cided last year to leave to the member 
associations of the respective markets 
to determine who may have access to 
such open council meetings. According- 
ly, the executive commitee will be con- 
tacting the member-associations, re- 
questing that there be recorded with the 
general secretary, not later than July 1, 
a list of such people who qualify. 

“The main subject of the open meet- 
ing will be the technical and underwrit- 
ing problems in connection with nuclear 
fission. 

“It is the hope of the executive com- 
mitte that the meetings this year will 
stimulate a wide interest on the part of 
many marine insurance underwriters in 
the various markets, and there is a de- 
termination to have them participate in 
the conference to the fullest extent pos- 
sible.” 





DIVIDEND DECLARED 
The board of directors of American 
Insurance Co. has declared a dividend 
of 32%4 cents per share on the stock of 
the company, payable June 2, to stock- 
holders of record May 12. 





Board of Underwriters of New York and 
of Life Saving Benevolent Association; 
on board of managers of American Bible 
Society and Seamen’s Church Institute 
of New York. He was active in the 
research and planning of the “Diemand” 
Committee on Multiple Line Insurance. 

Mr. Winter wrote a book, Marine 
Insurance, which has gone through three 
editions and is regarded in many 
libraries and schools as the best text 
book on the subject. He also is author 
of a number of marine insurance bro- 
chures. On the wall of the Winter 
Marine Library is a newly affixed bronze 
plaque in his memory. On May: 5 
spring flowers decorated the library. 

Attending the testimonial affair were, 
Chairman Franklin B. Tuttle, President 
Miles F. York and other senior officers 
of Atlantic Mutual, and these members 
of the board of directors: 

Raymond H. Fogler, president, trus- 
tee, University of Maine. 

Clarence G. Michalis, trustee, Seamen’s 
Bank for Savings. 

M. Nielsen, president, Babcock & Wil- 
cox Co. 

George M. Schurman, president, Na- 
tional Bag Corporation. 

J. Barstow Smull, partner, J. H. Win- 
chester & Co. 

John C. Traphagen, trustee, Bank of 
New York. 

A number of prominent insurance men 
associated with companies other than 
the Atlantic Companies also attended. 





Excess Line Brokers 


Hearing in N. Y. May 16 


Julius S. Wikler, Superintendent of 
Insurance, has notified all excess line 
brokers licensed under Section 122 of 
the Insurance Law of a public hearing 
to be held on May 16, at 10 o’clock a.m. 
in the hearing room of the department 
at 123 William Street, New York City, 
on a proposed regulation implementing 
Section 122 of the Insurance Law re- 
lating to excess line insurance. A copy 
of the proposed regulation was sent to 
all licensees with the notice. 

The Superintendent also requested all 
persons who wished to be theard at the 
hearing to notify Milton Shalleck, ex- 
ecutive assistant to the Superintendent, 
who had been designated by the Super- 
intendent to preside at the hearing, no 
later than May 12. 





C. J. Danahy Named Counsel 


For N. Y. Agents’ Assn. 
Syracuse, N. Y., May 5—C. Joseph 
Danahy, prominent Brooklyn attorney, 
has been named counsel for the New 
York Association. He is also counsel 
for the Greater New York Brokers 
Association and is treasurer of the Na- 
tional Democratic Club. He is associated 
with the firm of Danahy, Delaney and 
Minetti. Mr. Delaney is Congressman 
from the 7th District in Queens. 


SIMON AGENCY FORUM 

The Simon Agency, Inc., of Brooklyn 
will hold a forum Wednesday evening, 
May 14, at 972 Flatbush Ave., Brooklyn 
on the Homeowners’ Comprehensible 
Dwelling and related broad coverages. 
Robert Ebert of the New Hampshire 
Fire Group will speak. Louis Aloisio 
heads the agency. 





Syracuse, N. Y., May 5—A complete 
explanation of the new farm property 
rules and rating plan, which went into 
effect in New York State on March 31, 
was given here today before the New 
York State Association of Insurance 
Agents’ convention by Kenneth O. 
Smith, general manager of the New 
York Fire Insurance Rating Organiza- 
tion. 

“These revisions,” Mr. Smith stated, 
“add up to the most complete set of tools 
ever available to the New York State 
agent for writing of the farm class. 
Your underwriting can be now geared 
to a spread of rates representative of 
actual conditions. You no longer need 
apply the same class rate to a single 
story machine shed of masonry construc- 
tion and also to a large frame dairy 
barn with loose hay and unsafe fire 
heat. 

“The companies lost over 40 cents for 
each dollar of premium written during 
1956 in the farm class in New York 
State under the old system of class 
rates. We in the staff of the rating 
organization who have worked with your 
committees urge your careful under- 
writing of this class. Credits from the 
base rate under the farm schedule should 
be judiciously applied if we are to make 
the program a success. 


Improvements Over 1957 Program 


“On July 1, 1957, schedule rating of 
farm property was introduced in New 
York State,” Mr. Smith said. “Prior to 
that time the three county class rate 
system was in effect. In recent years, 
your association and other groups in- 
terested in the subject of farm property 
fire insurance had urged the rating 
organization to make a study of rating 
methods as applied to such property. 
Special farm committees of the Eastern 
Underwriters Association and the rating 
organization, working cooperatively with 
agents and field clubs in several areas 
of our territory, completed their work 
last spring on the new rating system, and 
the new rules and forms. 

“Briefly, the new program provided 
for schedule rating of farm outbuildings, 
made farm dwellings eligible to class 
rates for private dwellings and revised 
the farm property forms to track with 
these changes. Superior farm barns were 
made subject to inspection and rating 
by the rating organization. 

“Although the concensus has been that 
the new program was a large improve- 
ment over the three county class rate 
system, it was the opinion of the com- 
mittees which had worked together in 
the study that further improvements 
were desirable in several parts of the 
rules, the schedule and the form. Ac- 
cordingly, early last fall the farm com- 
mittee of NYFIRO, again working with 
your fire committee and agents resumed 
their studies. 

“One change was a refinement of the 
farm definition. The rule effective last 
July required application of farm prop- 
erty rates to farm outbuildings even if 
the farming operations were incidental 
to a dwelling occupancy and the farm 
products were for the occupants’ own 
use or consumption. The revised rule 
does not require application of farm 
property rules when farming is inci- 
dental to a dwelling and the products 
are for the occupants’ own use. Note 
that when incidental amounts are sold, 
farm rates, rules and forms apply to 
the farm outbuildings. 


Important Changes in Rating Schedule 


“Several important changes were made 
in the schedule for rating barns and 
outbuildings. Auxiliary buildings, pre- 
viously class rated, were made subject 
to schedule rates regardless of size or 
value,” Mr. Smith continued. 

“The schedule starts with a base rate 
of $1.70. Protective features and ap- 
proved construction conditions provide 


percentage credits which apply to the 
base rate. The credits may not exceed 
70%. 

“The credit in Item #1 in the schedule, 
has been increased from 5% to 10% anid 
the qualification modified to includ 
buildings with masonry wall only to the 
eaveplate. This is in recognition of the 
fact that many farm buildings with 
masonry walls may have frame gables 

“Item #2 is new and applies only to 
buildings with credit under Item #1 
It is in recognition of those dairy barns 
with concrete floorways separating the 
dairy herd from the hay mow. Note 
that this 5% credit applies to one story 
buildings with masonry walls when the 
floor is earthen or otherwise incombus 
tible. 

“Item #4 was revised to recognize that 
many one story machine sheds and other 
one story farm buildings are in excess 
of 20 feet in height, which was a limit 
ing factor in the previous rule. The 
revised rule, with the same credit, is 
therefore simpler in application. 

“Item #6 was revised editorially. The 
credit remains as previously, at 5%, for 
storage of hay or straw in bales only. 

Lightning Protection Credit 

“The previous rule provided 15% 
credit for approved lightning rod pro- 
tection or for all metal construction. 
During the studies conducted in the field 
and at Cornell University, the farm 
committee found that grounding of the 
all metal building construction is as 
important as grounding of the lightning 
rod installation. The revised schedule 
makes that precaution necessary, to 
qualify for credit under Item #7. 

“Item #8 has been changed editorially. 
The previous rule provided this 20% 
credit but the schedule did not describe 
or define the term fire resistive room. 
The revised rule describes the fire re- 
sistive construction as a minimum of 
4 inch masonry for floor, walls and 
ceiling. If the room is built on the 
ground, the floor may be earthen. The 
walls may be hollow masonry units and 
the 4 inch ceiling may be precast 
masonry. 

“The next item, #9 is new. It provides 
a credit of 10% in the event that only 
safely arranged permanently installed 
gas or oil heaters, connected to an ap- 
proved chimney, are used for heating 
purposes but are not cut-off in a fire 
resistive room as described in the pre- 
vious item. It is recognition of the 
safely arranged gas fired hot water 
heater in the milk room, as an example. 

“The revision in Item 11 is material; 
a new rating approach to farm fire 
protection has been prompted by im- 
provements in rural fire fighting equip- 
ment and techniques, often augmented 
by well designed farm ponds or other 
sources of water. 

Private Water Sources 

“These protection facilities are pecu 
liar to rural areas inasmuch as_ they 
are geared to the rural economy and 
needs. The farm pond used for watering 
of livestock, for soil conservation pur- 
poses and occasionally for irrigation of 
crops has been the subject of consider- 
able promotion by the State University, 
the Soil Conservation Service and the 
fire safety services in recent years. The 
results of those efforts are most en 
couraging and are apparent in the form 
of an increasing number of well designed 
ponds in various parts of the state. 

“Any success in that program can be 
attributed to awareness on the part 0! 
owners of farm property of the many 
benefits that may be derived from de- 
velopment of private water sources. 
Furthermore, the needs of rural areas to 
combat grass, brush and forest fires, to 
preserve farm resources, required im- 
provements in the fire fighting equip- 
ment in rural fire departments. As a 
result many rural departments are now 
equipped with fire apparatus carrying 

(Continued on Page 36) 
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Brewer New President; 
Blum Exec. Vice Pres. 


DOUGLASS NAMED TREASURER 








Schwab Continues as National State 
Director; Regional Vice Presidents, 
Directors Named 


Syracuse, N. Y., 
3rewer, Lockport, 





May 6—Herbert S. 
executive vice presi- 


dent of the New York Association for 
the last year, was elected president today 





BREWER 


to succeed Craig Thorn, Jr., Hudson. 
Arthur F. Blum, Rockaway Park, was 
advanced to executive vice president; 


HERBERT S. 


Robert B. Douglass, Potsdam, | was 
elected treasurer, and Past President 
Arthur L. Schwab, Staten Island, con- 


tinues as national state director. 

Regional vice presidents elected are: 
George A. Kramer, Jr., Williston Park, 
for the suburban-metropolitan division ; 
Sidney Mang, Sidney, for the East-North 
division, and Raymond A. Muth, Newark, 
for West-Central division. 





DOUGLASS 


ROBERT B. 


Other directors elected today are: 
Warren C. Magrath, Spring Valley; Wil- 
liam A, Waters, New York City, and 
Richmond E, Thompson, Valley Stream, 
all for the suburban-metropolitan division 
and all for three year terms. 

In the East-North Donald Fazioli, 
Troy, to fill out the unexpired term of 
Mr. Mang for one year, also Lennis J. 
Holloway, Gloversville, and Harold 
Nichols, Tupper Lake ,for three year 


terms in the East-North district. In 


the West-Central district the convention 
elected Philip J. Sweeney, Livonia to 
fill out the unexpired term of Mr. Muth 
and also William O. Spicer, Norwich, 
for a three year term. 

Executive committee members were 
elected by the board of directors May 
7 as follows: Richmond E. Thompson, 
Albert E. Mezey, John N. Walsh, Jr., 
Harry K. Lown. 


Brewer Career 


genial and popular pro- 
has been in insurance since 1938. 


Mr. Brewer, 
ducer, 


ARTHUR F. BLUM 


He purchased the Henry J. Brumley 
Agency in 1946 and the office is now 
known as the Brewer & Brumley 
Agency. Two additional agencies were 
purchased in 1955 and 1957. The office 
has been a member of the New York 
State Association for 36 years. Mr. 
Brewer served in World War II and in 
1948 attended the Aetna Casualty & 
Surety Sales School. In that same year 
he was awarded the Junior Chamber of 
Commerce Distinguished Service Award. 

With the NYSAIA Mr. Brewer has 





ARTHUR L. SCHWAB 


served on the executive committee and 
as a regional vice president. He has 
been co-chairman of membership de- 
velopment for two years, was treasurer 
and last year elected executive vice 
president. 

He is a past —— of the Lockport 
Board of Fire & Casualty Underwriters ; 
member of the Insurance Federation of 
New York and the insurance committee 
of the City of Lockport; chairman, Sal- 
vation Army Board; director, Niagara 





County TB Association; past president, 
Exchange Club; member of the Ameri- 
can Legion, Masons, Elks, Tuscarora 
Club of Lockport, Lockport Town and 
Country Club, Transit Valley Country 
Club and Olcott Yacht Club. 


Arthur F. Blum 


Mr. Blum operates the insurance and 
real estate agency of Walter H. Blum 
& Sons at Rockaway Park, Long Island, 
with his brothers William J. and Walter 
J. Blum. A graduate of Far Rockaway 
High School he attended Fordham and 
Columbia Universities and classes of 
the Insurance Society of New York. 

Mr. Blum serves as a director of the 
Insurance Federation of New York and 
is past chairman of the federation’s 
membership committee. He is a past 
president of the Queens County agents’ 
association and has been a director and 
member of the executive committee of 
the New York State Association. For 
the last year he has been treasurer of 
the state association. 

In civic activities Mr. Blum is a 
director of the Rockaway Park Business- 
men’s Association and of the Chamber 
of Commerce of the Rockaways, member 
of the American Legion, Catholic War 
Veterans and Knights of Columbus, also 
the Long Island Real Estate Board. He 
resides at Bell Harbor. 


Robert B. Douglass 


Mr. Douglass, the new treasurer, has 
been a director-at-large and member of 
the executive committee of the New 
York State Association, and has repre- 
sented the association at many New 
York Department and legislative hear- 
ings as chairman of the legislative com- 
mittee. He has been chairman of the 
education and agency management com- 
mittee, convention and forum committees 
and on the membership committee. He 
serves now as president of the Insurance 
Federation of the State of New York, 
a high post in the insurance industry. 

Mr. Douglass of Potsdam was gradu- 
ated from Syracuse University in 1942 
and entered insurance that year as man- 
ager of the Potsdam branch of the 
Milton M. Pitt Agency of Canton. He 
bought the branch office in 1946 and 
operates his own insurance and real 
estate agency. In his home community 
he is past secretary, Potsdam Rotary 
Club, member of executive council, Boy 
Scouts of America at St. Lawrence and 
holds other civic posts. 


Arthur L. Schwab 


L. Schwab is one of the lead- 
ing figures in the New York State 
Association and also in the National 
Association. He served as president of 
the state association in 1954-56 and has 
been national state director since 1956. 
He is likewise now second vice chairman 
of the Eastern Agents Conference and 
in line for election as chairman in 1960. 

For the NAIA Mr. Schwab was a 
member of the agency management com- 
mittee from 1950 to 1952, chairman of 
that committee for the next two years 
in which it prepared the well known 
agency cost study of 1953, and recipient 
in that year of a Presidential Citation 
from President Walter Sheldon. 

A tireless worker, Mr. Schwab has 
shown intense interest in agents’ activi- 
ties beyond the duties of the various 
high offices he has held. At the present 
time he is chairman of the public rela- 
tions committee of the New York State 
Association, for about a year carried 
on many duties of the executive sécre- 
tary of the state organization at Syra- 
cuse and was constantly in Albany during 
the legislative session this year, and in 
past years. During the years he has 
been PR chairman the New York Asso- 
ciation has received more widespread 
publicity in newspapers throughout the 
state than at any time in the past. 

Son of a well known agent on Staten 
Island, Arthur Schwab was graduated 
from Cornell University and entered in- 
surance in 1938 with Moffatt & Schwab, 
Inc. The agency had been established 


Art hur 


Mandatory Deductible 
For N. Y. Suggested 


FOR WIND AND HAIL LOSSES 


Dodd, Orange County, Also Favors 
Heavy Charge to Remove Deductible; 
Should Exclude TV Antennas 
Syracuse, N. Y., May 5—A $50 manda- 
tory deductible clause applying to wind- 
storm and hail losses under Extended 
Coverage Endorsement No. 4 in New 
York State is favored by Orange Coun- 
ty Association of Insurance Agents. 
President Frank P. Dodd of that group 
told the New York State convention this 
morning that companies are entitled to 
a profit on their underwriting, but at 
the same time the cost of extended cov- 
erage should be kept within the means 
of the average property owner. It is ap- 
parent, he said, by past experience that 
a high rate is necessary or use of a 
deductible made compulsory, with pen- 
alty charges for those assureds who in- 

sist upon full insurance. 

Mr. Dodd said also that perhaps New 
York State would consider boosting 
windstorm and hail deductibles to $100, 
which is now under study in New Eng- 
land. He said that in the Homeowners 
“C” policy, “When a windstorm or hail 
loss exceeds $500, including the amount 
of the deductible, the $50 deductible 
clause in the policy form does not ap- 
ply. Perhaps this provision could be in- 
corporated in the $100 deductible pro- 
posal. If the $50 deductible is manda- 
tory, perhaps the $100 deductible could 
be made optional, subject to the proper 
rate adjustment. 

Inconsistent Charges 

“For an industry which prides itself 
on its ratemaking methods, I believe 
that we are quite inconsistent in deal- 
ing with the charges to remove a wind- 
storm deductible. An owner of a 
dwelling with a $10,000 fire insurance 
policy must pay an additional three year 
premium of $30 to remove a $50 deduc- 
tible clause. His neighbor with a $50,000 
policy must pay an additional premium 
of $150 to remove this same deductible 
clause, resulting in a difference of 
$120 between these two policyholders. It 
has been my experience that those in- 
sureds with sizable amounts of insur- 
ance will generally purchase deductible 
extended coverage. These homes usually 
are well maintained and often of su- 
perior construction. 

“The policyholder with low limits of 


(Continued on Page 31) 














in 1898. Arthur became president in 
1941 following the death of his father, 
Anton L. Schwab, who had served as 
president of the Suburban New York 
Association of Insurance Agents. 

In 1942 Mr. Schwab enlisted in the 
Air Force as an aviation cadet and 
became flight commander of a B-17 in 
overseas combat duty. He was discharged 
in 1946 with the rank of captain. In 
1949 he received the Chartered Property 
and Casualty Underwriter designation. 

Before holding posts in the New York 
Association Mr. Schwab served as presi- 
dent of the Richmond County Associa- 
tion and as a director in the Suburban 
Association. He became a director of 
the state association in 1947 and went 
on the executive committee the follow- 
ing year. He was chairman of the 
membership committee for three years 
and served as executive vice president 
from 1952 to 1954. 

Mr. Schwab is a director of the New 
York State Insurance Speakers Bureau. 
His civic activities have included division 
chairman of Community Chest drive 
some years ago, member of the advisory 
board of Salvation Army, member of 
board of directors of the Visiting Nurse 
Association, treasurer and. at present 
director of the Cerebral Palsy Treat- 
ment Center and finance committee of 


-Republic County Organization. 
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RENTAL 
INCLUDES: 


Electricity * Cleaning Service 
Acoustical ceilings with 
recessed fluorescent fixtures ° 


Asphalt tile flooring... 








OFFICE PRESTIGE INSURANCE IN THE HEART OF THE INSURANCE DISTRICT 


j23 
William 
Street 


coset! 
7 
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20,825 SQUARE FEET 
STILL AVAILABLE 


' FOR IMMEDIATE POSSESSION | 


Just three units—a 25th (tower) floor unit of 
9,025 sq. ft., a South Ground Floor unit of 9,600 
sq. ft., and a North Ground Floor unit of 

2,200 sq. ft.—remain available at this address of distinction . . . in this most desirable 
location. Functional planning, the newest concepts in lighting, and individually 
controlled air-conditioning make these units the ultimate in impressive, 

efficient office interiors. 


The names of the companies and organizations that have chosen to locate in this new 


26-story prestige office building are an implicit testimonial to its desirability. 
Your firm can still be included among: 


HARTFORD FIRE INSURANCE COMPANY * MARINE OFFICE OF AMERICA * THE 
AMERICAN INSURANCE COMPANY + NEW YORK STATE INSURANCE DEPART- 
MENT * GENERAL ADJUSTMENT BUREAU, INC. * THE LONDON ASSURANCE 
THE GOLD FIELDS AMERICAN DEVELOPMENT COMPANY, LTD. * AMERICAN 
CASUALTY COMPANY OF READING, PA. * THE PRUDENTIAL INSURANCE COM- 
PANY OF AMERICA °* PRITCHARD & BAIRD 


PLEASE CONTACT YOUR OWN BROKER OR OWNER: CLARSON COMPANY 
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NEW OFFICE FACILITIES AT 


ONE OF 











THE FINEST 7 


ADDRESSES 


in the insurance district 


55 John Street 


55 JOHN STREET IS 

PART OF AND CONNECTS 
DIRECTLY WITH 

123 WILLIAM STREET 






RENTAL INCLUDES: ELECTRICITY * CLEANING SERVICE * ACOUSTICAL TILE 
CEILINGS WITH RECESSED FLUORESCENT LIGHTING * ASPHALT TILE FLOORING 


Complete Floors Available: 


One of the most famous addresses in the Insurance District—now a dean's. 800-enee emu nook — 5,320 90. Fr, 
transformed into a modern, completely air-conditioned building . . . 5TH FLOOR — 5,320 SQ. FT. 12TH FLOOR — 5,070 SQ. FT. 
with a handsome new marble and steel lobby, and four ultra-modern, inhi ilies i aa 

high-speed, electronically controlled elevators. DIVIDED UNITS FROM 1,300 SQ. FT. 


PLEASE CONTACT YOUR OWN BROKER OR OWNER: CLARSON COMPANY 


9 to 15 









CONVENIENT NEW STORAGE FACILITIES IN DEPTH 


9 to 15 Dutch Street 


41,833 SQUARE FEET OF STORAGE SPACE 









; : Struet 


B55 Yo E 





Wham 
Street 






Now under construction—this new 6-story and basement elevator 
building, designed for storage space facilities. air-conditioned, 
fireproof . . . ideal for storage of valuable records. 





‘JOHN STREET 


FLOORS AVAILABLE: 


eae P ; BASEMENT — 5,972 SQ. FT. 4TH FLOOR— 6,511 SQ. FT. 
FOR EXTRA CONVENIENCE, this building will have direct access (by ven ‘nnn’. aicuweeniys eel I ay eT 
tunnel under Dutch St.) to 123 William St. and to 55 John St. abs eal iam if wie 
ee 2ND FLOOR — 6,511 SQ. FT. - 6TH FLOOR— 3,095 SQ. FT. 

office buildings. 
3RD FLOOR — 6,511 SQ. FT. TOTAL — 41,833 SQ. FT. 





CONTACT YOUR OWN BROKER OR OWNER: CLARSON COMPANY ° BUILDER: DIESEL CONSTRUCTION CO., INC. * ARCHITECT: HARRY ALPER 
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Resolutions 


(Continued from Page 1) 


tem must aggressively seek out a larger 
share of the potential market; ; 

“Whereas, we are ever cognizant of 
the importance of good public relations 
for public acceptance of our product and 
must fully acquaint the public of the 
value of our professional services; 

“Be it resolved, that the incoming ad- 
ministration appoint a committee whose 
duties it shall be to study and recom- 
mend for action to our board of direc- 
tors, the ‘Ontario Public Relations Plan’ 
with the purpose of determining the 
adaptability of such a program to New 
York State.” 

Second: “Whereas, the New York 
State Association is mindful of the need 
of a public relations program which 
would educate the public regarding the 
insurance industry; 

“Whereas, many public relations pro- 
grams to date have been scattered in 
their approach and thereby ‘have not de- 
scribed a complete picture; 

“Be it resolved that this convention 
commend the public relations program 
that has been initiated by the Eastern 
Underwriters Association and the Asso- 
ciation of Casualty & Surety Companies 
for public education and urges that a 
common program by the property and 
casualty companies be initiated along 
the same lines.” 


Additional Resolutions 


Additional resolutions urged Governor 
Harriman and the legislature to see that 
traffic laws are strictly enforced and 
that new laws be passed as needed to 
make the highways safer, so as to reduce 
accidents; that further discussions be 
held by state association leaders with 
company bureaus to improve company- 
agents relationships; that the EUA and 
the New York Fire Insurance Rating 
Organization be commended “for the 
splendid working relationship established 
during formation of the entirely new 
concept of farm underwriting”; that the 
new state administration study advisa- 
bility of sponsoring a law in New York 
compelling out-of-state agents to secure 
licenses here in order to receive com- 
missions on business originating here, 
just as New York agents have to secure 
licenses and pay fees under countersig- 
nature laws in 25 other states. 

President Craig Thorn, Jr., presided at 
this convention which had a registration 
of about 950 agents, company repre- 
sentatives and others, a total slightly 
under the record figure of 1957. 

Thorn on Commissions and Conferences 


President Thorn told the convention 
today that he foresees a trend toward 
individual treatment of agents, nation- 


ally, on commissions. He believes there 
is a move toward treating each agent on 
his merits rather than continuing in- 
definitely fixed percentages for all 
agents. He also told the agents “not to 
worry too much about the provisional 
rate endorsement on auto liability pol- 
icies in New York.” This endorsement, 
adopted by casualty companies, would 
make retroactive to March any rate in- 
crease which might be gained by favor- 
able court decision. This endorsement 
has aroused widespread opposition 
among agents who feel it would cost 
companies and producers more to carry 
out than would be gained in additional 
premiums 

He revealed there have been and will 
be further frank conferences with top 
executives of companies in Association 
of Casualty & Surety Companies in the 
hope of getting out of present troubles 
in this state. 

Hults and Wikler on Compulsory 


At a press panel today, with questions 
being thrown at Insurance Superintend- 
ent Julius S. Wikler of New York, Vice 
President Archie M. Slawsby of the 
NAIA and State Senator William S. 
Hults, Jr., Port Washington—who is a 


member of the New York Association— 


the Senator and Supt. Wikler tended to 
minimize bad effects of the compulsory 
auto insurance law in pose! York. Sen. 
Hults said he feels the law has worked 
rather well, from what he hears. He ad- 
mitted he cannot offer any real evalua- 
tion for another year, Meanwhile he 
would not consider any proposed 
changes. He admitted the law will not 
promote highway safety, but it was not 
designed to do that. 

Supt. Wikler said that in 1956, prior to 
the compulsory law and requested rate 
boosts, there were 176,000 risks put into 
the Assigned Risk Plan. In 1957, after 
the compulsory law was in effect and 
some months following the turned down 
request for rate increases, the number of 
assigned risks had increased to 225,000. 
The increase of 49,000 he termed only 
1% of the cars insured in New York. 

Mr. Slawsby said the National Asso- 
ciation directors are to reexamine their 
attitude on direct billing and continuous 
policies by companies. He did not indi- 
cate there would or would not be any 
change in present opposition to such. On 
graded commissions he said there would 
have to be a realistic approach and pre- 
miums large. On small premiums he says 
many agents are today losing money on 
their present flat commissions, 

On the matter of Federal versus state 
regulation Mr. Slawsby said he hopes 
state regulation can curb some of the 
“misleading advertising’ in national 
magazines by certain independent in- 
surers, He does not accept their state- 
ments on lower selling costs, for al- 
though commissions may be smaller 
there are many other acquisition ex- 
penses including the highly expensive 
TV, radio and magazine advertising. 
Unless “someone at state level moves to 
take an interest in unethical advertising, 
the U. S. government may step in, which 
I would deeply regret to see happen.” 

Statistics on Compulsory Insurance 

Richard H. Barrell, chief damages 
evaluator, New York Motor Vehicle 
Bureau, presented data collected during 
the first full year of operations of com- 
pulsory auto insurance. From February 
1, 1957, to January 31 this year there 
were 185 accidents reported wherein ve- 
hicles registered in New York were un- 
insured. As a result the registration 
pilates of 235 individuals were revoked 
for one year. Fifty of these individuals 
were not owners of the uninsured cars. 
The number of residents involved in un- 
insured accidents was reduced in one 
year by over 99%, or from 75,185 to 235. 
He stated, therefore, that “compulsory 
insurance certainly has practically elimi- 
nated the uninsured accident as far as 
New York registered vehicles are con- 
cerned.” 

Accidents involving out-of-state cars 
present a different picture, Mr. Barrell 
said. There were 36,533 revocations 
issued against non-residents during the 
same 12 month period. About 14,000 of 
these were subsequently rescinded when 
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proof of insurance coverage meeting 
New York requirements was submitted. 
Over 22,000 did not furnish such proof. 

Mr. Barrell stated that in one year of 
operation the Bureau now has a file of 
7,000,000 insurance certificates. These in- 
clude cross-references. There have been 
1,008,937 notices of termination, FS-4’s, 
during this period. For the first four 
months of 1958, he said, “we have re- 
ceived 473,882 terminations and if the 
same ratio continues we will probably 
hit 1,421,640 for this year. Unless there 
is a decided improvement in the filing 
of superceding FS-1 certificates there 
will be a corresponding increase in the 
number of unnecessary revocations with 
the attendant annoyance, inconveniece 
and additional needless expense for all 
concerned 

“Every FS-4 certificate must be 
searched against the financial security 
file to determine whether new coverage 
has been obtained and without a lapse 
of coverage. We issued 265,385 thirty- 
day revocations because there is no evi 
dence of new insurance in our files at 
the time the FS-4’s were searched. A 
total of 112,505 revocations were subse- 
quently rescinded and of this figure al- 
most 95% were due to belated filings 
by insurance companies or agents. These 
could have been avoided in the first 
place if the new or superceding FS-1 
certificate had been promptly filed with 
the Motor Vehicle Bureau. 

Bars Tie-Up With Premiums 

“It has been alleged that many FS-1’s 

are withheld until the premium is col- 


lected. The Motor Vehicle Bureau is 
not a_ collection agency for the insur- 
ance industry. If the policy or binder 


is in effect, the FS-1 certificate should 
be mailed without delay to the Motor 
Vehicle Bureau in Albany. 

“Very shortly,” Mr. Barrell revealed, 
a new regulation will be adopted and 


“ 
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put into effect by both the Insurance 


Department and the Motor Vehicle 
Bureau, This regulation will probably 
specify that within five working days 


after effective date of a policy or binder 
the superceding FS-1 certificate must be 
filed with the Commissioner of Motor 
Vehicles. This regulation will be applica- 
ble only to those cases where a change 
of insurance carrier takes place. It would 
not apply for transfer of coverage from 
one vehicle to another when the insur- 
ance remains in the same company. 
Strict adherence to this regulation should 
go a long way toward eliminating thou- 
sands of unnecessary revocations and 
at the same time save considerable extra 
detail on the part of insurance com- 
panies, their agents and the Motor Ve- 
hicle Bureau.” 


Need to Broaden Comprehensive 
Liability Form 

Loopholes in the comprehensive gen- 
eral liability policy call ultimately for a 
new broader form of coverage, speakers 
stated at the convention. 

A morning session May 6 was devoted 
to “A New Look at the Comprehensive 
General Liability Policy’ by a_ panel 
from the Buffalo Chapter of The Society 
of Chartered Property and Casualty Un- 
derwriters, The speakers included Her- 
bert C. Cox, CPCU, insurance consultant, 
chairman, and John P,. Adams, CPCU, of 
the Security of New Haven, Robert P. 
Lentz, Jr., CPCU, president of the Buf- 
falo Fire Office, Inc., and G. E. Spitz- 
miller, president of Richard L. Wood & 
Co., Inc. 

There are areas of doubtful coverage 
in. the present comprehensive general 
liability policy, Mr. Cox declared. Fur- 
thermore, claims have arisen where cov- 
erage has not been afforded despite the 
fact that the policyholder believed he had 
an all inclusive contract. There are a 
number of means available for broaden- 
ing the present policy, but procedures 
are not uniform and they have not been 
sufficiently publicized, he said. 

A new “package” standardized broad 
form endorsement, if made available to 
all, would curtail adverse selection 
against the insurance companies. Fur- 
thermore, it would make it easier for the 
insuring public to protect itself against 
all reasonable liability contingencies 
without having to pick and choose which 
separate coverage might be important, 
when lack of any one could spell dis- 
aster! 

“The insurance buyer,” said Mr. Cox, 
“should be willing to pay for closing 
some of the loopholes in coverage with 
which he has been living, knowingly or 
otherwise.” He suggested a percentage 
charge of basic policy premium for tlie 
new endorsement, 


Exclusions Weaken Policy 


Some exclusions represent a_ serious 
weakening of the present contract, Mr. 
Adams said. Even the recent broad form 
property damage coverage endorsement 


May 9, 1958 
























































eennvenife) 





saseeve[s} 


“ance 
hicle 
yably 
days 
inder 
st be 
[otor 
lica- 
ange 
‘ould 
from 
isur- 
any. 
ould 


tion 
‘ur- 

the 
inst 
cies 
lich 
ant, 
dis- 


“ole 
ing 
vith 

or 
age 


the 


OuUS 
Mr. 


rm 








May 9, 1958 





UNDERWRITER 














ii re——+ 











New York State 


Association 





merely clarifies the meaning of “care, 
custody or control” and cannot be said 
to grant much additional coverage. 
With the new broad form endorse- 
ment proposed by the CPCU Buffalo 
Chapter, the so-called care, custody or 
control exclusion would be modified so 
that damage to all real property of 
others would be covered, as well as 
personal property of others away from 


the premises of the insured (except 
while being transported). ; 
The usual water damage exclusion 


would be eliminated in its entirety so 
that, for example, an insured tenant 
would have protection for liability for 
damage to the building or to the prop- 
erty of other tenants caused by an over- 
flowing sink, Mr. Adams explained. 

Coverage should be afforded, he said, 
for a firm’s liability in connection with 
the use of airplanes or watercraft not 
owned by the firm but used by an em- 
ploye on firm’s business. An employer 
needs this protection since ‘he doesn’t 
always know about the exposure. 

Broader Coverage Needed 

Substitution of the word “occurrence” 
for “accident” would unquestionably 
provide a needed broadening of cov- 
erage, Mr. Lentz stated. Intentional 
damage would, of course, still have to 
be excluded since it would be contrary 
to public policy to afford such coverage. 

Recently a number of personal injury 
claims have arisen and coverage for 
false arrest, libel, slander, invasion of 
privacy, etc., is becoming more import- 
ant. The new broad form endorsement 
would not only include the coverage 
found in the Bureau personal injury en- 
dorsement but would omit the exclu- 
sions regarding advertisers’ liability and 
personal injury claims of employes, Mr. 
Lentz explained. 

Blanket contractual liability coverage 
for all written hold-harmless agreements 
would also be afforded by the proposed 
new endorsement, for better protection 
for the public, he said. 

Single Limit of Liability 

“How much is enough?” was a ques- 
tion posed by Mr. Spitzmiller in his 
discussion of adequate limits of lia- 
bility. “We can be guided somewhat by 
past experience, but even court awards 
and out-of-court settlements vary con- 
siderably by area, Generally speaking, 
metropolitan areas seem to be the source 
of more liberal awards than rural areas,” 
he said. 

\n award of $750,000 for injuries to a 
nine year old boy in Chicago was ap- 
pealed, but prior to trial was settled for 
$600,000. A case involving defective plugs 
which necessitated re-drilling three oil 
wells resulted in a property damage lia- 
bility verdict of some $170,000. The 
Texas City disaster or the Standard Oil 
of Indiana fire, if traced to the careless 
act of an employe, could have resulted 
in a fantastic property damage claim. 

“The idea that limits of $100/300,000 
bodily injury and $25,000 property dam- 
age are adequate is completely out-of- 
date. It is obvious that the selection of 
Proper limits is a difficult one for the 
insurance buyer, the agent or the insur- 
ance advisor. A single limit of liability 
would go far in simplifying this prob- 
lem,” Mr. Spitzmiller declared. 

“Company attitudes vary widely on 
deductibles,” he noted. Some companies 
Prefer and insist on their use. Others 
are reluctant to allow deductibles on the 
basis that the credits are excessive. In 
view of the considerably broader cover- 
age contemplated by the proposed broad 
form endorsement, particularly in the 
area of property in the care, custody or 
control of the insured, the inclusion of 
a mandatory $100 property damage de- 
ductible was recommended. 


Dodd on Deductible 


(Continued from Page 27) 

Insurance will, however, tend to pur 
chase full extended coverage resulting 
in no deductible coverage being written 
on inferior maintained and constructed 
omes, This is certainly an example of 





Nassau County Assn. Wins 
London Assurance Trophy 


Syracuse, May.6—The 16th annual 
London Assurance public relations 
trophy competition was won by the 


Nassau County (N.Y.) Association of 
Insurance Agents, Inc., it was announced 
here today at the closing session of this 
annual convention. 

Second and third prize winners were 
the Insurance Agents Association of 
Monroe County, Inc., and the Utica 
Association of Insurance Agents, Inc. 

The trophy is awarded each year to 
a local board in New York State judged 
to have been outstanding in promoting 
capital stock property insurance in its 
community. Judging is handled by the 
New York Association through a special 
committee. Kenneth J. Bidwelk chief 
executive officer of The London Group, 
made the presentation. 

The Nassau County Association has 
sponsored successful programs during 
the past year in the fields of improved 
agency service, public education on 
property insurance and public service. 





Brooks Warns Agents 
Not to Extend Credit 


Syracuse, N. Y., May 5—Walter F. 
Brooks, Deputy Insurance Superintend- 
ent of New York, strongly warned agents 
not to be careless in extending credit to 
clients, as the number of delinquent 
agency balances is on the uptrend. He 
stated agents should not be in the 
finance business, but let banks and 
finance companies handle that task. He 
said the New York Department will be 
checking more agencies in the coming 
year to ascertain whether there is vio- 
lation of the Commingling law. 

Out of 130 investigations in 1957 Mr. 
Brooks said the Department had col- 
lected over $5,000 in fines from 23 agen- 
cies for violations. The collection prob- 
lem is not yet bad in New York State, 
he observed, but more difficulties are 
reported than in recent years. Some of 
these deficiencies involve old-established 
agencies he revealed. Any agent, he 
said, who extends credit is headed for 
trouble unless he has plenty of personal 
capital for financing purposes. 





adverse selection to the insurance com- 
panies,’ Mr. Dodd stressed. 

“Tt would suggest serious consideration 
be given to making a flat charge to 
remove the $50 deductible clause (such 
as $5 per policy per annum). The al- 
ternative to the complications and cum- 
bersome full coverage premium charges 
is to sell only the deductible coverage. 
T note that in Kansas and Oklahoma 
a charge of $18 per item, per policy, per 
year is made. The obvious purpose is 
to discourage full coverage in those 
states where the Commissioner insists 
the deductible must be optional. 


Exclude TV Risks 

“We believe that outdoor television 
antennas, masts and towers should be 
excluded from coverage in any insurance 
form for the perils of windstorm and 
hail. Notwithstanding the school of 
thought that it is good public relations 
to pay an occasional windstorm loss. 
we feel that outdoor television anten- 
nas are not acceptable subjects of in- 
surance. 

“If television antennas are not to be 
excluded from the homeowners policies, 
we believe they should be included (and 
so stated) under the dwelling coverage, 
and therefore, subject to the replace- 
ment cost provisions of the policies. 
Also under specific television antenna 
policies, consideration should be given to 
affording coverage without any depreci- 
ation, assuming a proper premium was 
charged. The subject of depreciation on 
television antenna losses probably causes 
as much dissatisfaction with the insur- 
ance buyer as any other subject in the 
property insurance field,” stated Mr. 


Dodd. 








To Our Producer Friends: 
A. & H. and LIFE IS THE WAY! 


Now—in a period of increasingly keen 


FIRE 


competition-is the time for producers, 
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espe- 


cially those of you new in the business, to 
tell all clients about the many advantages 
of having the latest and best in modern, 

streamlined INCOME PROTECTION. 


We strongly urge agents and brokers, 
intent on building up a quality clientele, who 
are willing to accept the challenge of modern 
selling and underwriting techniques, to bring 
your problems to us. 


We have the know-how and will help you replace 
commissions you have lost due to reductions in some 
of your other lines. 


All of our facilities are centralized 
UNDER ONE ROOF which enables our agents 

and brokers to render efficient service 
QUICKLY. 


Give close attention to the A. & H. and 
Life coverages, all the latest on the market, 
which are listed below. You can be certain 
that if you recommend them to your clients 
you will be adding to their security and 
peace of mind. At the same time your own 
commission earnings will increase. 


BONDS 





ON-CANCELABLE A. & H. 


GUARANTEED RENEWABLE 


Adjustable Premium 


SUBSTANDARD A. & H. 
LIFE INSURANCE—PAR or NON-PAR 


Quantity Discounts 


OSPITALIZATION 
Individual or Family 


SPECIAL RISKS 


Jumbo Lines—Athletics 
Theatrical Productions 


Test our Services today! 


Yours sincerely, 


EMPLOYEE GROUP—A. & H. or LIFE 
AVIATION—COMMON CARRIER 


CANCER—New Employee Group—and now 
MAJOR MEDICAL—Individual or Family 
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Thorn On Reorganization Plan For 
State Assn., Legislation, Local Ads. 


_ N. Y., May 6—Several lead 
ing subjects before the New York State 
Association were discussed by President 
Craig Thorn, Jr., Hudson, in his admin- 
istration report presented today to the 
annual convention. He outlined the as- 


sociation reorganization plan, Syracuse! 


office plans, membership, which now to- 
tals 2,200 agencies, agency company 
relations, legislation, cooperation with 
companies and national advertising cam- 
paign. Extracts from his report follow: 

“Resignation of executive secretary 
John Mayer last July led to a complete 
job analysis of the Syracuse office, last- 
ing over a period of months. During this 
time we moved into our far better quar- 
ters on James Street, purchased much 
needed equipment for our present size 
operation and gradually put into effect 
a streamlined office routine. Most im- 
portant decision from all this is that 
our particular state association can and 
should function with a large number of 
carefully selected, hardworking agents 


serving in numerous capacities. This 
means a highly complex organization. 
It represents a real challenge. 


“Our executive secretary will then be 
free to travel about the state working 
and visiting with local boards, building 
up the all important liaison between 
these local boards and the state associa- 
tion. From this analysis also stemmed 
the reorganization plan before the con- 
vention. This re-division of responsi- 
bility is overdue and very important. 

“If the convention approves this re- 
organization plan, the state will be di- 
vided into three districts. Each district 
will be in charge of a vice president who 
in turn will have directors working un- 
der him, each responsible for certain 
local boards and areas. The vice pres- 
ident will hold meetings with his direc- 
tors several times during the year and 
will always know what is happening in 
his district. He will report back to the 
executive committee and directors as 
a member of both boards. His will be 
an all-important position and his work 
will relieve the president and his offi- 
cers of some of their time consuming 
duties,” Mr. Thorn stated. 


Agent-Company Relationship 


“In the middle of our summit confer- 
ences last summer and fall with company 
executives, came the bombshell of the 
re-filing by the casualty bureau for in- 
creased auto liability rates with a lower 
acquisition cost. Company presidents 
received hundreds of letters in protest. 
Sputnik No. 2 was the refusal of the In- 
surance Superintendent to grant any in- 
crease, a complete surprise to all seg- 
ments of the industry. This unfortunate 
action placed us in the same corner with 
our companies to guard against the pos- 
sibility of no auto market at all in this 
state. We fought against the lack of 
discussion on the re-filing; we fought 
against the Superintendent’s rejection of 
any rate increase; we fought against the 
freezing auto market and we _ fought 
against the resulting lowering of auto 
commissions by many companies. 

“All during these trying times, we have 
been working quietly with company ex- 
ecutives trying to bring some order out 
of this chaos. We are happy to report 
that two meetings have been held with 
the conference committee of the Asso- 
ciation of Casualty and Surety Compa- 
nies. Because of these meetings, there 
have been recent indications of an ap- 
proaching liaison between our associa- 
tion and the companies that may help 
tremendously. Already we have had sev- 
eral meetings with the casualty bureau 








CRAIG THORN, JR. 


in a good, conference type atmosphere. 

“You have had reports in some de- 
tail on the many bills introduced by the 
association. Our legislative committee 
can well rest on the laurels of the one 
bill they nursed into law, the unearned 
premium reserve bill which protects 
you and your policyholder if a company 
goes into liquidation. Their other legis- 
lation, much of it of a highly contro- 
versial nature, progressed much further 
than we anticipated. The groundwork 
has been well laid for further accom- 
plishment next year. Present strategy 
is to start working now in May toward 
next year’s session. 


Fire Safety Committee 


“In the field of public relations, your 
association adopted a unique program in 
its fire safety contest among the vol- 
unteer and paid fire departments of the 
state. The response of over 50 entries 
was surprisingly good. We are happy 
to have the winning chiefs as our con- 
vention guests. What better friends to 
cultivate than the firemen of our com- 
munities? Every local board should par- 
ticipate in this,” President Thorn 
stressed. 


Farm Fire Committee 


“A most encouraging development this 
vear has been the close tie-in with our 
farm fire committee and the EUA and 
the NYFIRO. Working in close cooper- 
ation with these men gave birth to a 
brand new concept of farm underwrit- 
ing, the first major change in a quarter 
of a century. Aggressive agents are 
using this new program to pick un size- 
able premium volume of previously lost 
farm business. 

“As this goes to the printer, our mem- 
bership stands at a healthy figure of 
2,200, an increase of 133 over this time 
last year, and this, despite all the 
vexing problems that have taken our 
time. We picked up 240 new members 
during the year and lost 107, most all 
of the latter caused by death, retire- 
ment or merger. 


National Advertising Campaign 


“New York State got the jump on the 
rest of the country on this advertising 
campaign, the answer of the independ- 
ent local agent to the direct writer, the 
greatest program of its kind ever at- 
tempted on a national basis. We still 
lead the entire country in money sub- 
scribed, now nearly 
“You have read the ads already in 





Accident Occurrence 
Asked as Rate Basis 


MERIT RATING PI PLAN OFFERED 





Foster of Rochester Presents Formula 
Designed to Give Stiff Rate Penal- 
ties to Those Causing Accidents 





Syracuse, N. ¥., May 5—A new merit 
rating plan for individual private passen- 
ger car risks was offered today by Ed- 


win V. Foster, head of his own agency 
and past president of the Insurance 


Agents Association of Monroe County, 
N. Y., when he addressed the New York 
agents’ convention this morning. He 
feels that those who have accidents 
should contribute more to insurance 
funds than those who are accident 
free. His plan would be based on terri- 
tory, plus occurrence of accidents. Ex- 
plaining its operation, with the Roch- 
ester area as an example, he said: 

“We will take as a base rate twice the 
1A rate. In Rochester, for limits of 
$10/20/5, this would be $128. By avoid- 
ing accidents, a driver can, in three 
years, reduce this rate 50% to $64. By 
having accidents each year, he can 
penalize himself to the extent of 100% 
additional charge so that he will be pay- 
ing $256. Thus there is a total range 
of rates from the present class 1A rate 
to four times that 1A rate. The rate 
schedule would be as follows at Roch- 
ester for $10,000 - $20,000 BI and $5,000 
PD: 


$256.00 + 100% 

230.40 + 80% 

204.80 + 60% 

179.20 + 40% 

153.60 + 20% 

Base rate 128.00 

102.40 - 20% 

76.80 — 40% 

Present 1A rate 64.00 — 50% 


How Rate Changes Work 


“All car owners for the first time 
would take the basic rate of $128. Each 
year of accident-free driving lowers the 
rate to the next lower level. An accident 
during any one year will increase it to 
the next higher level. Two accidents 
during one year increases it two levels 
higher. A first-car owner starting at the 
base rate (includes all drivers) can at- 
tain the lowest rate by having three 
accident-free years. 

“A veteran car owner of three or 
more accident-free years can start at 
the lowest rate and maintain that rate 





Life, Saturday Evening Post, Look, 
Farm Journal, Sunday supplements and 
Reader’s Digest and you have probably 
watched Dave Garroway in action. The 
approach is good, but it must be backed 
up by your own personal use of na- 
tional or other advertising media. Choose 
your gimmicks and start using them im- 
mediately. Keep after your local board 
for joint advertising. Why not every 
city and village with a billboard poster ? 
Why not every radio station with spot 
commercials on the way you do _ busi- 
ness? The national seal of the inde- 
pendent local agent must become a 
by-word to the American public. 

“We could talk about the 700 talks 
given all over the state by the Speakers 
Bureau, of the work done by the auto 
dealers competition committee, of the 
regional meetings that drew 2,500 agents, 
of the very successful agency manage- 
ment school at the Sagamore, of the 
never ending problems facing the casu- 
alty committee, of the many conferences 
with brokers’ groups and with the Mu- 
tual Agents Association, of the agency 
cost survey now being conducted, of 
problems with the Motor Vehicle Bu- 
reau and the Insurance Department and 
the Superintendent, of the fine sym- 
pathy and help from your national offi- 
cers and executive committee and their 
New York City staff.” 





if he has no accidents. Each insured 
would make his own rate and be encour- 
aged to drive safely. The rate is always 
changing except for those at top pre- 
mium who continue to have accidents 
and those at lowest premium rate who 
do not have accidents,” Mr. Foster said. 

“There are two methods of controlling 
rates, a claim rating bureau through 
which all dailies would pass (similar to 
the New York Fire Insurance Rating 
Organization as regards fire insurance) 
or the company records. Now that we 
have compulsory filing of reports hy 
State Law, and these reports are avail- 
able to all insurance companies, this does 
not present the problem that previous 
rating plans did in the early thirties and 
just before World War II. The com- 
pany records method is preferred. 

“The occurrence of an accident is 
recommended as a rate-making factor 
rather than an accident showing lia- 
bility because there is always a ques- 
tion of liability and many claims are 
compromised. An insured cannot dis- 
agree as to whether an accident hap- 
pened but can feel badly about a claim 
paid to buy a release. Good drivers may 
be involved in a parking or rear-end 
accident, not their fault, but this will 
merely mean a higher rate (in most 
cases only 10%) for one year after 
which they will be back at the lowest 
rate again. This is a proper contribu- 
tion on their part for the expense 
caused.” 


Firemen’s Award Contest 


Winners Are Honored 
Syracuse, N. Y., May 6—Winners of 
the Firemen’s Award Contest, represent- 
ing Jamestown for paid departments and 
Elmsford, Westchester County, for 
volunteer departments attended the ann- 
ual banquet tonight to receive engraved 
trophies. The chiefs of these depart- 
ments were present with their wives. 

Sidney Mang, chairman of the fire 
safety committee of the state associa- 
tion, thanked local boards for their 
cooperation in carrying on area contests 
among fire departments, many of whom 
participated. On other activities Mr. 
Mang said: 

“Study was given to a Christmas tree 
tagging program under which local 
boards could distribute tags carrying 
fire safety suggestions to be attached 
to the Christmas trees, and we believe 
that this project is worthy of further 
consideration. 

“Our committee has found _ that 
throughout our state there are excellent 
fire prevention programs being con- 
ducted in a majority of the larger cities 
by organizations such as the Junior 
Chamber of Commerce, and by the fire 
prevention bureaus of the larger fire 
departments. For this reason we have 
attempted to keep our program geared 
at a level to reach all areas of the 
state, including the smaller communities.” 





Another Fine Job by 


Convention Committee 
Syracuse, N. Y., May 5—Those hardy 
perennials, Syracuse agents who are 
members of the convention committee, 
deserve high praise for their always suc- 
cessful handling of convention arrange- 
ments. It is difficult work to make a 
meeting of about 1,000 men and women 
run smoothly, with all the details of 
convention registrations and other mat- 
ters, 

Members of the committee from Syra- 
cuse, who have served for many years, 
include Carl A. Young, general chair- 
man; Thomas. H. Munro, Charles F. 
Farrington, Irving L. Shimberg, Lewis 
F. Lighton, Daniel A. Kelley and George 
W. Brenneman. From other cities on 
the committee are Harry K. Lown, Ba- 
tavia; John V. Clark, North Tonawanda, 
and Theodore R. Tuke, Rochester. 
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7 Deyo’s eatin 
Wins $1,002 and Bigger Job 


In a recent issue of The Saint Paul 
Letter, published by St. Paul Fire & 
Marine, the human interest story is told 
about Myrtle Deyo who, as a home office 
employe, suggested that her own job be 
eliminated. This may sound absurd, but 
Miss Deyo’s creative thinking not only 
won for her the company’s highest sug- 
gestion award of $1,002 but made her 
eligible for promotion to a bigger job. 
Here’s the story as told in The Saint 
Paul ‘Letter: 

“It had been Miss Deyo’s_ responsi- 
bility to verify figures on premiums or 
return premiums. The birth of her sug- 
gestion was when she began to wonder 
why 1t was necessary to recheck these 
figures each day after the daily reports 
and totaled tapes came back from the 
key punch department where they were 
also verified. ‘The figures are so accu- 
rate, why couldn’t the reinsurance de- 
partment accept the figures as produced 
by the verified cards,’ she observed in 
discussing her idea with Herman Schult, 
reinsurance department supervisor. 

“Miss Deyo was encouraged to work 
out the details. She found it was pos- 


sible to discontinue the first totaling of 


the daily reports. This in turn did away 
with the rout ne rechecking and record- 
ing each day on a control sheet. Work- 


ing with her boss, she found it would ne iaeesteeieeereeneessieteeieenealenn 


be possible to devise a way to eliminate 
both daily and weekly checks so that 
only the monthly totals need be _ bal- 
anced with the totals returned from the 
tabulating department:” 

Her award-winning idea saved _ six 
hours of work each day for her depart- 
ment (reinsurance), and also gave the 
key punch department an extra 260 
hours per year. Including the savings 
in supplies, the benefit this brought to 
St. Paul Fire & Marine added up to the 
most of any of the 549 suggestions sub- 
mitted by employes of the company in 
1957. It was, in fact, more than any of 
the 3,589 suggestions submitted since 
the suggestion system’s inauguration on 
February 28, 1949. 

Miss Deyo was pictured in The Saint 
Paul Letter receiving the check for 
$1,002 from A. B. Jackson, president of 
St. Paul F. & M. It was the first sug- 
gestion she had ever submitted but that 
may be only the beginning. With her 
objective outlook on her job she may 
again be able to say, “Wouldn’t it be 
hetter to do it this way?” and be off on 
her second winning suggestion. Or per- 
haps she will encourage someone else 
to turn an idea into an efficient opera- 
tion. 

The Saint Paul Letter observes that 
the trend is to higher and higher awards. 
They averaged only $15.22 in 1949 when 
$1.735 was paid out. This compares with 
$46.66 average in 1957 when the greatest 
number of dollars were paid to em- 
ployes. 














Things every Insurance Buyer should know No. 78 


Why an INDEPENDENT 


insurance man can serve you best 


In insurance, as in many other fields, there is no monopoly on good 
ideas, good service, or good rates. One company may have developed 
a better policy for the homeowner in some areas. Another company 
may boast lower rates on certain forms of insurance. Still a third 
may be especially noted for prompt service. 

Which of these companies should you insure with? If you ask a 
company representative, he will usually try to persuade you that 
his company-—and only his company 
That in fact is a good reason for buying insurance only through an 
independent insurance agent or broker... 


v Because he represents not one but several insurance 
companies, he can be impartial in picking the best com- 
pany for your individual needs. 


v Because he’s a professional insurance man, not just a 
salesman, he keeps up with new types of insurance cov- 
erage and makes certain your insurance is up to date. 


v Because he is independent, you can count on him to 
assist you with your claim when you suffer a loss and to 
represent your interests to the fullest at all times. 


Our advice: To be certain about your insurance protection and 
service, see a competent, independent agent or broker. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
P. O. Box 6, Wall Street Station « New York 5 
Baltimore * Boston cs Charlotte + Chicago + Cincinnati - Columbus - Dallas - Detroit + Grand Rapids 


+ Minneapolis - Newark » New Haven + New Orleans 
Philadelphia + Pittsburgh + Portland + St. Louis + San Francisco + Seattle + Syracuse 


+ Los Angeles + Milwaukee 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


is best for you. 








This advertisement appears in the Country’s leading newspapers 








Salesman? 





YOU SAID IT! The Royal-Globe boiler and machinery 
engineer has two suits — the “monkey-suit” above and the 
business suit he wears when he calls on your clients and 


prospects. He knows his busi- 
ness — and he welcomes the 
chance to develop yours. 


A star performer on your local 
Royal-Globe mobile produc- 
tion team, the boiler and 
machinery engineer is one of 
many specialists that enable us 
to say proudly, 


“TOPS IN EVERY SERVICE” 
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150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY © STAR INSURANCE COMPANY OF AMERICA © AMERICAN AND FOREIGN 
INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. © THAMES 
& MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 
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NAIA Will Review 
Commission Attitude 


DIRECTORS MEET AT MIAMI 


Vote to Continue National Advertising 
Campaign Next Year; N. Y. Agency 
Cost Survey Extended 


The National Association of Insurance 
Agents, through its board of state direc- 
tors meeting at Miami Beach, Fla., last 
week voted to review its policy on 
commissions which was adopted in 1951. 
Prior to that time the NAIA kept hands 
off commissions but in that year voted 
against unilateral reductions in commis- 
sions by companies, continuous policies 
and direct billing of policyholders by 
companies. 

With the backing of New York agents, 
who have taken some automobile com- 
mission cuts, the Eastern Agents Con- 
ference, and the Illinois delegation, the 
board voted authorization of a special 
“reappraise” the 1951 policy 
on commissions. H. P. Wash- 
ington State director, cast the only dis- 
senting vote on the creation of the new 
study committee 

Some of the problems faced by agents 
in certain areas as a result of widespread 
commission reductions, were brought to 
the attention of the state directors. 
Arthur L. Schwab, New York director 
from Staten Island, and California 
director, Roger Chickering, reviewed 
their associations’ actions after many 
companies had cut automobile commis- 
sions in their states. NAIA past Presi- 
dent, Robert E. Battles, Los Angeles, 
supplemented Mr. Chickering’s remarks. 

Walter M. Sheldon, Chicago, former 
NAIA president also spoke on this sub- 
ject. 


committee to 
Sargent, 


Ad Program Continued 


The directors voted to continue the 
national advertising program, setting a 
goal for 1959 of $2,000,000 based upon 
suggested voluntary contributions of one 
dollar per thousand of premium volume, 
$25 minimum per agency a maximum 
of $1,500. The resolution authorized the 
executive committee to revise the pro- 
gram downward based upon funds avail- 
able and to determine the start of the 
1959 campaign and other facets of the 
program. To help the states defray 
expenses of fund raising, a motion was 
adopted allowing reimbursement to each 
state of 5% of all monies collected for 
the 1959 campaign. 

Seven states (Indiana, Iowa, Missouri, 
Nebraska, Oregon, South Dakota, Wash- 
ington) and two territories (Alaska and 
Hawaii) voted against the specific motion 
authorizing the 1959 campaign. 


Dave Garroway Award Winners 


States winning D: ive Garroway awards 


were: Alabama, Arizona, Arkansas, 
Connecticut, F lorida, Illinois, Indiana, 
Kansas, Louisiana, Maryland, Michigan, 


Mississippi, New Hampshire, New York, 
North Carolina, South Carolina, Tennes- 
see, Virginia, West Virginia. 

Also, a special Garroway award was 
received by the Southern Agents Con- 
ference, accepted by James Walker, 
Augusta, Ga., for the conference doing 
























































the best collection job in the ad cam- 
paign, 

Allan H. Miller of New Jersey, chair- 
man of NAIA’s advertising committee, 
reported to the state directors on the 
results of the ad campaign to date, in- 
dicating the great enthusiasm which 
NAIA members have shown for the 
program since its inception. He said 
that more and more agents and local 
and state associations were tying-in on 
the local level with the national ads and 
purchasing a great deal of the merchan- 
dising and advertising aids. 

Mr. Miller indicated that over 17,330 
members of NAIA had pledged con- 
tributions of $1,130,000 to the campaign. 


The cut-off date for this year’s con- 
tributions, he said, was July 4—Inde- 
pendence Day—and that a goal of 


$1,300,000 was being sought for the 1958 
program. 

James R. Mathews, NAIA staff direc- 
tor of advertising, spoke appreciatively 
of the tremendous job done by member 
agents in this campaign, saying: 

“Ever since the contributors received 
their tie-in kits, orders for merchandis- 
ing and sales promotional tie-in aids 
aids have been arriving in greater num- 
bers. In the space of four to five weeks 
after the kits were received by members 
over 1,500 orders have already been 
placed with us.” Additional tie-in items 
are now being prepared, he said. 

NAIA President Woodbury announced 
that Mr. Battles has written a compre- 
hensive, factual rather than editorial, 
analysis of “The Agency System in 
Relation to Insurance Economics.” He 
indicated that the book, containing ap- 
proximately 10,000 words, would be 
printed and made available in the near 
future. 

Resolution on Fictitious Groups 

The following resolution was adopted 
by the state directors: “In 1957 the 
Eastern Agents Conference called upon 
the Property Insurance Committee of 

(Continued on Page 36) 


Messrs. Abrams and Bogue 


Form Ad Agency in N. Y. 


Abrams & 


A new advertising agency, 
Bogue, has opened offices at 79 Wall 
St., New York City. The firm will spe- 


cialize in advertising and public rela- 
tions for the insurance industry. 
3ruce R. Abrams served with the 


Automobile Insurance Co. and the Aetna 
Casualty & Surety from 1950 to 1956. 
Since then he has acted as public rela- 
tions counsel for nationally prominent 
industrial, and 
counts, recently resigning as vice 
ident of Allston Associates. During 
World War II, Mr. Abrams was a mem- 
ber of the 8th and 20th Air Force and Air 
Transport Command. He is a graduate 
of Townsend Harris Hall and Hamilton 
College, Clinton, N. Y. 

Robert M. Bogue, served as art direc- 
tor and production manager for Allston 
Associates for 14 years, He will direct 
facilities at Abrams & Bogue. 


consumer insurance ac- 


pres- 


creative 





Henderson on Plans to 
Insure Nuclear Hazards 


Newest among the insurance coverages 
now offered business and 
property and liability protection for 
private industry against nuclear hazards, 
Ralph S. Henderson, president of Alex- 
ander & Alexander, Inc., nationwide 
insurance brokers, told the 12th annual 
Conference of Accountants at the Uni- 
versity of Tulsa. 

Speaking on the “Uses and Require- 
ments of Insurance in Oil and Gas 
Operations,” Mr. Henderson revealed 
that “the insurance industry has set up 
special pools to cope with nuclear pro’)- 
lems and is prepared to write many 
different types of coverage although the 
assessment of risks, the definition ot 
terms and the setting of premiums are 
still under consideration.” 

Mr. Henderson pointed out that “use 
of atomic energy and its by-products 
carry with them hazards not yet com 
pletely understood even by the scientists 
who have developed them. 

“Sooner or later the growing atomic 
era will affect all industries. No one 
has yet applied the use of nuclear 
energy to railroads, yet our railroad 
clients must be very much concerned 
with nuclear hazards, at least because 
nuclear products are being shipped over 
their lines.” 


industry is 
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JAFFE AGENCY, | 
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Life? 














If you’re like a great many brokers, you 
sell a certain number of Life policies along 
with your regular business — but now 
there’s a way to get a lot more business 
right out of your own files. 

Jaffe’s Life men can show you where the 
sales possibilities are. What’s more, they’ll 
set up a sales program for you and even 
come along on actual calls if you wish. 

Talk to the boys now and find out how 
our up-and-coming Life Department can 
be utilized to your profit. 


( Inland and Ocean Marine, Automobile, 
: Liability, Compensation, Disability, Fire, 
Burglary, Glass, Bonds, Water, Boiler & 
Machinery, Excess Lines, LIFE 
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JOHN C.WEGHORN AGENCY, INC. 
102 Maiden Lane - New York 14, N. Y. 
Member of the N.Y.C. Insurance Agents Ass‘n 
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Stoffels of Chicago 
Merges With Alexander 


Edgar O. ate Co, Inc., and W. A. 


Alexander & Co., two of Chicago’s old 
supervising insuré ance general agencies, 


were merged May 1. Business of the 
50-year old Stoffels agency will be 
carried on under the Alexander firm 


name and through its organization which 
has offices in New York, San Francisco, 
Los Angeles and Springfield, os 
to Wade Fetzer, Jr., president of W. A. 
Alexander & Co. 

Mr. Stoffels becomes a vice president 
of Alexander. He has been an active 
leader in the Chicago Board of Under- 
writers and served as president in 1951 
and 1952. Currently, he is chairman of 
the Fire Insurance Patrol of Chicago. 

In commenting on the merger, Mr. 
Fetzer stated: “Prior to our decision 
to move our offices last fall to completely 
new and enlarged quarters, we concluded 
that the economies of the insurance 
business through the next several years 
would be operating against some of the 
fine, smaller independent agencies in 
favor of the bigger organizations with 
more complete staff services and nation- 
wide facilities. We felt these economic 
factors would create an atmosphere 
favorable to the merging of a few such 
smaller independent agencies with our 
much larger one.” 


Al Jaffe Kiwanis Speaker 

“Your Premium Dollar” was the sub- 
ject of a talk given by Alfred I. Jeffe, 
vice president of Jaffe Agency, Inc. 
New York, at the regular meeting April 
30 of the Kiwanis Club of Bush Termi- 
nal DY -Y: 

Mr. Jaffe spoke under the auspices of 
the New York State Insurance Speakers 
3ureau and it is the second year in a 
row he has been asked to address this 
Kiwanis chapter. 
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Kelly Considers Ways 
To Cut Insurance Cost 


STRESSES ADEQUATE COVERAGE 





Factory Mutual Executive Cites De- 
juctibles, If Business Is Bringing 
Profits; Building Improvements 





The corporate insurance manager who 
wauts to cut costs may find the answer 
in buying less coverage but he should 
be sure he is not leaving his company 
unprotected against a major loss, Am- 
brose B. Kelly, general counsel, Asso- 
ciated Factory Mutual Fire Insurance 
Companies, Providence, R. I., told execu- 
tives attending the American Manage- 
ment Association’s spring insurance 
conference in New York this week. Mr. 
Kelly took part in a panel discussion 
on cost reduction at the three-day 
meeting at the Statler Hotel. 

One way to reduce insurance cost by 
buying less coverage is to consider plac- 
ing some coverage on a deductible basis, 
he said. This is a legitimate and proper 
way of reducing cost if the company can 
afford to absorb fairly substantial losses 
within its own financial structure. In 
addition, he noted, deductibles may re- 
sult in an improvement of loss experi- 
ence, since plant managers who know 
that small losses will be charged against 
their operation “seem to take a greater 
interest in loss prevention.” 

However, Mr. Kelly pointed out, many 
companies may find that the current 
squeeze on profits makes it necessary 
to reduce the deductible that they now 
assume. “Unless the business is operat- 
ing at a profit so that credit can be 
taken for losses within the deductible 
in the preparation of tax statements, 
it is better for your company to have 
its coverage applicable from the first 
dollar of loss,” he said. 


Check U. & O. Insurance 


The insurance manager should review 
his present protection to see whether 
coverage once required has been con- 
tinued after the need for it has dis- 
appeared, Mr. Kelly suggested. As in- 
ventories are reduced the amount of 
coverage may be reduced accordingly, 
and it should be checked at regular 
intervals to see whether the current 
amount of coverage is excessive in the 
light of current business conditions. “If 
profits made by your company will be 
substantially reduced in 1958 by reason 
of the squeeze on profis, you can, and 
should, reduce your U. & O. insurance 
accordingly,” he declared. 

It is unlikely that companies will have 
much success in securing rate reductions 
from most fire and casualty companies, 
he said. The trend in insurance rates 
is up and in trying to reduce the cost 
of insurance, the only hope is to “con- 
vince the underwriters that your risk 
is so much better than the average risk 
of its class that it is entitled to a rate 
credit.” It may be possible, Mr. Kelly 
surgested, to secure a reduction in rate 
through an improvement in the property 
or the elimination of fire hazards. “In 
this field, it will often be found that a 
sustantial present expenditure will pay 
su»stantial dividends over the future, 
and through an investment in better 
Protection, insurance costs can be sub- 
stantially reduced.” 

_ Mr. Kelly warned against the tempta- 
tion to turn to unauthorized insurers in 
an attempt to reduce costs. “You do 
yourself no good if you save a substan- 
tial amount in premiums and then find 
that the carrier cannot, or will not, 
make good on its promise to indemnify. 
In every period of depression the quality 
Of insurance becomes more important 
than the price, and you are far better 
off to give up a small saving in order 
to avoid a big loss,” he said. 





CALIFORNIA LICENSE GRANTED 


Insurance Commissioner F. Britton 
McConnell of California has licensed the 
Atlantic National Insurance Co., Miami, 
‘la. to transact fire, surety, liability, 
automobile and miscellaneous lines of 
Msurance in California, 








Will Your Clients’ Business 


Abroad Go To Blazes? 


Not if you have arranged their insurance protection through 
the American Foreign Insurance Association. 

For AFIA has the know-how of experience. For decades it has 
provided American companies operating overseas with protec- 
tion expertly fitted to their specific business and carefully pat- 
terned to meet the conditions, laws and insurance requirements 
of each country. 

And when on-the-scene counsel, guidance or prompt claims 
service is needed, your clients get it quickly through AFIA’s 
world-wide organization of specialists—men like Mr. Lance 
LaBianca, AFIA’s supervisor in Japan. 


Mr. Lance LaBianca, 
AFIA Supervisor for Japan 


It will pay you to consult with AFIA’s nearest office 
whenever you have a foreign insurance problem 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e New York 38, New York 
CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DAELAS OFPFIGB.) 35.5). . 4 58 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
LOS Ales ee PG 6 050. an es eS 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE . . . Woodward Building, 733 15th Street N.W., Washington 5, D.C, 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 











‘City, San Francisco and Charlotte, N. C. 


Chairman Insurance Group 


Greater New York Fund 





J. VICTOR HERD 


J. Victor Herd, president and chair- 
man of the board of America Fore Loy- 
alty Group, is chairman of the general 
insurance group in the 1958 Greater 
New York Fund campaign. Mr. Herd 
will direct fund-raising efforts among 
publicly-owned corporations in the in- 
surance field. 

Mr. Herd’s co-chairmen will include 
Robert I. Bloch, president, Empire Mu- 
tual; John Dillard, vice president, Fire- 
man’s Fund Group; Sherman D. Drake, 
assistant vice president, Fireman’s Fund 
Group; George Inselman, president, Ma- 
rine Office of America; H. Clay Johnson, 
executive vice president, Royal Globe 
Insurance Group; Robert H. Nicholls, 
vice president, America Fore Group; and 
Leonard Peterson, vice president, Home 
Insurance Co. 

The Fund helps 425 hospitals, health 
and welfare agencies serving more than 
34% million people. 





Education Directors’ 
Society Meets May 20-23 


The use of the case method in training 
will be demonstrated by a panel con- 
sisting of a university professor and 
three educational directors during the 
three-day annual meeting of the Insur- 
ance Company Education Directors’ So- 
ciety. Company educators and university 
professors in the same field will convene 
at Skytop, Pa. May 20-23. Other fea- 
tures will be a workshop in the training 
of fire and casualty agents in life 
insurance and a critique of special agents 
training by a group consisting of an 
educational director, a recent graduate of 
a company special agent training course 
and an independent local agent. 

Additional sessions will be devoted to 
workshops on training schools for agents, 
effective written communications and 
training of adjusters, also an examina- 
tion of earning while learning programs 
followed by a talk in motivating line 
personnel in “on-the-job” training assign- 
ments and demonstrations of the latest 
in visual aids. 

The program, announced by President 
William C. Moore, vice president of the 
America Fore-Loyalty Group, is under 
direction of vice president, Louis 
Kortum, educational director of the 
American Surety Group. 





KAISER PLM DIRECTOR 

Paul R. Kaiser, president of the Tasty 
Baking Co., Philadelphia, has been 
elected a director of the Pennsylvania 
Lumbermens Mutual for a term of four 
years. PLM’s home offices are at 211 
South Broad Street, Philadelphia. Re- 
gional offices are located in New York 
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NAIA Will Review Commission Attitude 


(Continued from Page 34) 


the National Association of Insurance 
Agents to confer with the Factory In- 
surance Association for the purpose of 
asking that organization to extend its 


facilities so that other superior risks 
which could not comply with the present 
high standards might be undertaken by 
the stock companies. 

“In 1958 in convention at Atlantic City 
this resolution was reaffirmed. 

“Now therefore to secure some affirm- 
ative action, the National Board of State 
Directors of NAIA ask that this problem 
be recognized to the extent that the 
property insurance committee is re- 
quested to approach appropriate stock 
company agency organizations with a 
request that a market be created either 
through FIA or another organization to 
enable the stock companies and _ its 
agency forces to compete on business 
which at present is not considered 
eligible for FIA treatment.” 

Thomas A. Harman, Washington pres- 
ident, said the independent agent will be 
“wiped out” unless every state takes a 
militant stand on the fictitious group 
problem. His remarks followed a report 
by Morton V. V. White of Pennsylvania 
on the extent of the threat of the group 
problem. He urged all state associations 
to work closely with their respective 
Insurance Departments to combat ficti- 
tious grouping. 

Another action was approval of recom- 
mendation of the fidelity-surety com- 
mittee that NAIA “work jointly with the 
surety companies to eliminate counter- 
signing requirements on bid bonds.” The 
board authorized the committee to work 
towards elimination of this “unnecessary 
remunerationless work.” 


Rice on National Agency Cost Survey 


Floyd L. Rice of Pennsylvania, chair- 
man of the agency management commit- 
tee, reported on the National Agency 
Cost Survey. 

“The survey is underway now in New 
York State while plans are being formu- 
lated to similarily study the income and 
expense situation in Connecticut,” he 
reported. 

“The New York survey constitutes a 
study of the operations during the 12- 
month period ended December 31, 1957, 
of 116 agencies comprising a_ truly 
representative sample of all insurance 
agencies in the state as selected from 
data processed by the IBM.” He said 
that 25% of the returns are already in, 
and that the entire study is expected to 
be completed within the next six months. 
He then noted: 

“Because of another serious situation 
in Connecticut, the Agency Management 
Committee agreed to conduct an agency 
cost survey in that state. Preliminary 
plans have already been formulated. It 
is expected that this study will be com- 
pleted sometime during the year.” 

In accepting report of the agency man- 
agement committe, the board authorized 
extension of the New York agency cost 
survey to a national level. Surveys will 
be made in five different states each 
year. 

K. H. Bair, Jr. of New Mexico, chair- 
man of the local board and membership 
committee, reported that the NAIA 
membership is at its highest point, and 
said his committee was now completely 
revising the Local Board Manual and 
its supplement. 

J. Norvell Trice of Richmond, Va., 
chairman of the educational committee, 
told the state directors his committee has 
achieved many concrete accomplish- 
ments. He reported: 


Two New Handbooks Being Assembled 


“The favorable response to this pro- 
gram is quite evident from the sale of 
the new “Automobile Insurance Hand- 
book” which has already passed the 
$10,000 mark after only five months of 
availability. 

“The staff of the Educational De- 


partment in New York is now assemb- 
ling material for two entirely new hand- 
books 


to correspond completely with 





the widely accepted format and contents 
of the automobile reference and educa- 
tion book. These new treatises will be 
entitled: “The Agent’s General Liability 
Insurance Handbook” and “The Agent’s 
Inland and Ocean Marine Handbook.” 

Frank R. Bell, Jr. of Charlestown, 
West Va., chairman of the property 
insurance committee, in his report told 
“of the progress being made to bring 
about better relations between his com- 
mittee, and the various national rating 
and advisory groups. 

“Let me make a special reference to 
the matter of relations as respects the 
National Association, its property in- 
surance committee, and the Multi-Peril 
Insurance Conference. Nothing could be 
finer. Multi-peril through its staff and 
committees has created a working rela- 
tionship with the NATA, the nature of 
which can only mean good for our busi- 
ness. They believe as we do that sales 
forces and product development forces, 
yes, agents and underwriters, must work 
together for true success in our busi- 
ness,” he said. 


Herndon Gives Washington Picture 


Maurice G. Herndon, Washington 
representative for NATA, reported on 
the many activities of his office. 

“Although the recession, inflation, 
politics, and the international duel with 
Russia are causing the longest faces in 
years in Washington among all types of 
Government leaders, politicians are the 
only ones in the Nation’s Capitol with 
a thought of pressing the panic button,” 
he declared. 

“After many years of wondering, the 
extent of the threat of Federal regula- 
tion of insurance is slowly coming into 


focus. It is primarily the result of a 
case now pending before the United 
States Supreme Court. This case in- 


volves an appeal by the FTC against 
an adverse Circuit Court decision in- 
volving the American Hospital Life and 
the National Casualty cases, wherein 
the Circuit Court ruled that the FTC 
was without jurisdiction. 

“A Supreme Court decision, not ex- 
pected for one or two months, is 
expected to give some direction for the 
activation of the United States Senate 
sub-committee on anti-trust and monop- 
oly investigation of insurance regulation, 
which right now is more or less mark- 
ing time,” he said. 

Mr. Herndon noted that the United 
States Department of Justice is quietly 
continuing its investigation of various 
aspect of the fire and casualty insurance 
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line your organization now. 
Qualified counsel can help you. 
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active at 
operations 


business and is_ particularly 
this time in checking the 
of local boards. 

“Looking objectively at the overall 
threat of Federal regulation, and in the 
light of recent developments, the NAIA 
Washington office would observe that 
this so-called threat of the Federal 
Government suddenly taking over regu- 
lation of insurance 1s not of an immediate 
or dynamic nature,” said Herndon. 

“It is reasonably certain at this time, 
that with tremendous assistance from 36 
state associations and their members, 
the NAIA has been able to defeat the 
proposals of the Administration and the 
American Bankers Association to expand 
the insurance agency activities of na- 
tional banks beyond the present limit 
now contained in the law,” he said. 





Oregon Co. Stock Split 


Stock of the Insurance Co. of Oregon 
will be split two for one as a result of 
a unanimous approval voted by its 
shareholders. The split becomes effec- 
tive June 15 to stockholders of record 
June 1. 

The action will boost the company’s 
outstanding shares to 80,000 with a new 
par value of $2.50. The stock is now held 
by some 700 Oregon residents, The com- 
pany, which issued its first policy July 
1, 1954 is going ahead rapidly. 





STOCK ISSUE APPROVED IN CAL. 

Springfield Fire & Marine has been 
granted a permit by California Insurance 
Commissioner F. Britton McConnell to 
issue and sell to California stockholders 
not more than 30,000 shares of the com- 
pany’s $2 par value stock at $5 in ex- 
change for shares of the Monarch Life. 
The ratio is 1% shares of Springfield 
stock for one share of Monarch stock. 
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Smith On Farm Rates 


(Continued from Page 26) 


larger water tanks and pumps_ with 
ratings of at least 500 gallons per minute 
capacity, supported by tanker trucks, 
essentially water carrying vehicles,” Mr. 
Smith told the agents. 

“Credit for protection Classes IE and 
Fk may apply to property located up to 
five miles from an approved fire depart- 
ment. The approved fire departments 
are listed by the rating organization in 
the farm rules. The property must be 
located in the fire district served by 
the fire department and there must be 
a telephone on the premises. With re- 
spect to Class F protection credit, in 
addition there must be an approved 
source of water within 1,000 feet of the 
buildings receiving the credit. The 
standards for water supplies are ad- 
ministered by the agent; the location 
of any water supply should be shown 
on the farm diagram when the agent 
fills out the farm inspection report. The 
appropriate Protection Clause, E or F, 
should be attached to the Policy, just 
as other Protection Clauses are required 
to be attached. 

Silos and Windmills 

“A modification in the schedule for 
rating silos, windmills and windpumps 
provides under Note 2 that rates for 
all-metal, tile or masonry silos communi- 
cating with the barn shall not exceed 
the barn rate. It was possible for such 
silo construction to rate higher than 
the barn to which the silo is attached 
because of the higher level of credits 
available for application to barns, the 
revised rule eliminates that inconsis- 
tency. 

“The previous rules provided a rate 
of 75 cents for farm produce and sup- 
plies when written under the blanket 
coverage item. The revised rule permits 
use of the highest rate applying to the 
property covered but not exceeding 75 
cents. Rates for barns and other farm 
buildings may be materially below 75 
cents and the new rule is an important 
liberalization in those cases. 

“The previous rule required applica- 
tion of Pro Rata Clause #1 to the farm 
produce and supplies coverage and also 
made it necessary for the agent to 
execute the farm inspection form even 
when coverage was written on such 
property on a short term basis. The 
revised rule has provided the means of 
writing farm produce and supplies (ex- 
cluding growing crops and plants) as 
blanket coverage, not subject to Pro 
Rata Clause #1 nor requiring completion 
of the farm inspection report at a rate 


of $1.70. 

“The inspection report has _ been 
streamlined to track with the revised 
schedule and rules. Note that the 


schedule item numbers are shown in the 
left column and the conditions for which 
credit is allowed shown in the next 
column. The appropriate credits are 
applied by the agent in the rating ol 
the farm buildings. Note that columns 
are reserved for computing the rates 
for the dwelling building and dwelling 
contents. Remember the rates for the 
dwelling items are derived from the class 
rate for private dwellings and modified 
only by charges for non-standard chim- 
ney or farm building exposure, but none 
of the farm schedule credits are applied 
to the dwelling.” 
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Ryan Explains Handling Of Hull 
Cover Losses On Pleasure Craft 


method of repair. Negotiating with the 
owner himself rather than with someone 
who does not have the authority to act 
for him will generally save later com- 
plications, such as repairs not being car- 


k. M. “Pat” Ryan of the prominent 
Chicago adjustment firm of Frank L. 
Erion Company outlined proper handling 
of hull insurance losses, particularly those 
relating to pleasure craft, when he spoke 
last week before the annual meeting of 
the National Association of Independent 
Adjusters in Boston. His paper 1s pre- 
sented herewith in two instalments, Part Il 


following : 
PART II 

All hulls over 16 feet in length re- 
quire a government registry certificate 
and number which should always be 
checked by the surveyor. In case of a 
total loss the government registry certi- 
ficate should always be inspected. 

It has long been the practice of ma- 
rine surveying organizations such as 
the U. S. Salvage Association, Inc., Sal- 
vage Association of London, independ- 
ent surveyors and others to conduct 
surveys along generally approved and 
accepted lines. Upon receipt of report 
of a marine casualty and assignment to 
hold a survey the owner should be con- 
tacted promptly and urged to attend the 
survey. If the owner is not available 
due to business demands, illness, or some 
other reason as often times happens, he 
should then be asked to appoint some- 
one to represent him. 

The advisability of having the owner 
in attendance is so the surveyor can 
directly obtain the owner’s opinion of 
his claim, his idea of the extent of 
damage due to the accident in question, 
and other pertinent information. Then 
too, if the owner is attempting to make 
an excessive claim for damages or if he 
is attempting to include old damage with 
the new and recent damage, the sur- 
veyor can object directly to the owner 
of the craft for that part of the claim 
which he feels is unjust. 


Agreement on Method of Repair 


By proceeding with the survey in this 
manner an agreement can usually be 
reached with the owner and shipyard 
repair man as to the method of repair. 
For example: If a vessel has received 
stem damage and bow plank damage it 
would be possible to make repairs in 
three different ways and at a_ possible 
wide variance in cost. The bow plank- 
ing butting at the stem has to be either 
entirely removed, cropped, or released 
and sprung out in order to cut out the 
damaged portion of the stem so that a 
new stem can be scarfed in. Removing 
how planks completely would naturally 
he the most expensive method since 
most of the planks will probably be 
hroken in removal and will have to be 
replaced by new. planking. 

Cropping is known as cutting out of 
only the damaged portion of the plank- 
ing and inserting new short pieces of 
Plank to replace the damaged section. 
The third method of repair could be 
accomplished by releasing the planks 
from their fastenings far enough back 
so they could be sprung out away from 
the stem in order to accomplish stem re- 
Pairs. Cost of repairs by this method 
of releasing and springing out would 
generally be lower, and in most cases 
entirely satisfactory. 

f the owner is in attendance the sur- 
Veyor’s reasoning and suggestions can 
be transmitted directly to him and pos- 
sible agreement arrived upon at the time 
of survey, thus saving possible return to 
the damaged vessel or seeking out the 
Owner at a later date to agree on the 


ried out as recommended and agreed 
upon. If repairs are effected in the 
least expensive way, without weakening 
the strength of the vessel or detracting 
from its appearance, the saving to the 
underwriter will usually be substantial. 


Prompt Report to Underwriters 


Report covering the survey of the 
damage must be submitted to the under- 
writers promptly, and adjustment. will 
usually be completed by the under- 
writers from the surveyor’s report and 
from any special notes, memorandum or 
recommendations which he may enclose 
with his report. It should again be 
pointed out that the surveyor does not 
act as an adjuster but strictly as a 
surveyor, acting without prejudice to the 
terms of the policy of insurance. The 
surveyor’s report of damage, together 
with the owner’s protest, is the means of 
giving the underwriter a clear picture 
of the damage so that adjustment can 
be completed. 

Report should be in detail, giving 
dimensions of any damaged part or piece 
of the hull, together with other perti- 
nent information. The location of the 
damage to the hull should be localized 
by explaining whether it is on the port 
side forward, starboard, stern, keel or 
other area, the approximate area the 
damaged parts covers, and recommenda- 
tions as to how repairs are to be made. 

Any removals of undamaged parts of 
the vessel made necessary to effect re- 
pairs should be enumerated, and, to- 
gether with sizes, area and other perti- 
nent information should be explained by 
a surveyor’s note as such removals of 
undamaged parts will ordinarily increase 
the cost of repairs. An unusually high 
repair cost will naturally be detected 
by the underwriter and such surveyor’s 
notes gives in most cases a_satisfac- 
tory explanation for the increased cost. 

If deemed necessary by the surveyor, 
particularly in serious losses, photo- 
graphs of the damaged craft should be 
taken and forwarded with surveyor’s 
report. If photographs bring out the 
detail of the damage naturally it will 
save the time in preparing a sketch of 
the area affected. 


Estimate of Repair Cost 

Estimate of repair should be submitted 
on a separate enclosure which is to be 
captioned “Analysis of Surveyor’s Esti- 
mate.” This analysis includes details as 
to how the total estimate was computed; 
for example, so many hours of labor, 
and sizes and amounts of materials at 
so much per foot or pound whichever 
applies; hauling out charges at so much 
per foot, etc.; in other words complete 
breakdown of the total estimate to en- 
able the underwriters to see the exact 
detail of the expenditure to be made for 
the repairs. 

A description of the vessel will give 
the underwriters a mental picture of 
it, and any unusual facts of condition 
or construction that may tend to affect 
the decision in making the adjustment 
should be included in the description. 

Inasmuch as there may be future dam- 
ages on the same craft it is always well 
for the surveyor to have in his file a 
record of the picture of the vessel for 
future reference. This will assist him 
on future surveys if damage occurs 
again as he will have a description of 


the boat in his file. Also, any old dam- 
age will be noted on the record and will 
forestall attempts to include this old 
damage with the new. 

If any information submitted by the 
surveyor is to be considered of a con- 
fidential nature such information should 
be attached to the survey report under 
separate memorandum captioned “Privi- 
leged and Confidential.” This confiden- 
tial information may tend to affect the 
adjustment of the case and should in- 
clude such items as rotted members of 
the hull subject to damage, recommenda- 
tion for greater seaworthiness and other 
pertinent facts. 


Settlement Based on Estimates 


Some underwriters prefer to settle 
yacht claims by taking a proof of loss 
on the basis of repair estimates before 
repairs are undertaken, while others pre- 
fer to proceed on the basis of paid re- 
pair bills. 

Settlement on an estimated basis is 
the exception rather than the rule and 
proof of loss on this type of claim must 
never be taken unless the surveyor has 
specifically been so instructed. The pos- 
sible procedure does not change the han- 
dling of the survey and the submit- 
ting of surveyor’s report as all under- 
writers require the survey report as soon 
after the loss occurs as is possible. 

On certain types of wet marine claims 
such as theft from yachts, total loss by 
fire, theft, or sinking or compromise 
settlements where repairs are not made, 
the underwriter will request that a proof 
of loss or release or both be taken. On 
such cases the regular inland marine 
proof or a general release form can be 
used. On total losses the underwriters 
will usually request the following: 

Bill of sale, Coast Guard award of 
registry and insured’s copy of the policy. 

In claims for total loss the surveyor 
should deduct the value of any stores 
or fittings that were stored on shore or 
were not on the vessel at the time loss 
occurred. These items were considered 
when establishing value of the vessel 
for insurance purposes and therefore 
should be eliminated from any total 
cost payment unless surrendered to the 
underwriters as salvage for the account 
of the company. 


General and Particular Average 


There are two terms often encoun- 
tered in the handling of losses under 
marine insurance policies which should 
be mentioned. These terms are “general 
average” and “particular average.” 

The term “particular average” refers 
to a loss or claim to a particular inter- 
est or loss on a single item of cargo 
or on a hull only. The term “general 
average” is used to denote the situa- 
tion which arises when a vessel en- 
counters heavy weather, is stranded, or 
meets with some other mishap and one 
or more of the interests involved in thé 
over-all venture are deliberately sacri- 
ficed by the master of the vessel in or- 
der to prevent total loss to all interests 
involved. 

An illustration of a situation which 
would involve general average is the 
deliberate jettisoning of a certain por- 
tion of the cargo of a vessel in order to 
lighten the vessel and prevent its total 
destruction when it may have been 
stranded or is encountering exceedingly 
heavy weather. When one interest is 
thus deliberately sacrificed to the ulti- 
mate benefit of all interests concerned 
in the venture the loss is known as a 
general average situation or adjustment. 

In adjusting the loss under general 
average the value of the hull, value of 
the individual shipments of cargo, the 
value of freight being earned during the 
particular trip, and any other interests 
are all taken into consideration. The 
loss of the one or more interests de- 
liberately sacrificed is borne by all inter- 
ests involved in the ratio that the value 
of each interest bears to the value of the 
whole venture. 

General average losses are handled by 
concerns known as general average ad- 
justers. The losses are complicated, in- 
volving principally a large amount of 
detail and paper work. 
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Motors Appoints Phinney 
Manager at Little Rock 


Howard E. Phinney has been appointed 
manager of the Little Rock, Ark., branch 


of Motors Insurance Corporation. He 
succeeds August G. Maile who retired 
April 30, after 29 years of service. 

Mr. Phinney has been manager of 
the Motors branch office in Des Moines, 
Iowa. He attended Kansas State College 
and has been associated with MIC since 
1940 when he joined the Kansas City, 
Mo., branch as a staff adjuster. 

Mr. Maile attended Benton College of 
Law, St. Louis, Mo., and began his 
career in the insurance field in 1915. 
He was associated with several insurance 
companies prior to joining Motors in 
1929 as a staff adjuster in the St. Louis 
branch. 





Arkansas Blocks 11% 
Boost in Auto Rates 


An 11.1% increase in physical damage 
insurance rates on private automobiles 
was rejected by Insurance Commissioner 
Harvey G. Combs of Arkansas. 

He said the increase requested by 
the National Automobile Underwriters 
Association, would have cost an extra 
$1,178,497 in premiums paid by Arkansas 
car owners each year. 

The decision is certain to be appealed 
to Pulaski Circuit Court. Edward L. 
Wright of Little Rock, attorney for the 
association, said the increase was more 
than justified. 

It was the second time this year that 
Combs had rejected the increase. He 
turned it down in January. He said that 
an increase granted the companies in 
April 1957 had not been in effect long 
enougk to determine whether a new in- 
crease was justified. 

A few days ago Combs rejected a 
26.4% increase in liability insurance 
rates on private cars. He gave the same 
reasons for turning down that request. 
This ruling also is to be appealed to the 
courts. 

Combs said the association had con- 
tended that 75% of its damage claims 
involved glass breakage He said he 
didn’t feel that a blanket raise was 
justified because of this factor. 





C. E. Barry Promoted by 
Talbot, Bird & Co., Inc. 


Charles E. Barry has been promoted 
to assistant secretary of Talbot, Bird 
& Co., Inc., New York, it is announced 
by S. Curtis Bird, president. Mr. Barry, 
who joined Talbot, Bird in 1952, will be 
in charge of hull underwriting. 

Talbot, Bird & Co., Inc. are managers 
of the Universal Insurance Co., United 
States managers of the Eagle Star of 
London and of the Caledonian of Edin- 
burgh, and marine managers of the 
Buffalo Insurance Co. 
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William Leslie To Retire 


William Leslie Jr., Nominated to Succeed Father; Company 
Executives Pay Tribute to Brilliant Actuarial Career of 


Leslie, Sr.; His Industry Accomplishments Cited 


William Leslie, general manager, Na- 
tional Bureau of Casualty Underwriters, 
will retire May 13. 

William Leslie, Jr., secretary and 
actuary, America Fore Group, has been 
nominated to succeed him. 

Mr. Leslie’s retirement and the nomi- 
nation of a successor were announced 
May 5 to member companies of the 
National Bureau when they received the 
report of the nominating committee on 
officers to be elected at the annual 
meeting to be held May 13 in the 
Waldorf-Astoria. A 

As the companies heard of Mr. Leslie’s 
retirement, executives were quick to pay 
tribute to the astute rate maker who 
has served 28 years as an _ executive 
of the casualty rating organization. 

It is agreed that to the entire industry 
the name William Leslie for many years 
has represented a rare combination of 
integrity, keen analytical intellect and 
unusual ability for clear expression of 
ideas, however technical. 


Company Executives Pay Tribute 


Executives point out that Mr. Leslie 
occupied a unique position. His actuarial 
background, -one executive explained, 
“afforded Mr. Leslie excellent apprecia- 
tion of the fundamentals of insurance, 
but conspicuous far beyond that has 
been his ability to express clearly and 
succinctly the issues involved in any 
particular problem and to present the 
reasoning underlying his suggestions for 
meeting the problem.” 

Another executive said: “His ability 
to comprehend and consider the other 
fellow’s position inspired confidence in 
his fairness. This was demonstrated 
early in his career at the time of the 
formation of the National Council on 
Compensation Insurance and it has been 
evidenced throughout the years since 
then.” 

One executive voiced his opinion that 
“no man in this country has ever had 
the respect and confidence of so great a 
proportion of the casualty insurance 
industry as Bill Leslie.” 

“William Leslie has made and re- 
tained a host of friends in the business 
and even those who have most bitterly 
opposed his views in connection with 
specific problems continue to cherish 
his friendship and respect his opinions,” 
another company executive commented. 


Accomplishments in Field 


The more than a quarter century that 
Mr. Leslie guided the National Bureau 
with an astuteness that has become well 
known has seen many outstanding ac- 
complishments in the casualty field. 
Pointed out are the following as some 
examples: Establishment of the five 
percent provision for underwriting profit 
and contingencies in casualty insurance 
other than workmen’s compensation; 
this increased provision is now in effect 
in 47 states and territories. 

Expense graduation and retrospective 
rating for workmen’s compensation and 
third party liability insurance. 

Development of procedures for oper- 
ating under the rating laws that were 
enacted after the SEAU decision in 1944. 

Comprehensive rating plan for national 
defense projects. 


Encouragement of a spirit of coopera- 
tion and good working relations with 
state supervisory authorities, which were 
particularly important in view of the 
rapid expansion of state regulation from 
only a few states prior to 1944 to all 
states and territories. 

Establishment of a program of con- 
ferences with representatives of national 
producers’ organizations on important 
countrywide matters, as well as encour- 
aging and developing cooperation with 
state agents’ association on local matters. 

Introduction of trend and projection 
factors, and development of the standard 
provisions policy program. 


Has Received Honors 


Mr. Leslie received, January 10, 1946, 
the Certificate of Appreciation from the 
War Department for “patriotic services 
in a position of trust and responsibility 
for outstanding services rendered the 
War Department in its insurance pro- 
curement program during World War 
II while chairman of the joint rating 
committee for comprehensive rating plan 
covering war projects.” 

He received the Gold Medal 


(Continued on Page 42) 
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EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


Introduces Another Service 


to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work. 
Now—throw the "extras" out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
sured's home, garage, place of business—WE MEAN WHERE- 
EVER IT MAY BE—we issue the proof of loss—you just forget 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25%, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 
door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call or write to 


EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


JUdson 2-3340 


BRANCHES: Flushing, New York - - - - Hempstead, Long Island 


Casualty & Surety Cos. To 
Hold Annual Meet May 13 


The annual meeting of the Association 
of Casualty & Surety Cos., will be held 
May 13, at the Waldorf-Astoria Hotel, 
New York. Officers and executive com- 
mittee members will be elected. 

Statements will be delivered by Clarke 
Smith, president of the Association. 
Other talks will be heard from J. Dewey 
Dorsett, general manager, and Ray 
Murphy, general counsel. 

The business meeting will be followed 
by a reception and luncheon to be held 
jointly by ACSC and the National 
Bureau of Casualty Underwriters. 

The second annual meeting of the 
Nuclear Energy Liability Insurance 
Association will be held at 2:15 in the 
Empire Room of the Waldorf-Astoria 
Hotel. 





American Surety Names 
Ruth M. Pierdon, Asst. Sec’y 


Ruth M. Pierdon has been elected an 
assistant secretary of American Surety 
and American Life Insurance Co. of 
New York, according to an announce- 
ment by William E. McKell, president 
of both organizations. 

A graduate of the casualty course of 
the Insurance Institute of America, Miss 
Pierdon has worked closely for a number 
of years with American Surety’s top 
executives. 

Well-known in insurance circles, she 
has been a member of the Insurance 
Women of New York since 1945, serving 
as vice president and chairman of the 
executive committee in 1949 and 1950. 





RHODE ISLAND LEGISLATION 

Governor Roberts of Rhode Island, 
April 29, signed into law a bill amending 
the state motor vehicle code to eliminate 
negligent driving as a criminal offense. 





New York, N. Y. 








Fireman’s Fund’s New 
Low-cost Auto Policy 


ANNOUNCED BY PRES. R. L. ELLIS 





Features Automatic Renewals, Direct 
Billing; Will Be Written Through 
Home Fire & Marine 





President Raymond L. Ellis, Fireman’s 
Fund, has announced a new _ low-cost 
auto policy, Economy Plus Auto Insur- 
ance, which is designed to improve the 
competitive position of the company’s 
producers. 

The program has been filed and ap- 
proved in Washington, Idaho, Mont:na, 
Nevada and New Mexico. Additional 
filings are being made in those Pacific 
Coast states where producers of Fire- 
man’s Fund have asked for low-cost auto 
facilities. Economy Plus Auto Insur- 
ance will be written exclusively through 
the Group’s affiliate, the Home (re 
& Marine Insurance Co. 

“Some of the economies inherent in 
our new low-cost auto program involve 
automatic renewals, direct billing and 
lower commissions per unit of sales,” 
Mr. Ellis said in his announcement to 
producers of The Fund. “We _ know 
some producers object to the use of 
these techniques as a means to reduce 
automobile insurance costs. While we 
respect these opinions we cannot believe 
that the adoption of these methods in 
the merchandising of private auto in- 
surance will in any way prove detrimen- 
tal to the welfare of either the individ- 
ual agent or to the system of insur- 
ance marketing he represents.” 


To Secure Share of Auto Market 


Mr. Ellis said further that the deci- 
sion to offer a low-cost auto plan was 
based on a continuing study of trends 
and developments in the auto insurance 
field and on the number of requests 
received from the company’s agents ask- 
ing for low-cost auto insurance facilities. 
“With good cause for alarm, many of 
our producers have watched the spectac- 
ular growth of those competitors who 
have effectively used lower acquisition 
costs and other economies to win wide- 
spread public acceptance of their prod- 
ucts,” Mr. Ellis said. “The growing pop- 
ularity of the so-called direct writing 
and specialty companies among price- 
conscious buyers has meant that our 
type of agent has not been able to se- 
cure his share of today’s vastly in- 
creased automobile market. Unless we 
can demonstrate our ability to reduce 
the cost of marketing, and therefore, 
the price of our product, there can 
be no reason to assume this popular 
movement toward this kind of competi- 
tor will not continue and_ ultimately 
prove damaging to other important 
classes of our producers’ business.” 


How Policies Will Be Handled 


Mr. Ellis said that in the Economy 
Plus plan the identity of the producer 
as the servicing agent or broker is main- 
tained. Ownership and control of the 
business by the producer is completely 
safeguarded. By utilizing newly installed 
electronic equipment at its home office 
location, the company will assume most 
of the time-consuming administrative 
tasks involved in writing and servicing 
policies sold under the plan, leaving pro- 
ducers with more hours for profitable 
sales activity. 

Highlights of Economy Plus Auto In- 
surance were summarized. Coverage: 
comprehensive, $50 and $100 deductible 
collision, auto BI up to 
automobile : 


erage. Eligible 


not used for business. 


Procedure: Agent completes applica- | 
tion, rates risk, has insured sign appli- | 


cation, collects and remits six-month 
gross premium. Accepted 
turned to agent for delivery to insured. 
Commissions remitted monthly. Renew- 
als: premiums billed directly to ins ired 
with copy to agent. Agent will be ott 
fied if not paid. 





100/300, auto | 
PD up to $10,000, family protection cov- 
Private | 
passenger; utility autos (pick-up, etc.) | 


policies re- | 
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Areas Of Insurance Industry ‘To Be 


Probed By Senate Subcommittee 


Outline Given by Counsel McHugh at AMA Meeting: Com- 
pany Mergers, Investments, Rating Bureaus, Ins. Depart- 
ments, Licensing, for Scrutiny; Hearings Start Soon 


New York, May 6—Questioned here 
today at the spring insurance conference 
of American Management Association, 
in the Statler Hotel, Donald P. McHugh 
said that hearings in the Congressional 
investigation of insurance industry 
should start before the close of the 
present legislative sessions in Washing- 
ton. Mr. McHugh, who is counsel for 
the U. S. Senate Anti-Trust and Monop- 
oly Subcommittee, indicated the breadth 
and scope of the investigation. 

It will cover the casualty, fire, and 
eventually life insurance industry, and 
will concern itself with rating bureaus, 
company mergers, and notably “the in- 
creasing voice of life insurance com- 
panies in welfare and pension trust 
funds.” Mr. McHugh specified that the 
investigation will have particular interest 
in state bills designed to “prevent in- 
dependence of action and impair compe- 
titive practice of insurance.” 


Cost of Paramount Concern 


One matter which, he said, commands 
the close attention of government offi- 
cials is the volume of premiums, which 
for life, property and casualty business 
totalled $26 billion for 1957—over 8% 
of the current national income. The 
Senate Anti-Trust and Monopoly Sub- 
committee, he emphasized, will have as 
one of its paramount concerns the cost 
of insurance. 

Mr. McHugh told the AMA meeting, 
today: “On February 5, 1958 the Senate 
approved a resolution which authorized 
the Anti-Trust and Monopoly Subcom- 
mittee to proceed with an_ extensive 
program for the coming year, including 
a general study of the business of in- 
surance. The Senate thereby set the 
stage for conducting the kind of inquiry 
which would reveal whether Public Law 
15 has fulfilled its purpose. Senator 
Joseph C. O’Mahoney has been desig- 
nated by the Chairman of the Anti-Trust 
and Monopoly Subcommittee, Senator 
Estes Kefauver, to preside over this 
study.” He referred to the cases in- 
volving advertising of A. & H. insurance 
which are presently under consideration 
by the U. S. Supreme Court. Whether 
the Supreme Court rules in favor of the 
insurance companies (who contend that 
enactment of state legislation constitutes 
regulation) or the Federal Trade Com- 
niission which seeks jurisdiction over 
this area, Mr. McHugh said that Con- 
gress is obliged to review all phases of 
state insurance regulation. 

He pointed out that the cases before 
the Supreme Court raise no issue con- 
cerning the effect of the section 3(b) 
of the McCarran Act which authorizes 
the Department of Justice to attack 
“boycotts, intimidation or coercion.” 


Bureau Membership Not Compulsory 


Continuing Mr. McHugh said the 
McCarran Act gave the states “primary 
regulatory responsibility” but that Con- 
cress intended that competition would 
continue to act as a prime regulator in 
the insurance industry. Even in rate 
making independence of action must be 
preserved. 

“Congress did not intend that. it 
would be compulsory for any insurance 
company to become a member of rating 
bureaus which charge uniform rates. 
The All-Industry Model Rating Law, 
Specifically provides for variations in 
rates.” 

Congress, he said, will now seek to 
learn how effectively the states have 
administered their supervisory trust 
alter they enacted laws granting mo- 


nopolistic rate making power to private 
hands. “Proposals have already been 
advanced for an amendment to the 
McCarran Act by expressly extending 
the Federal anti-trust laws to those 
cases where compulsion in various forms 
is employed to prevent rate competition.” 

Mr. McHugh said that property and 
casualty rates, controlled directly by the 
regulatory authority based upon filed 
loss experience, expense and other data, 
tend to make “the legal rate the maxi- 
mum rate.” The destructive consequences 
of uniformity upon competition extends 
also to policy forms and coverage, he 
remarked. 


Rate Making Standards 


The subcommittee will seek to learn 
what the standards “excessive, inade- 
quate or unfairly discriminatory” mean 
in the practical administration of rate 
making policy; do the standards have 
conflicting meanings, and are they ap- 
plied with different results in different 
states? If so has this had any adverse 
consequences to the stream of commerce 
in insurance amang the several states? 
Should the burden of proof be on the 
Insurance Commissioner, as at present, 
or should the companies have to justify 
their rate filings ? 

The inquiry will also look into fire 
insurance rating and. its regulation. It 
may consider why income from invest- 
ments is not taken into account in mak- 
ing fire rates. 

Mr. McHugh’ remarked further: 
“Charges have been made that the rating 
bureaus, with the help of the dominant 
companies, have attempted to. control 
the industry by throwing road blocks 
in the way of competition. This sub- 
committee will attempt to determine 
whether independence of action in rates 
and policy forms is permitted.” 


Rate Deviations 


Discussing rate deviations, the speaker 
referred to the Insurance Co. of North 
America which made dwelling class fil- 
ings separately from New York Fire 
Insurance Rating Organization in 1954. 
Subsequently the New York Superin- 
tendent ruled in favor of INA, but pro- 
ceedings are still pending in New York 
in which the bureau is challenging lower 
rate filings subsequently made by INA. 
He referred to the resources. which 
enabled INA to fight such a long battle, 
but wondered, perhaps other companies 
are prevented from deviating on rates 
because they lack the resources to carry 
through their intent. } 

The subcommittee, he said, will deter- 
mine “whether deviating companies have 
needlessly been hindered by state regu- 
lations requiring deviated rate filings to 
be renewed each year with the attendant 
danger of concerted bureau opposition. 
Clearly the question is raised in such 
cases whether rate bureaus are exercis- 
ing the force of economic power to pre- 
vent competitive pricing. 

“Since cooperative rate making under 

state sanction is the sharpest departure 
from anti-trust philosophy the subcom- 
mittee will focus its attention on the 
operation of typical rating bureaus— 
the accepted mechanism for setting 
rates,” he declared. 
_ This investigation will study informa- 
tion submitted in rate filings, the exami- 
nation made of this data, and where 
judgment is required in particular rates 
how the validity of this judgment is 
tested. 


Study of Life, A. & H., Ocean Marine 


The subcommittee will also seek what 
sanctions are imposed within a bureau 


Ellis-Smith & Co., Dallas 
Arranges Space Corp. Bond 


The well known agency firm of Ellis- 
Smith & Co., Dallas, is handling the per- 
formance and payment bonds through 
various companies represented in its of- 
fice for the Space Corp. of Garland, 
Tex., which was awarded the contract 
for manufacture and construction of 
maintenance docks for U. S. Air Force 
at more than $8,000,000. 

First phase of the contract, it is an- 
nounced, totals $5,208,000 with a mini- 
mum of $3,000,000 in additional work 
to be added as the work progresses. 
The docks, movable hangers in which 
B-52 bombers are maintained, will be 
installed at various Air Force bases 
throughout the United States. 

Space Corp., formed last summer, is 
headed by Col. D. Harold Byrd whose 
group purchased the manufacturing and 
engineering divisions of Shaw & Estes. 





when a company opposes the prevailing 
view. An analysis will be made of ‘ per- 
mitting competitors, through their rating 
bureaus, to engage in cooperative activi- 
ties over and above those relating to 
the scientific function of pooling loss 
experience data,’ Mr. McHugh stated. 

Insurance which is excluded from 
rate regulatory law, such as reinsurance, 
A. & H., life, aviation and ocean marine 
lines, will also be investigated. Another 
area will be licensing restrictions con- 
cerning the entry of new firms into the 
insurance business. The speaker said 
that where application by either foreign 
or domestic carriers to do business in a 
state has been denied, the subcommittee 
will try to learn the reasons. Questioned 
on the matter, Mr. McHugh specified 
that “if foreign carriers can compete with 
less restriction (than domestic concerns) 
then this would be a matter of interest” 
to the subcommittee. 

Instances of discriminatory state re- 
quirements as to capital and surplus will 
also be investigated. He referred to the 
restriction of competition through arbi- 
trary favoring of domestic insurers. 


Company Mergers 


Continuing Mr. McHugh said that the 
study will try to determine the extent 
and significance of company mergers, 
and will examine the “consideration 
given” to them by the respective states. 
“Economies are achieved when a single 
insurer is able to write a combination 
of risks in the same policy. However, 
if the full line is accomplished by the 
buying up of small insurance companies, 
a serious threat to competition may be 
posed. Furthermore, increased capital 
and surplus requirements for writing 
comprehensive all risk coverage may be 
forcing smaller companies into mergers.” 

Congress, Mr. McHugh indicated, may 
also consider specific means of correct- 
ing the situation (which arose in«the 
Inland Empire case) where “assets 
pyramided and interlocking corporations 
can be switched from state to state, and 
only simultaneous audits and examina- 
tions in a number of states can protect 
policyholders.” 

The problem of size and economic 
power of the life insurance industry 
will also be scrutinized. “The funds 
which are accumulated as a necessary 
adjunct to the insurance business,” he 
said, “have become increasingly signifi- 
cant in future growth and expansion of 
the economy. If the flow of insurance 
funds into the private investment market 

. as well as the power exercised over 
other American businesses .. . has anti- 
social consequences, the subcomniittee 
may seek to determine whether, on 
balance, any benefits resulting from this 
great size outweighs the harm,” Mr. 
McHugh remarked. 

He said that the subcommittee had not 
yet formalized an agenda and the exact 
nature, limits or priorities of the investi- 
gation are not yet known. However, he 
did remark that “the subcommittee ap- 
proaches the study with no pre-conceived 
solutions of any problems.” He further 
stated that NAIC had offered full coop- 
eration in the study. 





Portrait of McKell Unveiled 
In Amer. Surety Board Room 


New Portrait of W. E. McKell 


Trustees of American Surety honored 
their chairman and president, William 
E. McKell, by presenting the company 
with a portrait of him in the board room 
following the April meeting. Edmund 
Magrath, one of the country’s foremost 
artists, painted the picture. Mr. McKell 
is also president of American Life of 
New York. 

The painting was unveiled and pre- 
sented by Harold Allen, chairman of ex- 
ecutive committee, who summarized Mr. 
McKell’s outstanding achievements in 
public life as well as his contributions to 
the insurance industry. The portrait was 
accepted on behalf of the company by 
Randolph E. Brown, first vice president. 

Present at the ceremonies were Mrs. 
McKell, Mrs. Thelma McKell Brown, 
Mrs. Carmen McKell Merrill; also, trus- 
tees and directors of American Surety 
and American Life of New York and 
their wives, and the officers of both com- 
panies and their wives. 

Following the unveiling, Mr. and Mrs. 
McKell entertained the 54 guests at 
luncheon in the Bankers Club, N. Y. 


Hartford A. I. Promotes 
John D. Cross, Leon J. Roy 


Appointment of John D. Cross as 
claims manager at the Hartford Accident 
& Indemnity Portland, Me., office has 
been announced. Mr. Cross, who as- 
sumed his new position last month, has 
been succeeded as claims representative 
at Barre, Vt., by Leon J. Roy. 

Mr. Cross joined Hartford A & I in 
January 1949, and served as a claims 
representative at Glens Falls, N. Y., be- 
fore his transfer to Barre in 1950. He 
is a graduate of the University of New 
Hampshire. 

Mr. Roy joined the company recently 
after having a number of years of ex- 
perience in claims work in the Vermont 
territory. He attended the Universities 
of Maine and Vermont. 








Three Promoted in Zurich’s 


Head Office in Chicago 


Neville Pilling, chief executive of the 
Zurich-American Insurance Companies, 
announces the following promotions at 
the head office in Chicago. 

W. W. Chalmers from assistant vice 
president and counsel to vice president 
and counsel of the American Guarantee 
& Liability and the Zurich Life. 

Lewis F. Miller from assistant vice 
president to vice president of the Amer- 
ican Guarantee; also named vice presi- 
dent of the Zurich Life. 

Calvin M. George from assistant coun- 
sel to associate counsel of the Zurich 
Insurance Co., Zurich Life and Amer- 


- jcan Guarantee. 
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Ins. Companies Can 
Cut Production Costs 


BUYER DECLARES AT AMA 
A. L. Benjamin Favors Open-end Prop- 
erty, Liability Policies; Scores 
Sizable Overheads 


New York, May 5—A. L. Benjamin, 
director of insurance, Cincinnati Gas & 
Electric Co., told the American Man- 


agement Association’s spring insurance 
conference here at the Statler Hotel to- 
day, that insurance buyers can do a 
great deal to keep insurance costs with- 
in reason, but that they need help of 
the insurance industry in getting rid of 
wasteful practices. 

Mr. Benjamin was a member of the 
panel on Cost Reduction in Today’s 
Business Profit Squeeze. 

In their own companies insurance 
managers can cut costs through the use 
of properly devised deductibles, um- 
brella coverages, close scrutiny of values, 
and safety programs for loss prevention, 
Mr. Benjamin declared. At the same 
there are a number of things that 
“sizable” 
prevalent 


time, 
could be done to 
overhead costs that are now 


reduce the 


in the industry. 
Favors Open-End Policies 


A good way to reduce costs, he sug- 
gested, would be the institution of open- 
end policies or renewal certificates in 
the property and liability field. In an 
open-end policy, the underwriter would 
still have the right to review his com- 
mitments annually just as the insured 
would have the right to cancel if he 
were not satisfied. Changes in coverage 
could be accomplished, he pointed out, 
by means of endorsements and only 
when the policy became confusing be- 
cause of too many endorsements would 
the entire policy have to be rewritten. 

Another practice which adds many 
thousands of dollars to the nation’s 
insurance bill is the increasingly com- 
mon practice of taking advantage the 
subrogation clause in policies, Mr. Ben- 
jamin asserted. When an_ insurance 
company pays an insured a loss and 
then immediately tries to recover all or 
part of that loss from a third party, 
the net effect is to increase the cost 
of the loss. “If insurance company A 
does recover from the third party, the 
chances are that insurance company B 
finally foots the bill, not only for the 
actual loss, but also for court costs, 
witness fees, attorneys’ fees, and inves- 
tigation expense,” he said. “T think we 
would all be better off if the subroga- 
tion clause were eliminated from insur- 


ance policies, and only in cases of 
extreme, willful, and gross negligence 
would action be taken against third 


parties.” 
For National Fire Rating Body 

Mr. Benjamin also suggested that 
something be done about the “archaic” 
and “inequitable” method of rating prop- 
erties for fire insurance. At the present 
time, he said, there is no uniformity in 
rating methods and rates can vary as 
much as 460% between states. “It seems 
to me that the answer to this obvious 
inequitable situation would be a national 
fire rating organization.” 

The argument that a national fire rat- 
ing organization might lead to Fed- 
eral regulation of the insurance industry 
is “completely without validity,” he said. 
“We have had national rating bureaus 
in other forms of insurance for many 
years, and even some semblance of it 
in the fire insurance field, particularly 
with respect to electric utilities, and 
I have yet to hear anyone say that these 
bureaus were leading to Federal regula- 
lation.” 


Creiit nee Helps 
Many Manufacturers 


IN TODAY’S UNCERTAIN MARKET 


J. L. McCauley, Exec. V.P. of American 
Credit Indemnity on Operations in 
Current Economic Situation 


New York, May 6—Credit insurance 
can be a valuable profit tool for the 
manufacturer who wants to move ahead 
in today’s uncertain market, James L. 
McCauley, executive vice president, 
American Credit Indemnity of New 
York, Baltimore, Md., declared here to- 
day at the American Management Asso- 
ciation’s spring insurance conference at 
the Statler Hotel. 

The insurance buyers heard Mr. Mc- 
Cauley describe credit insurance as im- 
portant to concerns selling to distribu- 
tors and retailers. He told outlined ways 
and means of strengthening their insur- 
ance programs through this type of cov- 
erage. 

Conservative manufacturers 
turned down large orders because they 
are afraid of the risk of collecting large 
amounts, Mr. McCauley asserted. Credit 
insurance—which takes over at the 
moment of shipment and continues in 
force until the account is paid or a claim 
is filed—can make the large line safe. 

“The manufacturer or wholesaler, 
who cannot elevate his lines because his 
customers couldn’t buy more than he is 
already shipping, can either broaden his 
market in the regular field or try to 


have 


penetrate those accounts whose credit 
ratings are less than first or second,” 
he said. 


It is for management to decide how 
much of the latter market should be 
sold, Mr. McCauley stated. “There’s a 
lot of good business there, but it re- 
quires special handling. These accounts 
on the whole don’t pay so promptly. 
Closer scrutiny is necessary when the 
credit basis is reviewed—then the ac- 
count has to be watched more closely 
as the terms of sale reach maturity.” 


Cases of Insolvency 


Credit insurance helps to stabilize the 
portion of this fringe market that the 
manufacturer chooses to sell, Mr. Mc- 
Cauley said, because customers will pay 
more promptly to a shipper whose ac- 
counts are insured. “The slow pay 
debtor may feel he can put off the 
shipper, but when he has to stall both 
the shipper and the credit insurance 
company, he will most likely pay 
promptly,” he said. 

Even among customers in which the 
shipper has utmost confidence there are 
occasional examples of insolvency, Mr. 
McCauley declared. The shipper is like- 
ly to reason that if it could happen to 
that account there might be other ac- 
counts on the books in the same condi- 
tion. The natural consequence, he said, 
is a reaction of panic and the shrink- 
ing of credit lines. However, the manu- 
facturer who has credit insurance is not 


subject to panic in this case. He takes 
the loss in stride, he remarked. 
Better Than in 1930's 

Mr. McCauley pointed out that his 


company has access to two business 
indices not available to most analysts. 


One is the volume and character of 
claims filed with its service depart- 
ments. Right now, he reported, filings 


are increasing, collections are more diffi- 
cult, and loss payments are tending 
to increase. “But,” he said, “collections 
are a darned sight better than they were 
back in the 1930's.” 

The other “vital index” the company 
has, Mr. McCauley said, is the informa- 


(Continued on Page 43) 





Increase Safety and 
Loss Prevention Work 


SCHWENK TELLS AMA BUYERS 


Fruehauf Trailer Co. Insurance Manager 
Says Strict Administration of Ins. 
Programs Now Needed 


New York, May 5—In a period of 
reduced profit margins the corporate in- 
surance manager must have the courage 
of his administer his 
program as strictly as possible, buyers 
attending the American Management 
Association’s spring conference in the 
Hotel Statler were told today. 

The speaker, Merritt C. Schwenk, Jr., 
assistant treasurer, insurance and real 
estate for the Fruehauf Trailer Co., De- 
troit, was a member of a panel on cost 
reduction. 

“The problem of reducing 
cost in view of reduced profit margins 
calls for detailed evaluation of the pro- 





convictions and 


insurance 


gramming and job performance by the 
corporate insurance manager,” Mr. 
Schwenk said. “The reduction of any 
insurance cost will be in direct 
to the type program devel 
oped in the interim 
The stronger the control 


ratio 
of job or 
preceding years. 
supervision 
and the management of your insurance 
program, the smaller will be the return 
of premium reductions. Conversely, a 
program not developed through experi- 
ence, negotiation or proper administra- 
tion by the buyer should be subject to 
cost reduction of premium expenses,” ‘he 
stated. 

An analysis of the circumstances con- 
tributing to reduced profit margins could 
result, he said, in certain reduction in 
manufacturing facilities and a_corre- 
sponding reduction in the number of em- 
ployes. Insurance policies geared to pay- 
roll, such as workmen’s compensation 
or policies for liability written on sales 
receipt or mileage basis would automati- 
cally be reduced in cost with reduced 
operation, he pointed out. 


Increase Loss Prevention Programs 


Mr. Schwenk recommended an_ in- 
crease in safety and loss prevention pro- 
grams to overcome and prevent careless 
accidents. An area of cost reduction can 
also be accomplished by stricter super- 
vision, investigation and processing of 
claims under workmen’s compensation 
and group insurance, he said. 

This is not the time, Mr. Schwenk 
remarked, to dispense with insurance 
which is for the preservation of cor- 
porate assets for an uninsured loss might 
be just the impetus required to cause 
a catastrophic condition within the cor- 
porate structure. With limited profits, 
he said, it might be a recommendation 
of the insurance manager that replace- 
ment insurance be procured. Where the 
loss of facility would seriously jeopardize 
the corporate structure, the premium ex- 
pense for this type of insurance would 
be far less than the cost of financing 
recovery in the event of a catastrophe, 
he pointed out. 

Benefits may be obtained in the con- 
solidation and combination of several 
contracts under one master insuring 
policy, he suggested. Careful evaluation 
of existing contracts and the availability 
of an output form policy might develop 
a substantial reduction in premium cost. 

It may well be that a careful review 
of insurance coverages would result in a 
decision to incur additional premium 
cost, Mr. Schwenk said. The prime con- 
sideration should be the strengthening 
of the insurance program and the pres- 
ervation of corporate assets. Attainment 


of both of these objectives is the real 
responsibility of the insurance manager, 
he asserted. 


Federal Anti-Trust 
Probes Discussed 


IN VICTOR R. HANSEN’S TALK 


Assistant U. S. District Attorney Says 
Publicity of Investigations Helps 
Correct Insurance Tie-in Abuses 


New York, May 7—The talk by Victor 
R. Hansen, Assistant U. S. Attorney 
General in charge of the anti-trust di- 
vision of the Department of Justice, was 
one of the most eagerly awaited of the 
AMA meeting here at Hotel Statler. He 
discussed anti-trust and insurance. 

The purpose of the McCarran Act, 
passed in 1945 was to preserve and pro- 
tect healthy competition in the industry. 
It paved the way for a coordinated sys- 
tem of state and Federal control, Mr. 
Hansen pointed out, The act provided 
for a moratorium period of three years 
in which the states could enact regul- 
latory measures for the insurance busi- 
ness. At the end of this period the 
Sherman and other anti-trust acts be- 
came applicable to the business of insur- 
ance “to the extent that 
is not regulated by 





such business 
state law,” he said. 
Most of the state laws enacted in the 
moratorium period, Mr. Hansen noted, 
permit cooperative rate making through 
licensed rating bureaus, but incorporate 
provisions designed to preserve compe- 
tition and to correct abuses within the 
industry. Where the state law does not 
cover an abuse or the state is not en- 
forcing one of its laws the Department 
ot Justice may step in. Some 30 pre- 
liminary investigations have been con- 
ducted by the Division, he reported, and 
nearly half of these have resulted in full 
investigations conducted by the FBI or 
by Federal grand juries. The scope of 
these investigations has included almost 
every phase of the insurance field. 


Cites Government vs. IDS Case 


The anti-trust cases instituted since the 
passage of the McCarran Act have been 
under the section that states: Nothing 
in this Act shall render the said Sher- 
man Act inapplicable to any agreement 
t» boycott, coerce, or intimidate, or act 
of boycott, coercion of intimidation. Mr. 
Hansen cited the case of the government 
versus Investors Diversified Services 
which was terminated by a_ consent 
judgment in 1954. The complaint charged 
that IDS had entered into agreements 
with its residential mortgage loan bor- 
rowers which illegally required the bor- 
rower to agree that all hazard insurance 
maintained on the property secured by 
the mortgage would be written, placed 
and sold by the mortgagee, 

The consent judgment, he reported, 
terminated the agreements giving the 
defendants an exclusive right to place 
hazard insurance and prohibits similar 
agreements in the future. Such _ tie-in 
agreements, Mr. Hansen pointed out, are 
inherently anti-competitive and in the 
view of the Department of Justice are 
illegal unless they can be shown to be 
reasonable under the peculiar and par- 
ticular facts in each individual case. 
“This has been repeatedly called to the 
attention of the public and those lenders 
who persist in unreasonably denying 
their borrowers access to the competitive 
insurance market will invite litigation 
upon themselves,” he declared. 

Mr. Hansen reported that while the 
publicity received on the IDS case has 
been “an important factor” in educating 
lenders to avoid insurance tie-in prac- 
tices, the Division continues to receive 
some complaints that lenders are cm- 
ploying indirect and coercive means t° 
channel insurance to an affiliated agency 
or company. “Such abuses will continue 
to receive our attention,” he said. 


(Continued on Page 43) 
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Products Liability on 
New Jet Airliner 


EXPLORED IN TALK TO BUYERS 





Eugene F. Gallagher of The Planet Sees 
$30 Million Possible with 174 
Passenger DC-8 in Flight 

\ total liability, which may well reach 
$30 million was envisioned in connection 
with a commercial jet airliner, by Eugene 
F. Gallagher, manager, Planet Insurance, 
Detroit, in a recent talk before American 
Society of Insurance Management at 
Illinois Wesleyan University, Blooming- 
ton, 

Mr. Gallagher discussed the Douglas 
DC-8 jet commercial passenger plane 
which will shortly be put into service. 
The plane will carry 174 passengers. 
The hull is valued at $5 million but in- 
cluding passengers and crew in flight 
the liability is likely to amount to $30 
million. 

In this way, he said, the aircraft 
industry presents a particularly acute 
problem so far as products liability is 
concerned, Every manufacturer who has 
played any part in the fabrication of 
this plane has a potential liability. He 
told the insurance buyers: “If you manu- 
facture a fuel pump, an actuating cylin- 
der, a control cable, a tire, even a cotter 
pin that finds its way into an aircraft, 
you cannot be assured you are not 
going to be faced with a claim which 
could financially ruin your business. 
Remember, you do not need to be a 
direct supplier t6 the aircraft manu- 
facturer to find yourself saddled with 
this overwhelming liability. It may be 
enough if some customer who purchases 
your product incorporates it in some 
device that eventually becomes a part of 
this aircraft.” 


To Ascertain Products Failure 


However, Mr. Gallagher explained that 
establishment of products failure is not 
a completely uncertain matter. Exhaus- 
tive investigation by the Civil Aero- 
nautics Board, with its expert technicians 
and specialists on engines, props, struc- 
ture, instruments, radio and other sub- 
jects, is further aided in sifting evidence 
by the Air Line Pilots Association, the 
airline itself, the engine manufacturer, 
and interested metallurgists and chem- 
ists, 

“A crash may follow reports of specific 
trouble by the pilot while the plane is 
in flight,” Mr. Gallagher pointed out, 
“therefore, no party of interest in the 
construction of an aircraft whether he 
he the actual manufacturer, a subcon- 
tractor, or supplier of parts ultimately 
incorporated in the aircraft, can escape 
that threat of liability.” 

The speaker feels this is an area in 
which industry is most vulnerable. He 
explained: “It is estimated that there 
are about 50,000 manufacturers of various 
products in this country who may have 
reason to be concerned about this phase 
of products liability. Cases have involved 
the manufacturer of fire extinguishers, 
lhecause of dangerous amounts of carbon 
Cioxide accumulating in the cockpit 
when the device was used during flight— 
«a manufacturer of plexiglas was named 
when a windshield broke—Bethlehem 
Steel was involved because of alleged 
negligence in the manufacture of a 
forging, 


Realistic Liability Coverage 


“While we may count 50,000 enter- 
Ptises where potential liability exists, 
we find that but a very small part of 
these have concerned themselves with 
the provision of realistic products lia- 
bility insurance to cover such claims 
as may be brought against them. It is 
admittedly practically impossible to se- 
cure all of the products liability coverage 
which can conceivably be needed.” 

About the $30 million liability on the 
DC-8, Mr. Gallagher said it was quite 
Possible that this liability could greatly 
crease because there is nothing to 
Stop this plane from crashing into a 
filled football stadium or into any other 


crowd. “But those possibilities are rather 
remote and those limits which reach 
astronomical figures are perhaps to be 
regarded as beyond the realm of in- 
surance today. 

“There is available insurance against 
the potential liability arising from prod- 
ucts failure in the aircraft industry. 
This may be obtained from any agent 
or broker and in an amount sufficient 
certainly for most contingencies ... It 
is unlikely, however, that the entire in- 
surance market of the world including 
all the domestic carriers and foreign 
companies could provide a limit as high 


as $20 million.” 
Grounding of Aircraft 
The speaker also considered the possi- 
bility of loss resulting from grounding 
of a certain type of plane. “If for 
example, it were found that some parti- 
cular type of aircraft had an inherent 
defect in some component part and that 
plane were to be grounded, the enormous 
loss of revenue from the fact that none 
of the planes of that type could be used 
as income producing equipment is some- 
thing which should be and is covered 
by aircraft products liability.” 
Summing up, Mr. Gallagher told the 


insurance buyers that crippling loss is 
not lessened because it may not occur 
frequently. “If there is any reasonable 
possibility of serious loss occurring, then 
protection is needed. It is not the small 
frequently occurring loss that spells 
disaster—it is the remote catastrophic 
loss which can put an end to business. 

“Whatever problems may arise in con- 
nection with insurance matters the risk 
manager can always count on experi- 
enced help, counsel and suggestions from 
a competent agent or broker who 
through his connections can command 
world-wide markets.” 
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Wm. Leslie Retires from Nat'l Bureau 


(Continued from Page 38) 


of the General Brokers 
New York for the most valuable contri- 
bution in the field of insurance during 
the year 1947. 

Career of William Leslie 


Mr. Leslie was born March 23, 1890, 
in Felton, Calif. He was educated in 
the public schools of that state and at 
the University of California where he 
received the degree of B.S. and later 
Was associate professor of insurance. 

In his insurance career he was actuary, 
Reliance Life, Pittsburgh, 1911-1913; 
secretary-actuary, California State Com- 
pensation Insurance Fund, San Fran- 
cisco, 1913-1919; actuary, New York 
Insurance Department, 1919-1920; con- 
sulting actuary, San Francisco, 1920-1923; 
and general manager, National Council 
on Compensation Insurance, New York, 
1923-1929. He became associate general 
manager of the National Bureau of 





WILLIAM LESLIE 


Casualty and Surety Underwriters, New 


York, in March 1930 and was elected 
general manager in October 1936. 

Mr. Leslie is an associate of the 
Actuarial Society of America. He is a 
charter member, fellow and past presi- 
dent of the Casualty Actuarial Society. 
He is a member of the American Statis- 
tical Association, American Economics 
Association and Phi Kappa Alpha fra- 
ternity. 

His First Week at the Bureau 


This week one associate recalled an 
incident 28 years ago which stands out 
in his mind because it was his “intro- 
duction” to Mr. Leslie who had just 
then joined the National Bureau as 
associate general manager. 

It was 1930 and his first week with 
the Bureau when Mr. Leslie came into 
a meeting where a complex problem 
involving burglary insurance was being 
discussed by five company representa- 
tives. Each of the representatives had 
a unique solution, and to all those 
present the five solutions seemed utterly 
irreconcilable. 

This was Mr. Leslie’s first contact 
with burglary insurance problems. At 
the end of half an hour he asked per- 
mission to speak, presented an analysis 
of the five suggested solutions with a 


clarity in marked contrast to the 
preceeding discussion, and offered a 
compromise solution that was readily 
acceptable to all five company repre- 


sentatives. Thereafter company execu- 
tives and associates were to see many 
similar memorable instances of out- 
standing ability demonstrated. 

Mr. Leslie has inspired intense loyalty 
among those who have worked with 
him; during their day to day contacts 
they have appreciated that they have 
worked with a leader with a personality 
as outstanding as his ability. 

On March 15, 1955, when Mr. Leslie 
completed 25 years of service, more than 


Association of 


350 employes gathered to honor him at 
a staff party where they presented him 
with a sterling silver tray to mark the 
occasion. Another tribute came the next 
day with a testimonial luncheon attended 
by 140 executives of member companies 
of the Bureau where Mr. Leslie was 
presented with an oil portrait of him- 
self. 
Wm. Leslie Jr., Well Known in Insuranc: 
William Leslie, Jr., entered the insur- 
ance field in 1939 in the rating division 
of the Fidelity & Casualty of New York. 
In 1941 he joined the National Bureau 
of Casualty Underwriters in the actu- 
arial department. He went with the 
Royal-Globe Insurance Group in 1947 
and in 1948 was appointed superinten- 
dent of the special risks department. 
In 1950 he joined the National Council 
on Compensation Insurance as assistant 
manager and succeeded to the general 





WILLIAM LESLIE, JR. 


managership in 1955. He resigned this 
position in March, 1957, to rejoin 
America Fore Group as actuary of all 
companies. He was appointed secretary 
end actuary of all companies of the 
America Fore Group in January, 1958. 

Like his father, the younger Mr. 
Leslie is widely known in insurance 
circles throughout the country. During 
his association with the National Coun- 
cil on Compensation Insurance his work 
brought him in direct contact with 
state insurance departments from coast 
to coast and he developed friendships 
among Insurance Commissioners and 
members of their staffs and among offi- 
cers and members of producers’ asso- 
ciations. He is a vice president and a 
fellow of the Casualty Actuarial Society. 

During World War II he served as 
a naval aviator. He is a member of the 
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ASIM Hears Impact Of Congressional 


Investigation Of Insurance Industry 


Michigan Insurance Commissioner 
Joseph A. Navarre, addressing the 
American Society of Insurance Manage- 
ment in New York, May 5, said that one 
of the current problems facing the in- 
dustry “may very well... arise by virtue 
of the fact that investigations conducted 
by Congressional committees or sub- 
committees raise doubts in the mind of 
the public with reference to the integrity 
of the business itself.” 

He commented: “Misunderstanding 
and confusion, distrust, lack of faith, and 
loss of confidence a!most inevitably fol- 
low in the wake of investigations of 
public or private institutions. 

“We are presently experiencing the 
impact of public reaction with reference 
to questions of honesty and integrity of 
governmental agencies raised in = con- 
nection with the news releases and press 
discussions relative to the F.C.C. 

“The accident and health insurance 
business recently experienced the impact 
upon the business of insurance, resulting 
from the various citations issued by the 
Federal Trade Commission.” 


Public Interest Stressed 


Mr. Navarre remarked, that another 
problem facing the industry “is the 
measure of its citizenship responsibility 
in accepting the degree of self-regula- 
tion necessary and essential to the pres- 
ervation of the public interest.” 

He repeatedly stated the paramount 
importance of action “in the public in- 
terest.” There is little doubt, he said, 
but that if the states do not continue to 
regulate in this interest, that “Congress 





the Fox Mead- 
Andrews Golf 
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Naval 


Princeton Charter Club, 
ow Tennis Club, the St. 
Club, the American Legion 
Aviation Commandery of the 
Order of the United States. 
Mr. Leslie and his wife, Georgie B. 
Leslie, reside at 345 Pondfield Road, 
Bronxville, N. Y. They have two sons, 
William Leslie III and David L eslie, and 
two daughters, Meredith and Karen. 
Mr. Leslie was born in Berkeley, Calif. 
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will have no alternative but to provide 
an effective means of doing so. 

“It is difficu t to believe that the Con- 
gress was not mindful of the impact of 
the doctrine of voluntary free enterprise 
upon the insurance industry and the pro- 
tection offered it by regulation at the 
state level.” 

To preserve the system of state reg- 
ulation will require cooperation among 
the states and the submergence of “tem- 
porary advantage and selfish interest,” 
he said. 

Over $22 Billion Premiums in 1956 


Because of the 
premiums annually 
ness of insurance— 


billions of dollars in 
invested in the busi- 
22,054,847 438 in 1956 
—the investigator of the business must 
be as “statesman-like as he is vigilant 
in his search of the truth,” in order to 


preserve public confidence, and the ‘in- 
tegrity of the insurance business. 
“The power of Congress to investi- 


gate places within its jurisdiction and 
control is a tremendous opportunity for 
good or evil.” 

Concluding his remarks Mr. Naverr? 
stated: “Vitalization of the principles of 
regulation of insurance by the several 
states is a constant challenge. It should 
serve as a reminder that the combined 
forces of free enterprise and free gov- 
ernment, energetically and_ intelligently 
directed through the perfection of our 
democratic institution, is our salvation 
and our hope.” 


N. Y. Industrial Accidents 


Rate More Favorable in ’57 


An ll-year record low of 718,874 in- 
dustrial accidents in New York State 
were reported to the Workmen’s Com- 
pensation Board last year, Miss Angela 
Rk. Parisi, board chairman, announced. 

The number of accidents reported dur- 
ing 1957 represented a decrease of 29,- 
986, or 4%, from the 748,860 reported 
in 1956, and was only 409 above the post- 
war low of 718,465 in 1946. 

After reaching an all-time peak of 
861,845 accidents reported in 1951, a 
steady decline followed, resulting in a 
decrease of 16.6% from 1951 to 1957. 

In the first compilation of Board 
statistics for the full year of 1957, Miss 
Parisi also reported that accidents which 
required indexing of claims and hearings 
totaled 180,431 last year, a drop of 1.2% 
from the 182,662 cases indexed in 1956. 








Zurich-American Transfers 


Wm. R. Bigelow to New York 


Zurich-American announces the pro- 
motion of William R. Bigelow to super- 
visor, methods and procedures, New 
York office. He has been superintendent 
of the history department in Chicago. 

W. S. Fairchild, supervising under- 
writer in the Chicago office, will succeed 
Mr. Bigelow in charge of the history 
department, which becomes the history 
division of the underwriting department. 

C. T. Hayes, supervising underwriter, 
midwest department, succeeds Mr. Fair- 
child as supervising underwriter for 


branch offices. 
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Western Surety’s New Bldg. Ready 


The new home office building of West- 
ern Surety Co., located at the corner of 
West Ave. and Madison Street, Sioux 
Falls, S. D., is now ready for occupancy 
and formal opening of this completely 


chine room, ample room for the mailing 
department, a lunch room and kitchen, 
boiler room and mechanical penthouse 
rooms. The inviting main entrance to 
the building is shown in the picture on 








Architect’s Sketch of Western Surety’s New Home Office Building 


modern one-story structure will take 
place soon. It represents the realization 
of the long-felt ambition of Dan Kirby, 
chairman of the board, and Joe Kirby, 
president, to have Western Surety 
housed in one of the finest buildings in 
the state of South Dakota. 

For many years this company, one of 
\merica’s oldest bonding companies, has 
been located at 131 North Main Street, 
Sioux Falls. With its steady expan- 
sion of activity under the leadership of 
the Kirbys, Western Surety has out- 
vrown this building. 

The new structure has a total building 
area of 31,753 square feet of which the 
veneral office area is 14,000 square feet 
and the private office area 1,895 square 
feet. Ample space is provided for bond 
files (3,180 square feet) and for the 
supply room (2,600 square feet). In 
addition, the legal department’s library 
will occupy 1,225 square feet. 

Other facilities include an IBM ma- 





CALIFORNIA ASSIGNED RISKS 

California Automobile Assigned Risk 
Plan, during February, 1958, processed 
8,496 assignments, as compared with 10,- 
190 during January, 1958. Of this num- 
ber 5,363 were new risks, 3,037 were re- 
newals and 86 risks were rejected as 
being ineligible for insurance under the 
plan. During February, 1957, a total of 
6,597 assignments were processed. 





Victor R. Hansen 


(Continued from Page 40) 


The effect of any successful suit by 
the government extends far beyond the 
defendants who are directly concerned, 
Mr. Hansen declared. Intelligent busi- 
lessmen do not wish to invite litigation 
upon themselves and consequently they 
cease practices that have been held to be 
illegal by the courts or that ‘have been 
voluntarily relinquished in consent de- 
crees, he said. 


McCauley’s AMA Talk 


(Continued from Page 40) 





tion obtained as policies are renewed. 
“Most of our policies pick up all out- 
standing balances still owing from ship- 
ments made during the previous year. 
We see how much is owing at the re- 
ported date—the total of outstanding 
accounts, Also we are told how much 
of this total is past due under the origi- 
nal terms of sale and how much of the 
owing is more than 60 days past due. 
rhis is an excellent index when it is 
compared with previous years. It not 
only shows general trends—it shows 
specific trends in lines of business,” 
he asserted, 

“We have become more cautious, 
naturally, but we're not playing this 
close. We are issuing most of the con- 
a applied for,” Mr. McCauley re- 
orted, 





this page. Two personnel entrances are 
also provided while in the parking area 
(on asphalt) there are accommodations 
for 40 cars, 


MUTUALS’ CLAIMS CONFERENCE 
Conference of Mutual Casualty Cos. Fea- 


tures Courtroom Presentation of Whip- 
lash Injuries; J. P. Gibson Presides 
The Conference of Mutual Casualty 
Companies is holding a claims confer- 
ence May 8-9 in the Conrad Hilton Ho- 
tel Chicago. Joseph P. Gibson, Jr., pres- 


ident, American Mutual Reinsurance, 
Chicago, presided. Chairman of the pro- 
gram committee was M. E. Butler, Farm 
Bureau Mutual of Indiana. 

The following topics and speakers 
were featured on the program, May 8. 
“Family Compensation Coverage—Why 
and How?” B. G. Gottemoeller, director 
of claims policies, Nationwide Mutual. 
“Liability Over and Above Policy Lim- 
its” was discussed by Fred D. Cunning- 
ham, general counsel, Shelby Mutual. 
M. M. Johnson of M.M. Johnson Claims 
Service, Inc., Fort Wayne, Ind., had as 
title of his talk “An Independent View 
of Us.” 

Yesterday afternoon the big attraction 
was “Whiplash Injuries,” a discussion 
and courtroom presentation. The feature 
was moderated by David L. Tressler, 
vice president, American Mutual Rein- 
surance. Legal aspects were covered by 


Cooperation on Nuclear 


Risks Discussed in Paris 


European insurance _ representatives 
from eight countries met in Paris last 
week to arrange for closer cooperation 
between the pools established to write 
atomic risks in their respective coun- 
tries. They will work toward a standard 
policy to allow for easier reinsurance 
among the various pools. The talks 
covered both property damage and third 
party liability. 





Wyatt Jacobs, partner, Jacobs, Miller, 
Rooney & Lederleitner, Chicago. Dr. 
Carlo Scuderi of Chicago spoke on the 
medical aspects of the case. 

Following the discussions a_ typical 
courtroom presentation was made with 
Dr. Scuderi giving testimony and then 
being cross-examined by Mr. Jacobs. 
The “Whiplash” discussion was watched 
with interest by a large number of com- 
pany attorneys. 

Featured speakers at today’s talks will 
be P. F. Stedman, Auto Owners, Russell 
B. Wellman, claims supervisor, Employ- 
ers Mutual Casualty, and Darwin L. 
Cooper, claim analyst, State Farm. 








A free booklet, ‘Will your youngster go to college?”’ is helping 
many brokers sell more education insurance. This handy pocket 
guide outlines the cost of tuition, fees, room and board 

at more than 200 leading colleges and universities throughout 

the United States and Canada. The booklet also explains, 

in easy-to-understand words and pictures, why a college education 
is so important these days, and points out that a Prudential 
Education Plan can guarantee funds for a youngster’s 

college education. For your copy of this helpful 

sales aid, just clip and send in the coupon today. 
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To: Brokerage Service. The Prudential, Newark 1,N.J. 


CO Please send mea free copy of “Will your 
youngster go to college?” 
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BROKERAGE SERVICES and how they can make 
LIFE sales easier for me. 
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Program Completed 
For HIAA Annual Meet 


IN CHICAGO MAY 12-15 





Public’s View of Health Ins. To Be 
Given in Panel Talks; J. Henry 
Smith and R. R. Neal to Speak 





Two panel sessions at next week’s 
annual meeting in Chicago of the Health 
Insurance Association of America will 
give the public’s view of health insur- 
ance and also indicate how the health 
insurance industry views itself. 

The consumer’s viewpoint will be dis- 
cussed, May 13, on the panel, “The 
Customer Looks at Health Insurance.” 
Speaking on the subject will be: George 
Bugbee, president, Health Information 
Foundation; Kenneth A. Carney, execu- 
tive vice chairman, general claims di- 
vision, Association of American Rail- 
roads; Dr. Davis Gregg, CLU, president, 
American College of Life Underwriters; 
and Walter H. Seidel, director of per- 
sonnel, Signode Steel Strapping Co. 
Moderator for the panel will be~ H. 
Clay Johnson, executive vice president 
and general counsel, Royal Globe, who is 
chairman of HIAA’s public relations 
committee. 

Problems Within the Business 


Armand Sommer, vice president, 


A. &H. department, Continental Casu- 
alty, will moderate the panel “Meeting 
Problems Within the Business.” Speak- 
ers on this subject, on the afternoon of 
May 13, will be Ardell T. Everett, sec- 
ond vice president, The Prudential; 
Stefan Hansen, vice president and direc- 
tor of group insurance, Great-West 
Life: Leslie P. Hemry, senior vice pres- 
ident—operations and general counsel, 
American Mutual Liability; Gerald S. 
Parker, secretary, accident and health, 
Guardian Life; and H. Lewis Rietz, 
executive vice president, Great Southern 
Life. Preceding this panel will be an 
address by W. Sheffield Owen, CLU’. 
vice president of business development, 
Life of Georgia, on “Challenge to Man- 
agement.” 

Opening the three-day meeting May 
12, will be HIAA President J. Henry 
Smith, underwriting vice president, 
Equitable Society. Following Mr. Smith’s 
address will be a report by HIAA Gen- 
eral Manager Robert R. Neal. 

The election of officers and directors 
will complete the first day’s program. 


Major Talks on Program 


Other major addresses which will high- 
light this year’s meeting are: Albert I. 
Hermalin, assistant director, division of 
statistics and research, Institute of Life 
Insurance, reporting on, “Health Insur- 
ance—The Public’s View’; James R. 
Williams, vice president, Health Insur- 
ance Institute, discussing “Strengthen- 
ing Public Confidence—Through Adver- 
tising”; Tennessee Insurance Commis- 
sioner Arch E. Northington, the ‘Ad- 
vantages of State Regulations”; and 
Ben H. Wooten, president. First Na- 
tional Bank in Dallas, speaking on “Cur- 
rent Economic Trends.” 

Concluding the HIAA 
gram will be the annual luncheon at 
noon, Wednesday, May 14. “The Na- 
tional Security,” will be discussed by 





meeting pro- 


Howard Pyle, deputy assistant to Presi- 
dent Eisenhower, and former Governor 
of Arizona. 


FTC’s Probe of A. & H. 
Not “Grab for Power” 


SO STATES SIGURD ANDERSON 


Advises American Mutual Alliance FTC 
Is Satisfied with Results; Sees 
Co. Advertising Improved 





Chicago, May 6—Sigurd Anderson, a 
Commissioner of the Federal Trade 
Commission, one of the principal speak- 
ers on the program here today of the 
American Mutual Insurance Alliance, 
assured his audience that the FTC ac- 
tion in connection with accident and 
health advertising was not “a grab for 
power.” He maintained that the Com- 
mission, which considers itself as an au- 
thority on advertising, subject to court 
review, has in its power “to enjoin false 
advertising which either creates an un- 
fair method of competition or is a de- 
ceptive practice.” 

Mr. Anderson indicated that the 
FTC’s nationwide investigation of A. & 
H. insurance advertising, which was 
launched on December 15, 1953, stemmed 
from Congressional and public pressure. 
“It appeared,” he said, “that a goodly 
number of people were not getting the 
policy coverage that the advertisements 
of A. & H. companies said they would 
receive.” This was substantiated, in his 
opinion, by the fact that as of De- 
cember 1, 1957, the Commission had re- 
ceived 13,000 letters from the public, 
Congressmen, Better Business Bureaus, 
hospitals, et al. in connection with A. 
& H. insurance. 

Based on its findings, FTC served com- 
plaints on 41 A. & H. writing com- 
panies, charging them with “false and 
misleading advertising.” Over-all Mr. 
Anderson feels that “much good” has 
been accomplished by the Commission’s 
action in the A. & H. field. 

Impending Decision in U. S. Supreme 
Court 

Because of an impending decision of 
the United States Supreme Court in two 
well known cases: FTC vs. National 
Casualty Co. and FTC vs. American 
Hospital & Life, the speaker said he 
must of necessity refrain from discus- 
sing any of the area of insurance in- 
volved in these cases. He was, in fact, 
not prepared to say what the Commis- 
sion will do when the Supreme Court de- 
cisions in these two cases are handed 
down. “Much will depend on the nature 
and scope of the decisions,’ he re- 
marked. 

As to the status of the 41 complaint 
cases, Mr. Anderson gave this run- 
down: “Seven cases resulted in consent 
orders; two cases (aforementioned) are 
on appeal in the U. S. Supreme Court; 
four are on appeal in Circuit Courts of 
Appeal; 19 are pending on appeal to the 
Commission; eight are still before hear- 
ing examiners and one case, that of 
Postal Life & ‘Casualty, was dismissed 
by the FTC on its merits. This was a 
mail order case in which the Commission 
held there was jurisdiction but lacking 
in merit,” he said. 


Satisfied With Results 


Mr. Anderson’s listeners got the defi- 
nite impression that the FTC is well 
satisfied with the results obtained from 
its A. & H. advertising investigation. 
He brought out: “In pointing to abuses 
we feel that we made your industry 
aware that advertising of some com- 
panies was not geared to policies sold as 
a result of such advertising. Further- 
more, we feel that a vast amount of bad 
advertising has been cleaned up. 

_“As an outcome of FTC's investiga- 
tion the following official action has 
been taken: (1) Rules governing the ad- 

(Continued on Page 45) 





L. 1. Casualty Opens New H. O.; 


D. Schultz Named Executive V. P. 


After several months of preparation, 
the exclusively A. & H. Long Island 
Casualty Insurance Co. commenced oper- 
ations this week at its new ‘home office 
at 1551 Franklin Avenue, Mineola, N. Y. 

President Bertram Harnett announces 
that agency and production activities 
will be directed by David Schultz, re- 
cently elected executive vice president of 
the new company. Mr. Schultz, well- 
known in New York A. & H. circles, was 
previously vice president and secretary 
of Eastern Casualty Co. which he joined 
in 1950, at its inception after several 
years as underwriter for A. & H. firms 
in New York City. 

Under Mr. Schultz’s direction, agency 
and brokerage development is now under 
way. Initial efforts will be concentrated 
in New York State, with special atten- 
tion to Long Island producers. General 
agency appointments have already been 
made, both in New York City and up- 
state. Mr. Schultz looks forward to 
more appointments in the near future. 

Long Island Casualty’s portfolio of 
coverages includes commercial accident 
and disability income, special medical, 
D.B.L., individual and family hospital- 
surgical, group A. & H. Additional 
policy plans are in preparation. 


Executive Staff of Company 


The executive staff of Long Island 
Casualty combines wide experience in 
insurance and related fields. Bertram 
Harnett, president, is partner in the New 
York law firm of Roosevelt and Freidin, 
and has achieved nationwide prominence 
as an author and lecturer. He is the 
author of the new book, “Taxation of 
Life Insurance,” published by Prentice- 
Hall, and of a monograph “Capital Gains 
and Losses” published by the Practising 
Law Institute, New York. As a lecturer 
he has served on the faculties of Colum- 
bia University, Rutgers and University 
of Kansas where he was professor of 





Miss Continental A. & H. 
Chosen by 4,000 Employes 


Nancy Gentile with Vice President 
Louis C. Morrell 


Miss Nanci Gentile was chosen by 
4,000 fellow employes to represent Con- 
tinental Casualty during Illinois A. & H. 
Week, May 4-11. Governor Stratton 
proclaimed this period as a salute to the 
accident and health insurance industry. 

Miss Gentile is a clerk in Continental 
Casualty’s payroll department. She was 
selected from among four finalists after 
a year-long contest which included en- 
tries from the company’s home office 
and 66 branch offices countrywide. 








DAVID SCHULTZ 


insurance, 

Chairman of the board of directors is 
Franklin D. Roosevelt, Jr., a senior part- 
ner of Roosevelt and Freidin, formerly 
a Congressman from New York, and 
who is son of the late President. 


David Sarbone, vice president, was 
formerly executive vice president of 
American Progressive Health of New 


York, and is a member of the New 
Jersey Bar. 

Louis H. Powell, secretary, is a New 
York tax and corporation attorney. 
Morris L. Green, of J. J. Green & 
Co., accountants of Garden City and 
New York, is treasurer. 





Combined of America to 
Centralize H. O. Operations 


A continuously growing volume of 


prompted the Combined 
Insurance Co. of America to devise both 
long range plans for 
providing larger quarters for its Chicago 
headquarters operation. 

W. Clement Stone, president, an- 
nounced that the company will centralize 
its Operations in a recently acquired six 
story building at 5050 Broadway, Chicago, 
pending construction of a new $3,000,000 
home office building at 5316 North Sheri- 
dan Road. This job will begin within 
fiv> years. 

Remodeling of the Broadway building 
at a cost of $700,000 is to begin soon, 
with completion scheduled by at. least 
Jan. 1, 1959. The building and nearby 
parking space was acquired last Novem- 
ber for $350,000. It will house the 
Combined’s main offices and departments, 
now scattered at five Chicago locations. 

“The Combined Companies are contin- 
uously doing a larger and larger volume 
of business,” Mr. Stone said. “We have 
set our goal for premium volume of 
$100,000,000 by 1961, and expect not only 
to reach but to surpass this goal. Our 
latest financial report, covering three 
months ending March 31, shows premium 
increases ranging from 18.4% to 77.8% 
for the Combined Companies.” 


business has 


immediate and 





COUNTRYWIDE SURVEY BY HiF 

The Health Information Foundation 
of New York will shortly sponsor a 
countrywide survey to find out the ill- 
nesses American families suffered in the 
past year, and how the families benefited 
from voluntary health insurance. Some 
7,000 families, scientifically chosen, will 
be interviewed. 
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FIC Probe Of A. & HL. 


(Continued from Page 44) 


vertising of A, & S. insurance have been 
adopted by National Association of In- 
surance Commissioners; (2) an interpre- 
tative guide for the NAIC rules has like- 
wise been adopted; (3) The Commission 
promulgated on June 15, 1956 trade 
ig conference rules for the A. & 
industry. 

‘te date the number of signatories is 
256, A few of these companies have 
voluntarily submitted their advertising 
for interpretive review. A small number 
have had some of their advertising called 
to their attention as being objectionable. 
Correspondence and conferences have 
resulted in voluntary discontinuance of 
such questioned advertising.” 

The speaker also pointed to the “bet- 
ter understanding” which developed be- 
tween FTC and the NAIC’s special com- 
mittee as an outcome of the Washington, 
D. C. meeting held November 29, 1957. 
“It was a splendid conference,” he re- 
marked. 

As to what FTC is now doing in the 
field of insurance, Mr. Anderson gave 
this succinct answer: “Waiting for the 
Supreme Court decision!” 

He showed his keen appreciation of 
the importance of insurance when he 
said in closing: “Insurance is so much a 
part of American life that we can never 
do enough to make it more and more 
workable and appealing to the public. 
| predict for your business progress and 
growth that will astound even the most 
optimistic among you.” 





O’Reilly Promoted to 


Secretary in Amer. Casualty 

Archer O’Reilly, Jr. has been promoted 
from assistant secretary to secretary of 
the American Casualty Companies of 
Reading, Pa. He joined the organiza- 
tion early this year. 

Mr. O’Reilly’s insurance career started 
25 years ago with the American Auto- 
mobile where he served successively as 
assistant statistician, assistant treasurer, 
treasurer and then in the dual post of 
financial secretary and secretary of the 
American-Associated Cos. 

In addition to his insurance work, Mr. 
O’Reilly was also director-treasurer of 
the Guaranty Trust Co. of Missouri from 
1947 to 1955. 

A graduate of Harvard, he is a member 
of the St. Louis Society of Financial 
Analysts, Associated Harvard Clubs, 
past president of Missouri Society for 
Crippled Children and Adults, Inc. and 
former vice president of the National 
Pred for Crippled Children and 
Adults. 


Hartford Claim Manager 


Luke F. Tuohey has been appointed 
claim manager of the Hartford branch 
of The Travelers. He succeeds Russell 
N. Lewis who retires after 37 years with 
the company. 

Mr. Tuohey, who attended Hartford 
College of Law, joined The Travelers in 
1921 in the home office claim department. 
He has worked for the company in 
Charlotte, N. C., Hartford branch office, 
and New Haven. 


Big Bil 


(Continued from Page 23) 








business losses to commercial crooks 
totaling $160 million a year, has cooper- 
ated in investigation of 4,367 commercial 
fraud cases, out of which 3,008 indict- 
ments and 1,749 convictions have been 
recorded. 

The association, through its Credit Re- 
search Foundation, conducts Graduate 
Schools of Credit and Financial Man- 
agement at Dartmouth College and Stan- 
ford University. Its National Institute 
of Credit, in cooperation with local affili- 
ated associations, presents courses in 
higher educational institutions through- 
out the nation, with 64 colleges and uni- 
Versites cooperating in the program, 


Hartford Accident’s 
New Hospital Policy 


FOR INDIVIDUALS, FAMILIES 





Supplants Company’s Separate Hospital 
Policies Introduced in 1954; 
Broadening Features Outlined 





A new hospital expense policy which 
may be written for individuals or families 
has been introduced by the Hartford 
Accident & Indemnity. It supplants— 
with a number of broadening features 
and improvements—the company’s sepa- 
rate individual and family hospital ex- 
pense policies introduced in 1954. 

The new contract provides daily hospi- 
tal room-and-board benefits for each 
insured person or family member of 
from $5 to $20, as selected by the policy- 
holder, and payable up to 180 days for 
each unrelated hospital confinement. 

Benefits for miscellaneous hospital ex- 
penses are provided in an amount 
equivalent to either 10 or 20 times, as 
selected, the daily room-and-board 
allowance written in the policy. 

Other features of the new Hartford 


Accident policy include: 
Allowance of from $50 to $400 for 


outpatient hospital treatment of acci- 
dental injuries and hospital charges 
stemming from surgery performed as 
part of outpatient treatment of sickness 
or injury. 

Benefits up to $50 for vig and 
laboratory fees incurred either in or out 
of the hospital. 

For policies issued under a family 
arrangement, maternity benefits of from 
$50 to $200. 

Daily allowance of $3, $4 or $5 for 
physicians’ visits to the hospital. 

In addition to hospital expense pro- 
tection, coverage for surgical bills is 
available under the policy, at the in- 
sured’s option, to give benefits ranging 
as high as $400, depending on the nature 
of the surgery, which may be performed 
either in or out of the hospital. When 
surgical coverage is written in a family 
plan, obstetrical benefits are provided in 
an amount up to 50% of the surgical 
maximum, 

Hartford Accident’s new hospital ex- 
pense contract may be issued either for 
individuals or for family groups, includ- 
ing husband and wife, children 14 days 
through 18 years, and children 19 through 
25 who are full-time students at ‘school 
or college and primarily dependent on 
the insured for support and mainte- 
nance. Children born while the policy 
is in force are covered automatically, 
when they reach the age of 14 days. 














TUBERCULOSIS 
Polio 

Leukemia 
Primary Encephalitis 
Primary Meningitis 
Smallpox 

Tetanus 

Diphtheria 

Scarlet Fever 


CANCER 





American Casualty 
ADDS 


$10,000.00 


TUBERCULOSIS 
MEDICAL EXPENSE 


to the Specified Disease Policy 












AT 


NO EXTRA COST 


Today, for the first time, families and individ-. 
vals may be insured up to $10,000 for the 
medical expenses of ‘“T.B.” under American 
Casualty’s SPECIFIED DISEASE POLICY. This 
remarkable low cost program now covers NINE 
diseases including Tuberculosis, at a yearly 
cost for an individual of only $4.00! 

At slightly higher cost, the valuable Cancer 
endorsement may be added for persons under 
age 59. The Cancer benefit pays up to $2,000 
for claims originating prior to the insured’s 
60th birthday; $1,000 for claims which origi- 
nate after age 60. 

Write today for full details. 


AMERIGAN GASUALT’Y 


COAST-TO-COAST BRANCH OFFICE SERVICE 





HOME OFFICE: READING, PENNSYLVANIA 











R. K. Mason Elected 
Pres. of Carolina Cos. 


SHEPARD BROAD NAMED CHRM. 





Carolina Casualty and Carolina Home 
Life Makes Encouraging Gains in Ist 
Quarter; Other Officers Elected 





Raymond K. Mason of Jacksonville, 
Fla., who has served as executive vice 
president of Carolina Casualty and its 
subsidiary, Carolina Home Life, both of 
Burlington, N. C., since last October, was 





RAYMOND K. MASON 


elected president of these companies at 
its quarterly board of directors’ meeting 
May 2. He succeeds Shepard Broad of 
Miami Beach, Fla., who remains as 
chairman of the boards. 

Mr. Mason also is president of the 
Insurance Co. of the South, Jacksonville, 
which affiliated its operation with the 
two Carolina companies last October. 
Mr. Broad serves also as board chairman 
for the Jacksonville company. 

In other elections Dr. J. R. Kernodle, 
medical director of Carolina Home Life, 
was named vice president; Joe D. Tyd- 
ings, Baltimore lawyer, son of former 
U. S. Senator Millard Tydings, Mary- 
land, was named a director of Carolina 
Home Life and two assistant seretaries 
were named—A. L. Lancaster who heads 
Carolina Casualty’s engineering and re- 
search department, and W. K. White, 
head of that company’s statistical de- 
partment. 

Directors were told that a 30% in- 
crease in life insurance business in force 
was realized by Carolina Home Life 
during the first quarter of 1958. The 
company now has $10,815,863 in life in- 
surance in force, operating in nine states 
and Puerto Rico. R 

The Carolina Casualty in the first 
quarter increased its surplus to policy- 
holders by $116,734. This gain was con- 
sidered to be “particularly good” by its 
officials in view of the depressed condi- 
tion of fire-casualty lines nationwide in 
recent years. 





LICENSED IN NEW MEXICO 
The All American Life & Casualty of 
Chicago is now licensed to do accident, 
sickness and life business in New Mex- 
ico. This brings the total to 26 states 
in which the company is licensed. 





HIAA’s N. Y. OFFICE MOVING 

The New York office of the Health 
Insurance Association of America is 
moving today (May 9) to 750 Third 
Avenue, New York 17. The new telc- 
phone number will be YUkon 6-8866. 
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Talk on Pattern Selling of A. & H. by 
L. H. Rosenberg, Pres., Chesapeake 


Pattern selling, or salesmanship by 
the numbers method, was subject of a 
recent talk by Leonard H. Rosenberg, 
president, Chesapeake Life, to a meeting 
of Maryland Association of A. & H. 
Underwriters. The numbers system is 
a breakdown of the component parts 
of selling, and putting it all together as 


a smooth over-all job. 
Mr. Rosenberg listed the component 


parts in this order: 1. Prospecting. 
2. Planning. 3. Human Relations. 4. 
Selling the Interview. 5. Presenting. 


6. Handling the 7. Close. 
8. Delivery. 

Obtaining “the raw material” consists 
of finding the market for A. & H. 
which, the speaker said, Chesapeake Life 
does through a combination of direct 
mail and referred leads. 

The key to human relations or pres- 
tige building, he said, is making certain 
that the prospect has confidence in the 
salesman. Mr. Rosenberg gave a few 
simple rules for this. Make the approach 
with a smile. A completely irrelevant 
remark will help indicate that the sales- 
man is a friendly person and not a high 
pressure salesman. Use full names in 
introduction—not Mr., or first name. 
Establishing an area of mutual interest 
is helpful and this can be done by having 
some information to ask questions and 
help the prospect talk about his pro- 
fession, or known hobby. 


Objections. 


Pre-Planned Conversation 


The speaker also recommended the 
“who knows who” method “preferably 
clients of yours in his own profession 
or social set. This requires a few 
minutes of pre-planned thought before 
going in, but it will sure pay off,” Mr. 
Rosenberg declared. 

Selling the interview, the salesman 
should have three objectives. He should 
try to sell the interview on the spot, 
see when the prospect will listen to a 
proposition or “get him out of your 
manufacturing plant as raw material 
before you have put in any real work 
on him,” the speaker advised. 

The next step, the presentation, must 
be simple, he stressed. “It must tell your 
prospect how much per month he will 
have to put aside to provide this fund 
for replacing his earnings and paying 
his bills. It must tell him how much 
income he will get and when. It must 
tell him how much doctor bills and how 
much hospital bills it will pay. Above 
all, it must be in his language. It must 
not use terms commonplace to us, but 
vague to him. It should be tailored to 
the prospect’s individual measure as you 
point out what this program will do that 
his present inadequate one will not do. 
[ am not advocating twisting by this 
statement. 

“Remember, most of the insureds in 
this country think they are adequately 
covered by a group policy that pays 
income for only 13 weeks. Use waiting 
periods so that your program will pick 
up where the other one ends. This takes 
more skill on the part of the accident and 
health underwriter, than is necessary for 
the ordinary package insurance sales- 
man. 


Handling Objections to Sale 


Objections loom large in the problems 
of producers. Mr. Rosenberg said that 
Chesapeake Life salesmen welcome 
people who present objections, in that 
it quickly establishes the prospect as 
likely to purchase coverage or else rules 
him out as a purchaser. 

Objections are either valid or non- 
valid. “If they are valid objections,” he 
continued, “either we must have the 
answers and we have made our sale, or 
if we do not have the answer we must 
pack up and see the next man. 

“If they are non-valid, the man needs 
reassurance, and we must reassure him 
and proceed with our sale. Frankly, I 


get few objections, and when I do get 


them, it tells me what is on the man’s 
mind and I sell him,” Mr. Rosenberg 
remarked. 


He reported that Chesapeake Life 
keeps an objection file, listing every 
objection an agent receives and giving 
three types of answers. These answers 
he enumerated as follows: 

“1, Head On—a direct battering down. 
A good thing to know but not to use. 
This will win an argument but lose a 
sale. 

“2. Ring Around the Rosy—“Yes, I 
agree with you partially but did you see 
this other feature?’ In this way you 
pay no attention to his objection but 
stress another feature of the plan. Only 
use this on objections you feel are non- 
valid. 

“3. ©O.A.T.S.—Oral anecdotes, tales, 
and stories. Tell him a story about John 
Neighbor who had a similar objection 
and what happened and what would 
have happened had he listened to you. 
This makes a powerful weapon. John 
Neighbor objected to our one month 
waiting period. A car hit him—his em- 
ployer paid his salary for two weeks— 
he was out 20 weeks and lost $1,800 in 
income. What a different picture had 
he asked us to provide his fund. He 
would have only been out $200 and the 
cash value of his insurance policies 
could have still been there for his 
retirement.” 

Prospect’s Choice at Closing Sale 

For the closing sale operation Mr. 
Rosenberg recommended that the pro- 
ducer give the prospect a choice: “Is 
$300 a month the proper fund, or $400? 
Do you prefer to make your savings on 
a monthly basis or quarterly? Is a $300 
deductible on your catastrophe section 
proper, or do you prefer to handle $500 
yourself?” 

From a_ practical standpoint, Mr. 
Rosenberg has found that it is at the 
close the prospect brings up objections. 
He suggested this is the point to apply 
the O.A.T.S. method, and then for the 
agent to “re-close on a minor point, 
assume consent, and start filling out the 
app.” 

The delivery distinguishes between the 
mere “Policy-pusher and the dedicated 
insurance man,” the speaker said. Every 
policy must be delivered in person. He 
emphasized the importance of this oper- 
ation. It is an occasion to re-sell the 
policy, go over it clause by clause, to 
be technical if necessary at this time, 
and to re-emphasize to the client that 
as an agent, service is part of the job. 
“Tt will keep the policy in force,” Mr. 
Rosenberg guaranteed. Finally, it is 
important to ask the client if he has 
more prospects among his family, friends 
and workmates. 

Though “planning” is listed second to 
“prospecting” in the selling by numbers 
method, Mr. Rosenberg advocated the 
importance of planning by strong man- 
agement. Production control records are 
needed, with a weekly planner to record 
progress each day and set a plan of 
action. 

Yearly records for comparison should 
be used to inform the company if its 
source of prospects is adequate, and if 
not how to improve. Further, by a 
record of actual closing interviews it 
can be seen how effective is the com- 
pany’s selling of interviews. “By proper 
planning, Mr. Rosenberg concluded, it 
should be possible for an agent to make 
seven or eight calls a day and obtain 
three closing interviews. 





HEAR RICHARD L. BENSON TALK 

Members of the Western New York 
Accident & Health Association heard 
a talk on “Marketing Complete Dis- 
ability Coverage” at a luncheon meet'ne 
recently in Buffalo. Richard L. Benson, 
assistant manager of agencies, Provident 
Mutual Life, Philadelphia, was the 
speaker. 


Albert V. Whitehall Lauds Competitive 
System of Providing Health Ins. 


The Carolinas-Virginias Hospital Con- 
ference in Roanoke last week heard 
Albert V. Whitehall, vice chairman of 
Health Insurance Council, describe the 
quality of voluntary ‘health insurance. 
Mr. Whitehall credited free enterprise 
with bringing to the people of the 
United States “a finer quality of health 
care, and a wider distribution of that 
care than in most of the world.” 

Mr. Whitehall, who is director of 
health insurance for the Life Insurance 
Association of America, said that sev- 
eral hundred organizations are compet- 
ing for the right to serve the American 
people. 

This very competition has brought 
about several recent developments, ac- 
cording to Mr. Whitehall. First there 
was the introduction of major medical 
expense insurance. More recently, a 
study in New York State showed that 
one-third of all employes who are cov- 
ered by group plans written by insur- 
ance companies, have some health insur- 
ance benefits continued under the group 
policy after their retirement. This cov- 
erage has been achieved in the last five 
years alone. 

Recent Experimentation 

The health insurance spokesman also 
reported that there has been much re- 
cent experimentation with insurance 
protection for the older aged. Some 
plans now offer health insurance poli- 
cies which are paid up at age 65, and at 
least one company offers a policy spe- 


cifically designed for people over age 65. 

The challenge for Blue Cross and in- 
surance companies, Mr. Whitehall de- 
clared, “is to continue the healthy com- 
petition on a free and equal basis.” He 
urged that competition be based on 
achieving better service to the public, 
and said that, “in this healthy competi- 
tion, each of us needs the other, for a 
monopoly would discourage progress.” 

Hospital care today in the United 
States is as fine as any in the world, 
Mr. Whitehall stated, and 70% of our 
population is covered by voluntary 
health insurance. He also pointed out 
that the collection rate for hospital serv- 
ices is 95-100%, with full payments 
for hospital care received from 90% or 
more patients. 

One of the most dramatic aspects of 
the growth of voluntary health insur- 
ance, Mr. Whitehall said, is the change 
in hospital financing. Since most hospi- 
tal income today is controlled by the pa- 
tient, a new concept has developed for 
hospitals: “The sale of their service to 
a discriminating purchaser. 


“Hospital money in the future,” he 
predicted, “will come from the public 
you serve—from the patient who is 


with the help 
to afford your 


pleased that the is able, 
of insurance or otherwise, 
best care.” The alternative, he cau- 
tioned, “is to have all your money come 
from a single, central source, subject to 
monopolistic contro!s and political pres- 
sures.” 





Mutual-United of Omaha’s 
Puerto Rico Gen’! Agent 


Anibal Sotomayor has been appointed 
general agent for Mutual and United of 
Omaha in Puerto Rico. The recent an- 
nouncement was announced jointly by 
V. J. Skutt, president of Mutual and N. 
Murray Longworth, president of United. 

Mr. Sotomayor’s insurance career be- 
gan in 1955 with D. D. Long Agency in 
Connecticut. Two years later the was 
moved to the home office sales training 
department in Omaha. In 1957 he was 
appointed sales manager of the San 
Juan sales office. 

Mr. Sotomayor was born in Puerto 
Rico and attended the College of Agri- 
culture and Mechanical Arts at the Uni- 
versity of Puerto Rico in Mayaguez. 
Mr. Sotomayor is 34 years of age. 





WHITNEY W. STODDARD DEAD 


Whitney W. Stoddard, a representa- 
tive of Massachusetts Mutual Life for 
more than 30 years and the company’s 
former general agent at South Bend, 
Ind., died recently in South Bend after 
an extended period of poor health. He 
was 65 years old. 

A native of Paris, Ill. and a World 
War I veteran, Mr. Stoddard joined 
Massachusetts Mutual’s Indianapolis 
agency in 1927. He was appointed gen- 
eral agent at South Bend in 1938 and 
held the post until 1949, when he re- 
signed to devote his full time to per- 
sonal production. 





Sykes Succeeds Walters 


James S. Sykes has been appointed 
superintendent of the A. & H. depart- 
ment of General Accident Group. Fred 
M. Walters, who held the post for many 
years, has requested, on medical advice, 
a realignment of his duties. Mr. Walters 
will remain in full active status as 
associate superintendent. 





WC BOARD ADVANCES CLAREY 

Angela R. Parisi, chairman, New York 
State Workmen’s Compensation Board, 
has announced the appointment of Mar- 
vin L. Clarey of Albany, as acting ad- 
ministrative deputy. 


American Casualty Group 


Prem. Volume Gains 3.9‘ 

The American Casualty Group regis- 
tered an overall increase in premium 
volume of’ 3.9% for the first quarter 
of 1958. Gains were registered in all 
classes of business other than the auto- 
mobile lines and ranged from 34% in- 
crease in accident & health to a 2% 
increase in fire lines. 

The ratio of losses incurred to pre- 
miums earned decreased from 55.7% to 
54.4% and_ policyholders’ surplus in- 
creased $1,163,000 to $18,216,490. 

Statutory underwriting loss for the 
quarter was reduced to $117,632 com- 
pared with $672,000 for the corresponding 
quarter of the previous year. 

According to President Harold G. 
Evans, the loss ratio on the automobile 
lines improved about three percentage 
points compared with the corresponding 
quarter of the previous year, but still 
remained in the red. 





John Hancock Promotes 
M. J. Kaiser, W. E. Cunniff 


The John Hancock has announced the 
promotions of Michael J. Kaiser, Jr., to 
acting district manager in Portland, Ore., 
and of William E. Cunniff to district 
manager at Austin, Texas. 

Succeeding Oliver F. Kent, who is 
forced into an extended leave of absence 
because of illness, Mr. Kaiser will main- 
tain his new capacity until September | 
when he advances to district manager. 
Formerly supervisor of field training, he 
has also served as agent and assistant 
district manager. He has completed both 
parts of the LUTC program and is work- 
ing for his CLU designation. 

Mr. Cunniff leaves San Antonio as 
assistant district manager to succeed 
James C. Gilliam in Austin. A former 
professional baseball player, he joined 
the John Hancock in 1953 and has served 
both as agent and as assistant district 
manager, He has completed Part I of the 
LUTC program. 

Both men have attended the home 
office school for assistant district man- 
agers, 


| | een | | 


—, Ci 





